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450 pieces per hour at 100% efficiency. 


6 stations: 1 for loading, 2 for drilling, 1 
for chamfering, 1 for milling, and 1 for 
reaming. 


Drills, reams and chamfers bolt holes; drills, 
reams and chamfers piston pin hole; and 
mills lock slot. 


Fluid motor driven index table. 


Hydraulic power clamping for work hold- 
ing fixtures. 


Other features: Hardened and ground ways; 
coolant system; hydraulic feed and rapid 
traverse; construction to J.1.C. standards. 


ap 


Ore: 


4 
iris 
41 
Py ky 
St 
| 


NEW CHEVROLET TRUCKS 


shorten your schedules 
and cut costs in the bargain! 


You can actually count on a Chevrolet truck doing your job faster 
and for less money. That’s a strong claim, sure; but one that’s been 
proved time after time on job after job. 


EXTRA POWER SAVES YOU TIME 


All three Chevrolet truck engines—the ‘Thriftmaster 235,” the 
“Loadmaster 235” and the “Jobmaster 261”*—deliver extra horse- 
power for greater acceleration and hill-climbing ability. You haul 
your loads on a time-saving schedule and save money doing it—for 
with Chevrolet’s higher compression ratio you use less gas. 


BUILT-IN RUGGEDNESS SAVES YOU MONEY 


Stronger, more rigid frames, a newly designed clutch and many other 
built-in chassis features mean your Chevrolet truck is going to last 
longer. They also mean you can expect extra-low operating costs. 

Another important advantage is Chevrolet’s low original cost— 
lowest of all lines of trucks! You save the day you buy, and you go 
right on saving as long as you own that Chevrolet truck. Drop by 
your Chevrolet dealer’s and look over the many models he has to 
offer... . Chevrolet Division of General Motors, Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “Jobmaster 
261” engine* for extra heavy hauling. The 
“Thriftmaster 235” or “Loadmaster 235” for 
light-, medium- and heavy-duty hauling. NEW 
TRUCK HYDRA-MATIC TRANSMISSION * — offered 
on %-, %- and 1-ton models. Heavy-Duty 
SYNCHRO-MESH TRANSMISSION — for fast, 
smooth shifting. DIAPHRAGM SPRING CLUTCH 
—improved-action engagement. HYPOID REAR 
AXLE—for longer life on all models. TORQUE- 
ACTION BRAKES — on all wheels on light- 
and medium-duty models. TWIN-ACTION REAR 
WHEEL BRAKES—on heavy-duty models. DUAL- 
SHOE PARKING BRAKE— greater holding ability 
on heavy-duty models. NEW RIDE CONTROL 
SEAT*—eliminates back-rubbing. NEW, LARGER 
UNIT-DESIGNED PICKUP AND PLATFORM STAKE 
BODIES— give increased load space. COMFORT- 
MASTER CAB—offers greater comfort, conven- 
ience and safety. PANORAMIC WINDSHIELD — for 
increased driver vision. WIDE-BASE WHEELS— 
for increased tire mileage. BALL-GEAR STEERING 
—easier, safer handling. ADVANCE-DESIGN 
STYLING—rugged, handsome appearance. 

*Optional at extra cost. Ride Control Seat is available on all cabs of 1'4- and 
2-ton models, standard cabs only in other models. “Jobmaster 261" engine 


available on 2-ton models, truck Hydra-Matic transmission on 2-, Y4- an 
l-ton models, 


DUN S REVIEW AND MODERN INDUSTRY. SEPTEMBER 1954. VOLUME 64 No. 2317. PUBLISHED MONTHLY BY DUN & BRADSTREET PUBLICATIONS CORPORATION, 3 
300 WEST ADAMS STREET, CHICAGO 90, ILL. ANNUAL SUBSCRIPTION IN USA $s. ENTERED AS SECOND CLASS MATTER AT THE POST OFHICE AT CHICAGO, ILL. 
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— UNS REVIEW 


Vlodern Industry 
electrical 
equipment 


Manager of 


Perer F. Drucker 
Mr. Drucker’s final article cites seven basic responsibilities that future 
management must keep in mind for continued progress. 


Get the Facts on Shell Molding...........40 


ANNESTA R. GARDNER 

Industrial Editor 
One of the world’s oldest industries and one of its youngest team up 
in a new way to make products and replacement parts. 


On Salesmen and Psychologists............45 


need q finish that Vice-President and Treasurer, Perkins-Goodwin Co. 
blocks corrosion ® To-day’s salesman is up against a buyer’s market and the competition 


2. oe ts is keen. A little applied psychology can be a help. 


pe Linear Responsibility Chart.................46 


AcereD G. LARKE 


Here’s peak corrosion protection combined with Employer Relations Editor 


conductivity, weldability and solderability. Here’s A new tool for executive control that can summarize in a single sheet 
a finish that holds paint firmly, prevents underfilm much of the information in an organization manual. 

corrosion. Here’s a line of attractive final finishes 
to add quality and sales-appeal. Here’s Iridite... 
and here’s how you can use it: D E P A R 


_= 


MOM ZINC AND CADMIUM you can get highly corrosion resistant 


Es finishes to meet any military or civilian specifica- 


i tions and ranging in appearance from olive drab 
| through sparkling bright and dyed colors. 


ON COPPER .+. Iridite brightens copper, keeps it tarnish-free; also 
an lets you drastically cut the cost of copper-chrome 


plating by reducing the need for buffing. 


ON ALUMINUM Iridite gives you a choice of natural aluminum, a 
= golden yellow or dye colored finishes. No special 
racks. No high temperatures. No long immersion. 

Process in bulk. 


Iridite provides a highly protective film in deepen- 
ing shades of brown. No boiling, elaborate cleaning 
or long immersions. 


AND IRIDITE 1S EASY TO APPLY. Goes on at room temperature by dip, brush 
or spray. No electrolysis. No special equipment. No exhausts. No specially 
trained operators. Single dip for basic coatings. Double dip for dye colors. 
The protective Iridite coating is not a superimposed film, cannot flake, 
chip or peel. 


WANT TO KNOW MORE? We'll gladly treat samples or send you complete data. Write 
direct or call in your Iridite Field Engineer. He's listed under "Plating Supplies” in your 
classified telephone book. 


Researcn Pronucts 


Menutecturers of Iridite Finishes for Corrosion Protection and Peini Systems 
lridite is opproved 49 on Meat Metals, ARP Plating Ci teal 


under government Tm WEST COAST LICENSEE: L. H. Butcher Coe. 
specifications 


Heard in 


Paul Wooton reflects random thoughts of Cabinet 
members and other high Washington officials. 


Here are quotes to show what top management men 
are saying about business and community problems. 


The Trend Of . 


Spot reports on recent developments in production, 
employment, prices, and other economic factors. 


Letters to the EGitor .... 
Letters from all over—agreeing, disagreeing, suggest- 
ing, requesting —the readers speak. 


Man and machine —working together in harmony to 
provide continued impetus in American production. 


Films for 
Here are reviews of some of the most recent business 
and industrial movies, a growing industry. 


Subscription: $5 a year in U.S.A. and Possessions, and Canada. Elsewhere $10. Single copy, 75 
cents. Please state title and employing company when subscribing. 

Staff personnel appear on page 168. Copyright 1954 by Dun & Bradstreet Publications Corpora- 
tion. Copyrighted under International Copyright Convention. All rights reserved under Pan Amer- 
ican Copyright Convention. The titles Dun’s Review and Mopern INpusrry are registered in 
the U.S. Patent Office. Cover: Great Lakes Ore Boat by Devaney. Frontispiece: Monkmeyer 
Photograph. 

This magazine is indexed in the Industrial Arts Index, in the Public Affairs Information Service, 
and also semi-annually in an index available upon request to the publishers. ... Member BPA, 
NBPA, SBME, and MPA... . Printed in U.S.A. 
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What’s Wrong with 


A long, four-article look at the last frontier open to scientific manage- 
ment—the office, written under the editorial supervision of Senior 
Editor James K. Blake. This section explores in detail the many 
trends and problems in this area and shows the important stakes all 


executives have in it. 

Better Office Management 76 
Office +82 
The Office Equipment Industry............101 


To Check up on Office Management.......120 


E N T S 


Information on the aspects and problems of top 


management by way of an entertaining time-passer. 


Executive 
Informative discussions of the latest business volumes 
to help the executive select future reading. 


New Methods and 


Fresh angles on wood, rubber, glass that open new 


production and product design possibilities. 


Employer 


Individualized offices for foremen; new data for in- 
dustrial hearing-loss cases; recreation trends. 


Here and There in Business............++++--161 
New developments, uses, and products that can be 
of help to managements in many fields. 


Maine—vacationland and largest of the New England 
states—how does it stand economically? 


Published monthly by Dun & Bradstreet Publications Corporation. Publication office: 300 W. 
Adams Street, Chicago. Editorial, advertising, and subscription office: 99 Church Street, New 
York 8, N.Y., Digby 9-3300. 

Correspondence generally should be addressed to the offices in New York . . . Advertisers should 
send proofs and plates with copy instructions directly to R. F. Bogner, Operating Department, 
Dun’s Review ano Mopern INnpustry, 350 East 22nd Street, Chicago 16. Advertisements to 
be set by publication must be sent with complete instructions to Production Department, Dun’s 
Review AND Mopern Inpustry, 99 Church Street, New York 8, N.Y... . Manuscripts or 
other material for publication should be addressed to the Managing Editor in New York. 


y A matador is aware of the risks in his job 
“@ but because SLIPPERY FLOORS GIVE NO 
WARNING—often look safe—workmen can 
be killed or hurt before they know their 
danger! A practical remedy is A. W. 
SuPER-D1aMoND—tough, rolled-steel floor 
plate with an exclusive, engineered raised- 
diamond surface. SUPER-DIAMOND puts 
40 anti-slip traction points in every foot- 
step—gives maximum foot safety at low 
cost. Investigate SupeR-D1aMOND for 


accident prevention. Write for new 


Booklet SD-1. 


|AW. SUPER-DIAMOND 


Economy Rolled Steel Floor Plate 


ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 


Other Products: A.W. ALGRIP Abrasive Rolled Stee! Floor Plate 
Plates Sheet Strip (Alloy and Special Grades) 
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Now, blanking costs can be lower than ever before - - - 
whether your operation calls for high speed Jamination 
stamping at 400 strokes per minute or producing big 
blanks from coils or sheet. 

Why? Because Danly’s heavier construction gives 
reserve § o meet the ds of continuous 
peak load operation. i lectrical and 
pneumatic controls make n of 
equipment easier and faster - -- 


Unique new fe 


. 


eered for dep 


crease production 


change-over time. Extra rigidity increases die life. 
oil jubrication assures dependable perform- 


Automatic 
ance and low maintenance costs. 
Whether you are expanding OF rep 


it will be worth your while to talk to 


engineer. 


DANLY M 


2100 South Laraml 


endability, in 


lacing facilities, 
qa Danly Press 


CIALTIES, INC. 


Q, Illinois 


ACHINE SPE 


e Avenue, Chicago 5 


s any press yo 
secondary operati bra need for blankin . 
Deniyiine nd suit your plant layout. Make n...overdrive 
ve costs at every stage of your eo press line a 
mping operation. 
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High speed production of trans- 

former core laminations. This 150 

ton Danly Autofeed produces 
45,000 parts per eight hour shift. Ne 


| 


— 


Producing large blanks for automo- 
tive body stampings. These 400 
ton 108” by 72” Danlys feature 
extra long oil lubricated gibs to 
permit closer gib setting and more 
e slide alignment. 


accurat 


¢ € € € 


te 


af 

. 

| 


BUSINESS IN MOTION 


~Some years ago it became evident to us that there 
was a need to make modern information about meth- 
ods of welding copper and its alloys more widely 
available. Many industrial companies preferred to 
use these metals because of such qualities as cor- 
rosion resistance, long life, and workability, but were 
deterred by welding problems. In response to this 
need, Revere established a Welding Section in its 
Research and Development Department, to approach 
the subject from both a theoretical and a practical 
standpoint. Detailed labora- 

tory studies, reduced to prac- 

ticality, have enabled the 

Welding Section to make 

valuable contributions to in- 

dustry. Here are a few ex- 

amples out of many. 

e A customer had a contract 

to make steel pressure ves- 

sels, which had to have a cop- 

per gasket surface on steel 

tube sheets. The original de- 

sign called for machining a 

groove in the steel, inserting a copper bar, and weld- 
ing it in place. Then another machining operation 
would be required to level the surface. Revere sug- 
gested that perhaps the first machining operation 
would be unnecessary if the copper gasket could be 
applied by welding. The laboratory made a few but 
important modifications in the inert-gas shielded-arc 
method, and by developing the correct procedures 
saved the customer both time and money. 

e Another customer was making oil coolers. The 


heads are threaded, and were being sealed by silver 
brazing. To remove the heads for cleaning, it was 
necessary to chip out the braze. We recommended 
welding as cheaper, just as satisfactory, and also said 
the weld metal could be more quickly removed when 
the time came to clean the cooler. Revere was per- 
mitted to demonstrate the method, which proved 
entirely successful. The customer gratefully reported 
that he was saving between $300 and $400 on each 
oil cooler. 
e Here is a quotation from a 
recent letter. “Your welding 
people were in our plant this 
past week and certainly went 
beyond what we expected in 
giving us technical advice. 
While I say went beyond ex- 
pectations, what I’m getting at 
is that they certainly showed 
the proper spirit of coopera- 
tion to any company which 
is a potential customer or 
even a customer, aS we are. 
They assisted us very greatly in a couple of problems 
that we had here at the plant, and I certainly felt it 
was well worth writing and ielling you.” 

Our many contacts with industry prove to us that 
suppliers of materials of all kinds possess a great deal 
of helpful knowledge about the specification, appli- 
cation and fabrication of their products. Such infor- 
mation can be had easily. Just take your suppliers 
into your confidence, and pursue with them the sub- 
ject of possible processes and economies. 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, New York 17,N. Y. 
SEE ‘“MEET THE PRESS’ ON NBC TELEVISION, SUNDAYS 
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Pourticat CAPITAL was successfully made when 
the Eightieth Congress adjourned on December 19, 1947 without 
taking final action on important legislation. A ““do-nothing”’ charge 
against the recently adjourned Eighty-third Congress hardly can 
stand up. The list of its accomplishments is impressive: Record- 
breaking tax reduction; tax revision; farm legislation; off-shore oil 
lands; St. Lawrence seaway; more defense per dollar; peace in Korea; 
social security; merchant marine. Items on the minus side are not 
many: Taft-Hartley; freer foreign trade; statehood for Alaska and 
Hawaii; reinsurance for health policies. 

A good score has been chalked up by a split-party President “‘in- 
experienced” in politics. Sight should not be lost of the fact that he 
had to deal with an evenly divided Congress. 


* * * * * 


It was interesting that Chairman Burns of the Council of Economic 
Advisers did not bring out a formal mid-year report. Instead, the 
President presented it. His review of the first half of 1954 has not 
been seriously challenged, but significance is attached to the fact that 
he kept away from predictions as to what might happen in the last 
half of the year. It is noticeable that the Administration is losing no 
opportunity to give the economy a nudge here and there. Some 
surprise was expressed that the President should have classed the 
mid-Summer rise in the stock market as an element of strength. 
Many observers do not so regard it. 


* * * * * 


It took the full weight of the Administration’s influence to pre- 
vent a more drastic reduction in the appropriation for the Foreign 
Operations Administration. Judging from the debate in the Senate 
the tide is running against foreign aid. The psychological effect of 
the Congressional attitude, plus the President’s action on duties on 
watch movements, has been to weaken international ties. 


* * * * * 


Plant dispersal is making progress. In ten years sitting-duck 
targets will be few, Defense Mobilization specialists believe. Estab- 
lished plants are not being dismembered, but expansion is at new 
locations. Scattering facilities does not mean that the addition to a 
mid-West plant goes to Texas. More generally it goes a few miles 
away over a hill. Vulnerability of the plant is being taken into con- 


sideration in the awarding of contracts. Pittsburgh, incidentally, is 
not regarded as a highly vulnerable target because its industries are 
located between hills in a winding valley. 


* * * * * 


Moral support for a program of economic education is coming 
from Administration and other sources. With the backing of industry, 
labor, agriculture, and local communities, hundreds of school teachers 
took the Summer courses presented by the Joint Council on Eco- 
nomic Education which conducted its workshops in Washington and 
30 other communities. The teachers are not expected -to conduct 
formal courses in economics, but it is believed the knowledge they 
acquired in these Summer classes will be passed on in the course -of 
their regular work. 


* * * * * 


Leon Keyserling’s recently organized Conference on Economic 
Progress is being referred to as the “‘radical’’ CED. It is dealing with 
much the same subjects as are handled by the Committee for Eco- 
nomic Development, but will present the views of those who de- 
scribe themselves as liberals. 


* * * * 


Those at the helm in Government are more pleased with the new 
tax law than with any other single accomplishment. Revision of the 
revenue code will promote the public interest in a very substantial 
way. A long list of inequities has been removed. Restraints on 
economic growth have been eliminated. More than 50 loopholes 
have been closed and the code clarified and made more under- 
standable. Congress at its next session will be faced with a study of 
the law of diminishing returns as applied to taxes. If taxes could be 
put on a basis of greatest return, rather than on what is politically 
expedient, further reductions could be made and risk investments 
stimulated. 


WASHINGTON, D. C. 
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FARMING MANUFACTURING . CONSTRUCTION 


WELDING 


Industrial Engines and Power Units 


wi «These rugged, smooth-running POWER GIANTS have the scme 


“Proven-in-Action” features that have always distinguished 
Willys Engine Designs as tireless, faithful performers. 


The 4 and 6 cylinder POWER GIANTS are high powered 
especially for industrial uses. There’s not another engine in 
their class that exceeds their output. 


And, imagine the immediate customer acceptance for POWER 

GIANT Engines in powered equipment. For instance, there was 
hardly a man among the millions in our armed forces who didn’t marvel 
at the rugged performance of Willys Engines. Willys Engines are known 
... and trusted. 


If you manufacture powered equipment, write for further 

information on the POWER GIANTS . . . the Engines with high 
powered customer acceptance. If you buy equipment, be sure you get 
the benefits of Willys proven performance and world-wide service. 


Technical bulletins available for your 
Engineering Staff. 


5 


Industrial Engine Department 


POWER PUMPING 


VOICE 
OF. BUSINESS 


Demands of the new technology; systems, 


humanities, automation; the business man and the 


public health; executive training; success in small business. 


Management’s role 
for the future 


bring about an Age 
of Reason...” 


H. W. PRENTIS, JR. 


Chairman of the Board, Armstrong 
Cork Company, before National Asso- 
ciation of Manufacturers Conference 
in Paris. 


(The) philosophy of human re- 
lations, it seems to me, takes on 
increasing importance in an age of 
technological change. The demands 
on management are great. The new 
technology is not merely a flood 
of gadgets and machines that has 
burst upon us willy-nilly; it is a 
whole new concept, a new philoso- 
phy of production methods. 

This new technology demands 
that industry assume the leadership 
in encouraging scientific study 
and experimentation, in developing 
training programs for workers, and 
in supporting private and_ public 
education in every way it can. Only 
through broad general education 
will management get the skilled 
hands and enlightened minds to 
man the machines, and foremen of 
sufhcient vision and adaptability to 
stand in the front rank of supervi- 
sion. The new concept of manage- 
ment already is doing wonders in 
the United States. It not only acts 
as a spur to increased production; 
in time it may entirely wipe out 
class distinction, intolerance, and 
hate, and bring about an Age of 
Reason the like of which even the 
penetrating eye of Voltaire never 
dared contemplate. 

There are bright facets of the 


E W 


new technology other than those re- 
flecting human relations. It can 
hardly be denied that the most mod- 
ern methods require increased ef- 
ficiency in the use of new tools, 
and new principles of production 
bring about a demand for the cre- 
ation of new markets by deliberate, 
systematic work. In addition, we 
must learn to stabilize employment, 
not through a guaranteed annual 
wage as some of our union leaders 
suggest at home, but by stabilizing 
production and sales. 


The management engineer 
faces automation 


“What is needed 
for to-day and 
to-morrow is a new 


approach. 


JOHN L. SCHWAB 
President, John L. Schwab & Assoct- 


ates, before meeting of the American 
Society of Tool Engineers, Richmond, 
Virginia. 


The day is dawning when the 
automatic factory will eliminate 
broad-scale work measurement and 
incentive programs for direct work- 
ers. Yet, this is the chief stock-in- 
trade for the average management 
consulting (engineering) firm in 
the USS. 

What is needed for to-day and 
to-morrow is a new approach. Pre- 
determined time standards (Meth- 
ods-Time Measurement, Work Fac- 
tor, Basic Motion Time, and others) 
may point the way. 

The management engineer must 
make a transition from a “systems 
and procedure” engineer to a “hu- 
man relations” engineer. He must 
make a practical application of the 
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The Westroll towel dispenser has relatively few 
working parts, so its maintenance factor is 
negligible. Westroll dispensers are stream- 
lined, easy to keep clean. They assure a con- 
stant supply of towels, help keep washrooms 


3 


spic and span, save costly janitors’ time. 
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It’s human nature to take advantage of an overly generous paper 
towel dispenser. Particularly so with interfold or flat towels 
where two, three or even four are used for one drying. But with 
Westroll, people tend to take just enough and no more. You save 
as much as 40% on towel costs. 

Tests show Westroll users average only 17 inches of paper, 
against 22, 33, or 44 inches of interfold. Users can crank out 
exactly the amount of towel necessary — even as little as two 
inches for lipstick removal! These are immediate savings. 

You also save on maintenance. One filling of a Westroll mi- 
cromatic dispenser is equivalent to four fillings of the ordinary 
flat-towel dispenser. Westroll dispensers are loaned and main- 
tained by West. 

Westroll towels are outselling our interfold towels 20 to 1. 
No customer has ever switched back to interfold towels after 
trying Westroll! 
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WANT DETAILS? 


Tear out this coupon and 
mail with your letterhead 


Dept. 1 


I’m interested in: 


[] A FREE leaflet on 
WESTROLL. 


[] A talk with a West ex- 
pert about my washroom 
problems. No sales pitch. 


42-16 West Street, Long Island City 1, N. Y. 


No obligation. Just dis- 
cussion and a demonstra- 
tion if | want it. 
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( 
--where chemical plants have poured |. i 
a stack of dollars over 59 miles tall! 


In the Valley of the Ohio—the 
“American Ruhr’’—is a newly- 
developed resource-rich section 
which has attracted companies 
from the ““Blue Book’”’ of American 
industry. Here the chemical indus- 
try alone, with supporting utilities 
and other related plants, in the 
past ten years, has invested 
$750,000,000. on new plants, astack 
of dollar bills over 59 miles tall! 


Here is found the economic atmos- 
phere essential to profitable pro- 
duction, particularly in chemical 
and related fields. 


EFFICIENT TRANSPORTATION. The area is 
well covered by the Baltimore & 
Ohio with service lines feeding vital 
markets of the Nation. 


SKILLED LABOR. Plenty of America’s 
native sons and daughters pro- 
vide an unusually stable pool. 
Turnover is unbelievably low. 


AMPLE POWER. Nine modern plants, 
able to produce more than two 
million kilowatts, serve the area. 


ABUNDANT COAL. Some of the world’s 
greatest bituminous deposits lie 
in and near the area. 


GAS RESERVES. Pools lie on the west- 
ern side of the valley and in 
Marshall County, West Virginia— 
an estimated 25 billion cubic feet. 


Here, too, are vast oil reserves, 
some of the finest salt and brine 
deposits in the Nation, and an 
exceptional supply of ground and 
surface water. Any chemical com- 
pany interested in a plant site 
knows the Ohio River Valley offers 
great plant location potentialities. 
The plants operating there now are 
proof. As we have done for them, 
our Industrial Development Staff 
will prepare in confidence and 
without cost or obligation, a plant 
location study drawn to your 
specifications. Ask our man! 
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Write or phone 
our Industria! Development 
representatives cat: 


New York4. Phone Digby 4-1600 
Baltimore 1. Phone LExington 9-0400 
Pittsburgh 22. Phone COurt 1-6220 
Cincinnati 2. Phone DUnbar 2900 
Chicago 7. Phone WAbash 2-2211 
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(2) BALTIMORE? OHIO RAILROAD 


ntly coing things — better! 


great unused mass of theoretical 


psychology, reduce it to its essence, | 


and apply it when possible. We 
have come to the end of the era of 
mass production by “faceless” as- 
sembly-line men, and are entering 
the era of intellectual skill operating 
sensitive machines which up mass 
production even further. Can such 
intellectual skill be coldly and ana- 
lytically measured by time alone? 
No. Something else is needed. That 
something else belongs to the X fac- 
tor of humanities and relations. 


Industrial interest in 
the country’s health 


. . health is a 
fundamental factor 
in our economy 


ERNEST T. WEIR 


Chairman of the Board, National Steel 
Corporation, before meeting of Com- 
mittee of American Industry of the 
National Fund for Medical Education, 
in New York City. 


Corporations have a direct and 
practical interest in health. That in- 
terest is shown at the front door 
of industrial plants because, in the 
great majority of cases, physical 
examinations are now a preliminary 
step in the hiring of new employees. 
The importance of health to pro- 
duction and good employee rela- 
tions is obvious and there are few 
corporations of any size which do 
not have provision for medical care 
ranging up to elaborate departmen- 
tal organizations and connections 
with hospitals. There is a definite 
cost sheet angle to health because 
corporations bear a substantial part 
of the cost of hospitalization and 
health insurance programs for their 
employees—and cost is directly re- 
lated to experience. 

A step removed from the corpo- 
ration’s interest in health within its 
organization is its interest in the 
prevailing condition of health in 
plant communities. And corpora- 
tions have a definite interest in 
the public health of the country as 
a whole. Of course, they have a 
human interest, but I am pointing 
to monetary reasons for monetary 
support of medical education. On 
this score I believe it is evident 


ke the back-breaking 
LIFT 
out of the Heavy Jobs... 


Weld- Bilt 


HYDRAULIC 
LIFT TABLES 


Heavy Duty Tabie with Electric 
or Manual Contro! 


Portable Pedestal Type 
for loads to 2000 Ibs. 


You don’t need “muscle-men” for 
handling heavy dies, sheet steel, or big 
machined parts, when you have new 
WELD-BILT Hydraulic Tables on the 
job. Just adjust the Table to loading 
height, slide parts on easily, without 
tugging or lifting. Then just move 
to press or machine position, raise or 
lower to working height—fast, easily. 
Heavy duty WELD-BILT Hydraulic 
Lift Tables, with foot pedal and push 
button, or foot pump control, handle 
loads up to 10 tons. Portable Pedestal 
type Tables handle loads up to 2000 
Ibs. Write for latest bulletin and 
prices. 


Pallet 


Truck 
Platforms 


Lift 
Portable Trucks 


| Elevators 


WEST BEND EQUIPMENT 
CORPORATION 


Materials Handling Engineers 
303 Woter Street, West Bend, Wis. 
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owes this veteran furnace 
a deep bow 


From this very furnace (and its fellows) came the special 
heat-resistant steels for aircraft engine exhaust valves 
that first let men fly an ocean: Lindbergh, Chamberlain, 
Byrd. From it and its successors in various A-L mills 
came the high-temperature alloys that made possible 
the first aircraft superchargers . . . and later, the first 
ventures into jet and rocket-propelled flight. @ Whenever 
you have a problem of resisting heat, corrosion, wear, or 
great stress—or of satisfying special electrical require- 
ments—remember to see us about it, won't you? 
Allegheny Ludlum Steel Corporation, Oliver Building, 
Pittsburgh 22, Pa. 


41478 


PIONEERING on the Horizons of Steel 


‘EADING propuctR 


Higy. S 
Warehouse stocks of Allegheny Stain- CH-attoy 


less carried by all Ryerson plants 
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N Or GIANT-KILLERS 
but. . 


... they are helping lay low pesky flies and insects. Formulators 
of pesticide sprays and dusts know that Marasperse dispersants 
improve the properties of their products and make them more 


effective. 

The use of these versatile dispersing agents is by no means 
limited to agricultural chemicals. The Marasperses are employed 
in a variety of industrial applications involving the preparation of 
stable solids-in-water suspensions or O/W emulsions. They 


enable you to: 


1. retard or prevent the settling of fine solids par- 
ticles in aqueous dispersions. 

2. increase the fluidity of a system without chang- 
ing the solids content; or increase the solids 
without sacrificing fluidity, 

3. prepare highly stable O/W emulsions over a 
wide range of oil concentrations. 


If you need a dispersant or emulsion stabilizer in your products or 
processes, evaluate the Marasperses. For additional information, 
write for File No. 100. 


Marasperses are used in: dyestuffs for synthetic 
fibers, water treatment, metal cleaners, ceramic 
ware, synthetic rubber manufacturing, wax emul- 
sions, gypsum board processing, and many other 
products and processes. 


maratHon Corporation 


CHEMICAL DIVISION 
ROTHSCHILD e© WISCONSIN 


that health is a fundamental factor 
in our economy and that good 
health contributes to a good econ- 
omy and good business. 

Support of medical education is 
support of private enterprise. We 
can be sure that the public would 
not tolerate a decline in medical 
education. There would not only be 
a sanction but a demand for Gov- 
ernment to step into the picture 
with subsidies. In other words, a 
corporation has no real choice of 
whether or not it will support med- 
ical education. The actual choice is 
whether it will support medical 
education privately or through tax- 
ation. And when Government sup- 
port enters, Government control fol- 
lows. I believe our corporations have 
a very definite obligation in this 
matter. 


A factor for 
executive success 


“We must make 
sure that we have 
depth in manage- 
ment 


R. C. INGERSOLL 


President, Borg-Warner Cor poration, 

before meeting of Southwest Manage- 

ment Conference, Tulsa, Okla. 


Men in management, in these 
days of returned competition, are 
frequently spanking their salesmen. 
The younger salesmen are told that 
they never actually have learned to 
sell, and the older salesmen are told 
that they have forgotten how to sell. 

But as we men in management 
spank our salesmen for their faults 
and frailties, I wonder if these faults 
and frailties are not ones we also 
could frequently find in ourselves. 
[ wonder if too many of our 
younger managers have never really 
learned to manage—and if some of 
the older managers have not for- 
gotten how to manage. 

One of the most essential ingredi- 
ents in any management develop- 
ment plan is for each member of 
the management group to train, 
conscientiously and continually, one 
or more outstanding men within 
the organization to qualify as re- 
placements for himself. The most 
valuable executive is one who is 
training somebody to be a better 
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HANSEN E-HAND TAC CKERS 
= STAPLER 


BALANCED design—easy gripping ac- 
tion—quick portability—rapid servic- 
ing—are features that make Hansen 
the “preferred”’ Tacker. Saves time, 
steps, materials! 

Hansen in action, with its 1001 uses, 
explains why it pays to buy and use 
this modern tacking method. 36 mod- 
els—80 staple sizes—from which to 


choose. What is your prob- | REQUEST 
BOOKLET 


HANSEN BLUE BOX 
identifies GENUINE 
For best results—smoother, faster driving 
—vuse only Genuine Hansen Staples 
packed in Hansen trade-marked BLUE BOX. 


ALL.HANSEN MFG.CO. 


HANSEN) 5034 RAVENSWOOD AVE. 


Instant Help on Tough 
Manufacturing Problems .. . 


PRODUCTION 
HANDBOOK 


® Best experience of hun- 
dreds of industrial firms—to 
help you plan, organize, en- 
gineer, and control produc- 
tion processes in any type 
industry, any size plant. 25 
sections cover plant organi- 
zation, control systems, ma- 
terials handling, plant lay out, 
machinery, work simplifica- 
tion, personnel, etc. YO Con- 
tributors, 1676 pp., 771 illus. 

$10 


RONALD HANDBOOKS are recognized every- 
where as standard. Each Handbook ofiers, in com- 
pact form, the sum total of useful k nowlec ge in its 
field, representing progressive, modern thinking. 
The Handbooks review, analyze, condense, and co- 
ordinate the essence of modern practice. 


e ACCOUNTANTS’ HANDBOOK 


Over 90 Contributors. 1505 pp. 287 Iils., 
tables, 3rd Ed. $10 


COST ACCOUNTANTS’ 
HANDBOOK 


Over 70 Contributors. 1482 pp., 556 ie 
tables. $10 


FINANCIAL HANDBOOK 


65 Contributors. 1289 pp., 139 IIlls., 


MARKETING HANDBOOK 


69 Contributors. 1321 pp., 226 Charts, Ar 


PERSONNEL HANDBOOK 


65 Contributors. 1167 pp. 262 Forms, he 
Send for these Handbooks. Save age of by re- 


mittinge with order. Books if not 
satisfactory. Address Dept. 


THE RONALD PRESS COMPANY 
15 East 26th St., New York 10 
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Steel for Denver’s 


Mile High Center 
Erected in 82 Days 


Pictured at the right is the steel framework for a 


remarkable new building in Denver, just across 


the street from the famous old Brown Palace 


Hotel. It is 1700 Broadway, a striking 23-story 


office building, principal structure of the spectac- 
ular ““Mile High Center.” 


Fully air-conditioned, equipped with electron- 


ically-controlled elevators, and featuring an open 


ground floor and dramatic new facade treatment, 


the tall, graceful tower strikes a new note in 


beauty and efficiency. The Mile High Center will 


also include a handsome bank and office building, 


and a two-story structure housing a clear-span 


airline terminal on the street level, with a restau- 


rant and shops below. 


HIGH-STRENGTH BOLTS 
SPEED ERECTION 


One of the eye-opening aspects of 1700 Broad- 


way is the speed with which Bethlehem erected 


5 


the 4600-ton steel framework. By using high- 
strength bolts instead of field-driven rivets, 


Bethlehem’s erection crew was able to complete 


bolting the same day they finished steel erection 


—trimming a full week off erection time. Averag- 


ing better than 55 tons of steel per day, Bethlehem 


completed the entire job in just 82 working days. 


BETHLEHEM STEEL COMPANY 


BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem 
Pacific Coast Steel Corporation. Export Distributor: Bethlehem 
Steel Export Corporation 


BETHLEHEM 
STEEL 


° 


way. Pouring of concrete and installing of aluminum 
cover panels was well under way when this picture was 
taken. Owner: Webb & Knapp, Inc., and George A. a: 
Fuller Co. Architect: Webb & Knapp, Inc., Architectural! 
Div., I. M. Pei, director. Associated Architects: Kahn & 
Jacobs and G. Meredith Musick. Consulting Engineers: 
Jaros, Baum & Bolles and Severud-Elstad-Krueger. al 


Completed structural steel framework of 1700 Broad- i 
i 
| 
| 


Contractor: George A. Fuller Co. Steel Fabricator and 
Erector: Bethlehem Steel Co. ds 


‘ High-strength bolting, pioneered by Bethlehem, re- a 
quires a minimum of men and equipment, speeds and 
simplifies erection, 
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+ Torgomotive Drive: Plymouth transmission with hydraulic torque converter. 


16 


View of plant and portion of 
track system at Maple Grove. 


Old 
powered with 


TORQOMOTIVE DRIVE 


In 1929 this 6 wheel, 30 ton Plymouth went into sevice at the 
Maple Grove, Ohio Works of Basic Refractories, Inc. Working 

up to 425 hours per month, this gasoline powered, mechanical 
drive locomotive replaced steam power for hauling, spotting 

and switching railroad cars at the large refractory plant yards. 

In 1950 a Plymouth Diesel-Torque-Converter Repower unit 

was installed in the locomotive along with other alterations. 

Mr. A. M. Caito, Works Manager, reports the Diesel-Torqomotive 
Conversion greatly improved operating qualities. Maximum 
power application with minimum wheel slippage, simplified 
controls, reduced service time and repairs are some of the main 
advantages gained. In addition, the Plymouth can now be used 
for double heading with other motive power when needed. 
Plymouth-engineered Repower units have been installed in 

many older model Plymouth Locomotives. If you are 

operating an older Plymouth with its original engine and 
transmission, investigate the advantages and savings a Torqomotive- 
Repower unit makes possible. If you are not now using 

Plymouth on your trackage, write today for our complete catalog 
on 3 to 70 ton Plymouth Locomotives. They are available in gasoline 
and Diesel mechanical, gasoline and Diesel-Torqomotive, or 
Diesel-electric drives. Write to Plymouth Locomotive Works, 
Dept. A-19, Plymouth, Ohio. 


PLYMOUTH 
TORQOMOTIVES 


man than he is. Also, the executive 
is giving himself an education in 
the process. He is the kind of exec- 
utive who deserves promotion and 
can be promoted because he has 
someone to take his place after pro- 
motion. 

Too often the executive is too 
busy carrying out his everyday prob- 
lems to perform this important job 
of surrounding himself with better 
trained men. But I don’t care how 
successful a man appears to be— 
if he has not developed a man under 
him who can do a better job than 
he can, he is a failure. It is equally 
true that the competent executive 
always will be alert to bring into 
his business men of ability with the 
will to get ahead. 

We must make sure that we have 
depth in management all the way 
down through the entire organiza- 
tion. Each man in the company and 
particularly in the management or- 
ganization must be a potential can- 
didate for a bigger job. 


Small business and 
the national economy 


a up against 
the toughest kind 
of competition ar- 


WILLIAM F. KELLY 


Executive Vice-President, The Penn- 
sylvania Company, before National 
Association of Electrical Distributors 
Convention, Atlantic City, N. J. 


All of us interested in the well- 
being of small business cannot 
evade the conclusion that success 
in small business to-day requires a 
level of business skill and manage- 
ment competency far higher than 
that required a generation ago. We 
are living in an age of specialists— 
competition in business sees to it 
that these specialists are used. The 
one or two man small business con- 
cern is up against the toughest kind 
of competition arrayed as he is 
against teams of experts fielded by 
big business competitors. The fact 
that he is doing as well as he is to- 
day in conflict with this sort of 
competition testifies to the essential 
virility and soundness of the part 
small business plays in our free 
enterprise. 


- fastest, 
- simplest, 


most economical 


In the assembly of your products, 
to the wide extent that cold-rolil- 
formed components can be used, 
substantial economies can be effected. 


A Yoder Cold-Roll-Forming 
Machine with one operator and a 
helper will make upwards of 30,000 
feet per day. Thus the cost usually 
is only a small fraction of a cent 
per foot for converting strip into 
structural shapes, trim, mouldings, 
panels, tubular or box shapes. 
The machine may, therefore, be 
highly profitable even if operated 
only a few days per month. After 
you install it for a given purpose, 
you are likely to discover other 
things which can be done better and 
more cheaply on it than by methods 
heretofore employed. 

You may also find it practical to 
combine other operations with 
cold-forming, such as curving, coil- 
ing, embossing, welding, perforating, 
notching, etc., at little or no extra 
labor cost. Yoder engineers are al- 
ways glad to assist in making upsuch 
multi-function production lines, 
The Yoder Book on Cold-Roll- 
Forming is a valuable source of 
information on the scope, mechanics 
and economics of the art. Send for 
free copy. 


THE YODER COMPANY 


5531 Walworth Ave., Cleveland 2, Ohio 


Cold-Roll 
FORMING 


MACHINES | 
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Caterpillar” No. 41 Hydraulic Control imparts increased versatility 
to “Caterpillar” D2 and D4 Diesel Tractors. Here a D4 Tractor and 
tool bar with ditcher attachment is making irrigation ditches. : 


This is the Vickers Pump used in the “Caterpillar” 
No. 41 Hydraulic Control. Hydraulic systems on 
tractors and other farm equipment use more 
Vickers Pumps than any other make. 


“Caterpillar” selected the Vickers Pump (shown below) 
for the source of power in the No. 41 Hydraulic Control 
because of its outstanding performance . . . perform- 
ance that results from several exclusive features. This 
Vickers Pump is vane type, hydraulically balanced and 
has automatic wear compensation. This means that it 
delivers more oil while taking less power from the engine 
... that it has a much longer life with minimum mainte- 
nance... and that it insures dependability and easier 
cold weather starting of the tractor. A Vickers Pump People whe fo look for quality 


is the mark of high quality in hydraulic power controls. in tractors and farm equipment 
also look for 


ICKERS. 


Application Engineering Offices: + ATLANTA «+ CHICAGO AREA (Brookfield) 
VICKERS Incorporated CINCINNATI « CLEVELAND LOS ANGELES AREA 


DIVISION OF THE SPERRY CORPORATION (El Segundo) « NEW YORK AREA (Summit, N.J.) « PHILADELPHIA AREA (Media) 


PITTSBURGH AREA (Mi. Lebanon) *» ROCHESTER *« ROCKFORD + SAN FRAN- 
1424 OAKMAN BLVD., DETROIT 32, MICH. CISCO AREA (Berkeley) * SEATTLE + TULSA » WASHINGTON «+ WORCESTER 


ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 19213 
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You’ve got to change your thinking 
about freight elevators — when you 
change to industrial power truck 
loading! A power truck, which may 
weigh 8,000 pounds or more, plus its 
heavy pay load, sets up unusually 
severe off-balance, extra static load- 
ing, and heavy impact forces in the 
elevator car and structure. 


Let’s examine this “punishment” 
in detail to see why an elevator for 
industrial power truck loading must 
be extremely rugged to stand up un- 
der these forces. 


Lef’s start with 
OFF-BALANCE LOADING 


As a power truck 
enters the car, it 
suddenly concen- 
trates most of its 
weight and all of 
its pay load at the 
front edge of the 
platform. Then it 
usually deposits its 


Pay 


HEAVY DUTY 


first heavy pay load at a rear corner 
of the platform. 

This off-balance loading “punish- 
ment” is transmitted to the car, the 


rails and brackets, 


the elevator shaft, 


and finally to the 
building structure. 
All of these forces 
must be met with 
increased rugged- 
ness of design. 


Now for 
EXTRA STATIC LOADING 


Watch the front 
wheels of a power 
truck as it deposits 
its final pay load. 
They usually stop at 
the front edge of the 
car platform. This 
adds up to 80% of 
the truck’s weight to the load the ele- 
vator must withstand — which may 
be as high as 50% over the lifting 
capacity of the elevator. 

This extra static loading “‘punish- 
ment” must be met with increased 
ruggedness of design. 


Finally, there’s 
IMPACT LOADING 


Industrial power trucks travel fast, 
stop quickly, and deliver freight with 


- GENERAL DUTY 


FREIGHT 


ARE DESIGNED FOR POWER TRUCK LOADING 


heavy impact. They tend to tilt and 
twist the entire elevator structure 
with a variety of vertical and horizon- 
tal impact forces. See weight of the 
arrows in diagrams. 


—Platform Level 
With Landing 


—Platform Below 
Landing 


—Platform Above 
Landng 


wa © 
—Fast Braking St \ 
op 


Impact “punishment” must be met 
with increased ruggedness of design. 
All of the forces described are at 
work, not singly, but simultaneously 
and in endless combinations. 

Otis POW-R-TRUCK elevators 
with power-operated doors—and lift- 
ing capacities from 8,000 lbs. up— 
have the ruggedness of design, auto- 
matic controls, and traditional Otis 
safety needed for today’s power truck 
loading. Write for Booklet B-705 or 
ask any of our 268 offices for details. 


Otis Elevator Company 
260 11th Ave., New York 1, N. Y. 


LIGHT DUTY 
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e@ Unemployment slips slightly 
e Retail trade matches 1953 

e Construction sets new record 
e Factory jobs drop seasonally 


e Business collections still slow 


Business Whirls Faster 


Like a busy merry-go-round, the American 
economy gathered momentum as Summer drew 
to a close. Many business observers were some- 
how uncertain about the movements of general 
business since individual industries, like so many 
bobbing merry-go-round horses, were still dip- 
ping while others were already rising. 

That the business whirlaround would find 
momentum outside of its own dynamic power 
was affirmed several weeks ago by Commerce 
Secretary Weeks in the announcement of the 
Federal Government’s intention to give business 
“a little nudge” in the months to come. This 
nudging of laggard sections of the economy 
would expand the Government market for goods 
about one-half billion dollars during the quarter 
ended September 30, but would probably be most 
stimulating next month as it adds to the impetus 
of the usual Fall recovery. Another source of 
confidence was the President’s signature on the 
tax revision which reduced the tax burden by 
about $1.3 billion, thus spurring spending for 
research, new facilities, and investment. The 
pivotal importance of tax reduction was reflected 
in the net earning gains scored by many large 
corporations in the first half despite shrinking 
sales. The continuation of easy money, lower 
down-payments for homes, and labor-manage- 
ment co-operation, such as Studebaker’s he ped 
to bolster the collective spirit of business. 

Gross national product, the statistical sum- 
mit from which economists and others survey the 
entire economy, would most likely reveal a very 
slight gain for the quarter which ends Septem- 
ber 30 as it did during the second quarter. The 
decline in GNP (the total value of the goods 
and services produced in the nation) for the 
entire year should be even less than the dip of 
2.7 per cent in the first half. The components 
of GNP were apparently strengthening in the 
third quarter while they were weakening a year 
ago at the start of the business slide. 


More Spending 


Personal expenditures in August were slightly 
higher than a year ago, since spending at retail 
counters was about equal to August 1953. Spend- 
ing for services, utilities, housing, and transpor- 
tation was above a year ago primarily due to 
rising prices. Little variation was anticipated in 
the months to come in the cost of living which 
in August was only fractionally below the all- 
time peak reached last October. 

Retail stores sold almost as much during July 


as they did a year before. Substantial price con- 
cessions and many aggressive promotions helped 
to soften the usual seasonal decline in spend- 
ing. The fractional dip of 0.4 per cent from a 
year ago was compounded of a variety of year- 
to-year changes: the demand for automobiles 
and parts was down 14 per cent from last year 
while gasoline service stations topped the year- 
ago volume by 10 per cent. Food stores sold 
6 per cent more than a year ago while the de- 
mand for apparel was up 4 per cent in contrast 
with the trend in recent months. 

One of the most volatile expressions of con- 


SELECTED Latest Previous YEAR 
BUSINESS INDICATORS Weexk* WEEK Aco 
Steel Ingot Production 150 147 211 

Ten Thousand Tons 
Bituminous Coal Mined 76 78 96 


Hundred Thousand Tons 


Automobile Production 115 116 156 


Thousand Cars and Trucks 


Electric Power Output 9?1 900 843 


Ten Million K.W. Hours 


Freight Carloadings 685 668 808 
Thousand Cars 

Department Store Sales 96 92 95 
Index Number (1947-—1949=100) 

Wholesale Prices 9] 9] 89 
Index Number (1947—1949=100) 

Bank Clearings 8] 90 80 
Hundred Million Dollars 

Money in Circulation 299 299 301 
Hundred Million Dollars 

Business Failures 246 233 122 


Number of Failures 


*Steel data are for the fourth week of August; all others 
are for the third week except coal, freight, sales, and 
money which are for the second. 

Sources: Amer. Iron & Steel Inst.; U. S. Bureau of Mines; 
Automotive News; Edison Electric Inst.; Assoc. of Amer. 
Railroads; U. S. Bureau of Labor Statistics; Dun « Brap- 
STREET, INc. 


BUSINESS 


sumer purchasing power, the sales of new auto- 
mobiles, deciined sharply, about 20 per cent, 
in July to about 450,000 units from the prior 
month when more cars were sold than in any 
month in nearly four years. At the beginning 
of August the stocks of new cars, which have 
been rather burdensome in recent months, were 
at the lowest level in eighteen months due 
primarily to production cutbacks. 


Stock Cuttin g Over? 


Many other lines in addition to automobile 
dealers pared their inventories during July. 
Although the decline in July was much less than 
the drop of $1.3 billion in June, total stocks 
remained below the year-ago level. However, 
total business sales (manutfacturers’, whole- 
salers’, and retailers’) did not match the high 
level of a year ago; the most pronounced declines 
in sales from last year continued to be among 
manufacturers since wholesalers and _ retailers 
still strove to satisfy demand with minimum 
stocks. 

Although there were many reassuring remarks 
echoing through business that the period of 
inventory cutting was behind us, this seemed 
doubtful since the year-to-year drop in busi- 
ness sales is about twice that in inventories. 
However, the hasty and indiscriminate slashing 
of stocks seemed over since many merchants dis- 
covered in scanty stocks a source of lost sales. 

Early reports from manufacturers in 60 cities 
in 38 states pointed to a seasonal rise in indus- 
trial production in August which would about 
measure up to that of recent years. Never- 
theless, the decline in total output from a year 
ago continued to be about 9 per cent. This 
gap should narrow in the months to come since 
output declined steadily last Fall. The slug- 
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Experience has shown that CommerciaL Crepit can usually 


provide more funds than are available from other sources. Also, you can 
use COMMERCIAL CREDIT cash on a continuing basis without negotiations 
for renewal. 

Qur method offers the advantages of selling stock or taking in partners 
without the disadvantages. There is no interference with ownership or 
management. There are no preliminary costs. There are no long term 
dividend commitments. Our money is at your disposal quickly, usually 
within 3 to 5 days after the first contact. And your cost for money is 
minimized because you expand or reduce the amount of cash used 
automatically as your need varies. Our one reasonable charge is a tax 
deductible expense. 

The method we offer is being used by American business to the extent of 
over 600 million dollars annually. Don’t delay plant modernization, 
product development, marketing programs, other constructive steps 
because you lack ready cash. Write or phone the nearest COMMERCIAL 
Crepit Corporation office listed below. Just say, “I’d like more infor- 
mation about the plan described in Dun’s Review & Modern Industry.” 


Battimore 1—200 W. Baltimore St. Cuicaco 6—222 W. Adams St. 
Los AnGe.tes 14—722 S. Spring St. New York 17—100 E. 42nd St. 


San Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 


COMMERCIAL CREDIT COMPANY 
Capital and Surplus Over $150,000,000 


The 
BUSINESS 


gish production of steel during 
August was attributed to the sharp 
drop in automobile production (for 
model changes), stock-trimming of 
steel fabricators, and more vaca- 
tion closings than in recent years. 
Since closings for model change- 
overs were somewhat earlier and 
more prolonged than in recent years, 
recovery in steel production was 
not anticipated until late Septem- 
ber or early October. 

The perplexity which had trou- 
bled business men during the Sum- 
mer—whether the July drop was a 
continuation of the year-old busi- 
ness slide or a seasonal slip—was 
largely resolved by the performance 
of the Federal Reserve Board’s in- 
dex of industrial production which 
dipped seven points to 117 (1947- 
1949——100), a normal retreat. The 
vacation-induced decline was about 
the same in both manufactures and 
mines, and slightly less than sea- 
sonal in durables. Compared with a 
year ago the drop was quite sizable 
(from 147 to 127) among producers 
of durables and much less (from 
115 to 109) among soft goods. 


Industrial Production 


Unadjusted Index: 1947-1949 — 100; Federal Reserve Board 


1951 1952 1953 (954 
January 121 119 132 124 
February 123 123 126 
March 124 123 125 
April 123 120 123 
May 136 
June 136 
July 129 
August 136 125¢ 
September 121 135 
October 122 136 
November 120 134 130 
December 118 131 124 
t Approximation, figure from quoted source not available. 

Wholesale Commodity Prices 
Index: 1947-1049 = 100, U.S. Bureau of Labor Statistics 

1951 1952 1953 1954 
January 115.0 113.0 109.9 110.9 
February 116.5 112.5 109.6 110.5 
March 6.5 112.3 110.0 110.5 
April 111.8 109.4 111.0 
May 111.6 109.8 110.9 
June 115.1 oO 
July 114.2 111.8 .9 110.4 
August 113.7 112.2 110.6 110.5¢ 
Seprember 113.4 111.8 111.0 
October 113.7 rit. 110.2 
November 113.6 110.7 109.8 
December 113.5 109.6 110.1 


t Approximation; figure from quoted source not available. 


Employment 
Millsons of Persons: U. S. Bureau of the Census 

1951 1952 19538 1954 
January 59.0 59.7 60.5 59.8 
February 58.9 $9.7 60.9 60.1 
March 60.2 $9.7 61.5 60.1 
April 60.0 60.1 61.2 60.6 
May 61. 61.1 
June , 
August 62.6 62.4 63.4 62.3f 
September 61.6 62.3 62.3 
October 61.8 61.9 62.2 
November 61.3 62.2 61.9 
December 61.0 61.5 60.8 


Includes all civilian workers. 


Jobs More Numerous 


While there were more people at 
work in August than in the prior 
month, the number of jobholders 
continued to be about one million 
below a year earlier. 

Reassuring to many business men, 
but nettling to labor spokesmen, the 
steadiness of unemployment was 
again evident in July as during the 
previous two months. Joblessness 
usually declines in July but much 
more than the current dip of 1000. 
There was scant variation in the 
nation’s 149 major labor market 
areas during July. While Columbus, 
Ga., was added to the distress area 
list (6 to 12 per cent unemployed) 
and Scranton, Pa., moved into a 
more straitened group (over 12 
per cent unemployed), Des Moines 
joined fifteen other areas which 
have a balanced labor supply. Fifty- 
three areas were on the distress list 
as compared with sixteen a year 
ago. Preliminary indications pointed 
to a slight dip in joblessness in 
August when seasonal expansion 
usually absorbs surplus workers. 


Consumers’ Price Index 


Index: 1947-1049 = 100; U.S. Bureau of Labor Statistics 


1951 1952 1953 1954 
January 108.6 113.1 113.9 115.2 
February 109.9 112.4 113.4 115.0 
March 110.3 112.4 113.6 114.8 
April 110.4 
May 110.9 114.0 115.0 
June 113.4 114.5 115.1 
July 110.9 114.1 114.7 115.1t 
August 110.9 114.3 115.0 
September 111.6 115.2 
October 112.1 114.2 115.4 
November 112.8 114.3 115.0 
December 113.1 114.1 114.9 


t Approximation, figure from quoted source not available. 


Industrial Stock Prices 


Monthly Average of Dasly Index: Dow Jones 


1951 1952 1953 1954 
January 244.45 271.71 288.47 286.64 
February 253.32 265.19 283.94 292.15 
March 249.50 264.48 286.79 9.15 
April 253.36 262.55 275.28 210.91 
May 
June 
July 
August 
September 4 272.40 
October 269.73 267.77 270.73 
November 259.61 276.37 277.09 
December 266.08 285.95 281.15 


Based on closing prices of 30 industrial stocks. 


Retail Sales 


Billions of Dollars: U. S$. Department of Commerce 


1951 1952 1953 1954 
January 12.6 11.8 13.0 12.3 
February 11.7 11.7 12.3 12.1 
March 13.4 12.7 14.0 13.5 
April 12.5 13.4 14.2 14.3 


14.3 
14.5 


August 

September 
October 
November 13.4 14.0 14.0 
December 15.4 16.9 16.4 


t Approximation; figure from quoted source not available. 
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TRICKY DESIGNS ARE EVERYDAY PROBLEMS 
FOR MORAINES METAL POWDER PROCESS 


This part would be a real problem to 
make economically by conventional cast- 
ing and machining methods. At Moraine 
it's made from metal powder—easily, in 
quantity, every day—to precision stand- 
ards—with important savings in cost! 


The background print shows clearly the 
intricacies and the close tolerances 
demanded by this part. Yet at Moraine 
it is produced completely finished after 


moraine 
products 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO 


- 


one press operation. Here’s proof of what 
can be done through close cooperation 
between Moraine and customer. 


The contributions of Moraine’s metal 
powder process to industry are growing 
day by day. Complex designs like this 
are being produced by Moraine with 
great performance-improving, cost- 
cutting results for many customers. 
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“CASTER 


MATERIALS HANDLING 


t 


Maintaining a continuous produc- 

tion-line flow of 22,000 Ib. Diesel- 

electric sets at the Peoria plant of 

Caterpillar Tractor Co. is accom- 

plished with the aid of Faultless 

Dreadnaught Casters. Supported on 

one swivel plate caster, Faultless 

1300 Series, and two Faultless 

wheels in special mountings, the 

engines are moved a total of approx- 

imately 100 feet past production 

stations situated about 20 feet apart. 

A small industrial truck pulls the 

22,000 pound assemblies through 

the production area. One man 

| ‘een , guides the individual units with an 

SERIES > ye ingeniously designed steering arm 
_ arrangement on the swivel caster. 

Another unusual materials han- 

Scientifically safeguarded with surplus dling achievement for men in indus- 


strength at essential points of stress and : 
wear. Swivel top plate 4" thick is precision try, made possible by Faultless 
turned for receiving self-contained main Casters. 

load bearing and tapered King Bolt. Horn 

has solid steel top plate 1” thick with legs 

heavily corrugated. Extra heavy duty wheel 

of special alloy is accurately machined and 

hastwo iimken Bearings in hub. King Bolt 

has fine cut threads and is cross drilled tor and two Fauitless special alloy, roller 

micrometer adjustment to 1/12 turn of nut. bearing wheels to engine frame. 


THRUST 

diam. Fits firmly 
self-contained, in horn 
dust-proof, with top plate. 
%”" diam. balls in i Unit is 
hardened, ground, interchangeable 
polished raceway. with wheel bearings. 


Two Faultless wheels in specially de- 
signed “rigid” brackets are anchored 
to engine frame by coupling tubes. 


Castered equipment from tote boxes to large trucks help you keep costs down in 
your plant. Whether you need to move 50 pounds of delicate instruments or 
15 tons of sheet steel, Faultless makes the casters to best do the job. 

Competent engineers, a modern factory, and skilled personnel combine to 
furnish you the dependable casters you need for your individual operation. 
Factory-trained representatives and selected distributors are on call to help 
solve your materials handling problems. 


EVANSVILL 7, ind. 


ja Aitecto, tasien, Chicago, Cleveland, 


BUSINESS 


The steady shrinkage in manufac- 
turing jobs which began in August 
1953 continued during July, rolling 
such employment back to the level 
of August 1950. However, most of 
the decline in manufacturing jobs 
during July was seasonal with the 
exception of automobiles, fabricated 
metals, and machinery. The drop 
of one million in total employment 
in August from a year ago could 
be traced to a decline of 1.4 million 
jobs among producers of durable 
goods, which was partly offset by 
gains in construction, services, and 
government. 


Big Build-up 


Heartening as a new home was 
the construction record achieved 
during July when the total of $3.5 
billion reached a new monthly peak 
and topped the level of a year ago 
by 6 per cent. The total spent for 
construction from the beginning of 
1954 to August 1 was greater than 
in any comparable period in the 
past. To a large extent the pattern 
of construction so far this year has 
mirrored the trends in the economy 
as a whole. While the building of 
military facilities was down 39 per 
cent from last year, commercial 
construction (stores, offices, garages, 
lofts) was up 32 per cent. A sub- 
stantial backlog of commercial con- 
struction has accumulated in recent 
years due to the restrictions on such 
building during the period of heavy 
defense spending and also due to 
the shifts in population. 

Business men generally had more 
difficulty in collecting on their ac- 
counts in August than during the 
same month last year. This has been 
the pattern now for several months. 
In July collections were generally 
less prompt than a year ago; how- 
ever, reports from 140 cities in 46 
states showed that the collections 
of manufacturers were somewhat 
better than those of either whole- 
salers or retailers. 


Failures Fall 


July failures decreased 11 per cent 
to 856, the lowest level so far this 
year. However, casualties continued 
18 per cent above a year ago and 
exceeded any July since pre-war 


The Only Super Standard Tape 
with The U.S. Testing Co. 
Seal of Approval! 


HUDSON 

BLUE 
RIBBON 
TAPE 


adds Cerlfied 
Perfomance to 
its FOUR 
service- proven user advantages! 


Blue Ribbon’s newest honor is U. S. 
Testing Company’s coveted Seal of Ap- 
proval—the first Super Standard tape to 
ever receive this award! 


U. S. Testing bought all tapes on the 
open market, gave them exhaustive tests. 
Blue Ribbon was the only Super Stand- 
ard tape awarded the Seal. 


Now, compare Blue Ribbon’s advan- 
tages that make it the first Super Stand- 
ard tape to receive this honor. 


YOU SAVE TIME! Blue Ribbon’s exclusive 
Supple-izing® means instant full-depth 
moistening...instant gripping! 


YOU SAVE MONEY! Blue Ribbon seals 
faster. You use less tape when you use 
Blue Ribbon. Some firms report up to 
30% savings on just the tape used! 


YOU INCREASE PRODUCTION! Blue 
Ribbon’s fast one-sweep seal means 
more output per man-hour. Some firms 
report up to 20% increase in shipping 
room efficiency with Blue Ribbon. 


YOU REDUCE DAMAGE CLAIMS! Blue 
Ribbon’s exclusive adhesive means a 
more permanent seal against smoke, 
moisture, dust and vermin. Firms re- 
port up to 90% reductions in damage 
claims after using Blue Ribbon. 


MAKE THIS TEST YOURSELF! 


Blue Ribbon closes cartons as fast as your 
hands can move! Press tape flat with one fast 
sweep of the hands— your package is instantly 
sealed and ready for the toughest meg 


Super Standard Tape + Napkins Standard Tape + Kraft + Multowall Sacks 


PROVE IT YOURSELF! Write today for free 
Blue Ribbon trial roll plus copy of Pretty 
Penny, the story of Blue Ribbon and the U. S. 
Testing Co. Seal of Approval. 


Write to 


Sjilltin, PULP & PAPER CORP. 


Dept. D-9 , 477 Madison Ave., New York 22,N. ¥. 
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ecause packing and shipping costs may 
represent 15% of your product cost, you 


can do just that—cut your costs a full 5%o— 
with a new method of packing-and-shipping- 
cost reduction developed by Colt. 


Think what this can mean to net profits! For 
some companies, it can be the difference be- 
tween profit—and loss. 


This new method of reducing packing and 
shipping costs offers many advantages over 
your present packing material procurement, 
handling, and warehousing methods: 


Eliminates shutdowns and delays. You always have 
the exact size carton when you need it. 


Rite-Si 
eu Tell us more about Colt Rite- like a 
Size Equipment. Send com- analysis of our packing on 
Here’s the Heart EQUIPMENT plete information and graphic shipping costs immediately, at no 
e mea presentation. obligation. Please contact us for 
COLT Rite-Size manufactured by i convenient time. 
. Cost Reduction Plan ; 
Fully automotic machine slots, scores, cuts access Positi - 
and imprints box blanks from corrugated i Company ........ = 
sheet stock —to almost any desired size. Makers of famous Colt Handguns, j eo 
Complete dimensionol change in less than Autosan Dishwashing Machines, and = 
90 seconds. Rugged, Colt-built dependability. Molded Plastic and Fiberglas Products City — ite 
SEPTEMBER 1954 


Saves up to 90% storage space. Requires an 
area of only 1600 square feet. Saves additional 
space at your packing lines. 


Saves sheet stock. You fabricate usable contain- 
ers from salvaged incoming cartons and no 
longer pay for disposal. This can represent 
savings of up to 90%. 

Reduces corrugated container inventory. Increases 
turnover from 4 to 24 times a year, freeing 
capital. 

Reduces cube up to 25%. You save warehouse 
and transport space by shipping in the exact 
size carton, eliminating oversized cartons 
stuffed with dunnage. 


How to cut the 
cost of your product 


—if you ship in corrugated cartons 


Reduces purchasing costs up te 75%. You have 
fewer requisitions, and they’re filled at the 
stockroom level, not processed through your 
Purchasing Department. | 


Improves packing. Well-engineered containers fit 
the product, eliminate breakage, improve cus- 
tomer relations. 


Eliminates carton obsolescence. You never carry 
over cartons obsoleted because of product 
change. 


Find out how much you can save—and how 
quickly Colt Rite-Size Equipment pays for 
itself by reducing packing and shipping costs 
(average: 15 months). Use the coupon below! 


COLT’S MANUFACTURING COMPANY 
Packaging Machinery Division 
92 Huyshope Avenue, Hartford 15, Conn. 
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Plating output 
per tank doubled 


‘‘Mr. Cost Cutter’’ shows how plant gains 


big chromium plating production advantage 


plus a saving... by easy change 


H igh quality toasters and waffle 
irons tell a startling story of 
chromium plating improvement. 
When using the ordinary chro- 
mium plating solution, this well 
known appliance-producer’s 
power costs were 0.20¢ per sq. ft. 
of plated surface. 

United Chromium then pointed 
out the advantages of working 
with the Unichrome SRHS Chro- 
mium Bath — a self regulating 
high speed solution. The bath 
was installed. 

With SRHS chromium plating, 
power came to only 0.08¢ per sq. 
ft. plated—a 60% reduction in 
cost. 

But even more important — with 
this faster process that uses less 
power, one tank delivered more 
work than two tanks with the 
ordinary solution! In short, a big 
production advantage was gained 
with no increase in equipment, 
and with a power saving to boot. 


MORE WAYS UNITED CHROMIUM HELPS CUT COST OF COATING METALS 


More nickel output 


One supplier operated a Uni- 
chrome Nickel Plating Bath 
alongside another type. Even 
though in a smaller tank, Uni- 
chrome Nickel produced more 
work — because it needed less 
time out for purification treat- 
ment. (Itnow occupies both tanks.) 


Nickel polishing slashed 


So smooth were the deposits ob- 
tained with Unichrome Pyrophos- 
phate Copper Plating that one 
automotive supplier was able to 
eliminate almost all polishing of 
the subsequent nickel plate—thus 
saving the time of six buffers for 
other work. 


The 
BUSINESS 


1941. Failures occurred at a rate of 
40 per 10,000 enterprises listed in 
the Dun & Brapstreet Reference 
Book. This casualty rate compared 
with 34 in 1953 and was the most 
severe for July in twelve years. 

The size of failures fell far more 
sharply than the number. For the 
first time in fifteen months, liabili- 
ties were lower than in the year-ago 
month. There were no casualties for 
$1 million or more this year as 
against five a year ago. The increase 
from last year’s level was concen- 
trated among small casualties with 
liabilities under $25,000. Almost 
three-fifths of the businesses — suc- 
cumbing in July were in their first 
five years of operation. 

Failures among retailers fell to 
the lowest level so far in 1954 and 
among manufacturers to the lowest 
since September 1953. In manufac- 
turing, most industries showed a 


| dip from the previous month, most 


notably the textiles—apparel, lum- 
ber, and leather lines. 
Geographically, the July dip in 


FAILURES BY DrvistoONns oF INDUSTRY 
Number Liabilities 
(Current liabilities in 7 Months 7 Months 
millions of dollars) 1954 1953 1954 1953 
MINING, 
Manuracturinc... 1,370 1,008 114.5 
Mining — Coal, Oil, 
33 
Food and Kindred 
Textile Products, 
Apparel......... 
Lumber, Lumber 
Products. .....«. 
Paper, Printing, 
Publishing 
Chemicals, Allied 
Products. ..... 
Leather, Leather 
Products. 
Stone, Clay, Glass 
Products. 
lron, Steel, 
Produc ts 
Machinery 
ransportation 
Equipment 
Miscellaneous. . > 
TRADE... 
Food and Farm 


. 


Dry Goods........ 
Lumber, Bldg. Mats., 
Hdwre.., 


_Low 
Ease 


Vv 


ng Economy 


GET THE. EACTS 
about SCHMIEG Equip- 
ment Before you Decide: 


A NICAL 
ECH 
M WASHERS 


To finish it better and SAVE call in “‘The Unichrome Man’”’ 


All SCHMIEG equipment is designed, engineered, 
manufactured, and installed with the fundamental 
objective of protecting and improving the quality 
of the product you manufacture. 


CONSULT SCHMIEG ENGINEERS 
and find out how a Schmieg installa- 
tion will keep your plant operating at 
highest efficiency levels at pos- 
sible cost. 


Chemicals and Drugs 
Motor Vehicles, 
Equipment, 
Miscellaneous. 
Reram Trapt 
Food and Liquor 
General Merchandis 
\pparel and 
\ccessories 
Furniture, 
Furnishings 
Lumber, Bldg. Mats., 
Automotive Group.. 
Eating, Drinking 
laces. . 
Drug Stores...... 
Miscellaneous. . . 
CONSTRUCTION . 
General Building 
Contractors. 
Building Sub- 
contractors 
Other Contractors. . 
ComMMERCIAL SERVICE.. ZU. 
Torat Unirep Srates. 6,634 5,008 289.5 214. 
Liabilities are rounded to the nearest million; the 
do not necessarily add to totals. 


— 


United Chromium offers you the 
advantages of: (1) 25 years of 
specialized experience in metal 
finishing; (2) Wide experience in 
both organic and plated finishes; 
(3) A diversified line of products 
for decorative and functional fin- 
ishing — including plating proc- 
esses and equipment, protective 
coatings, chemical conversion 
coatings for zinc; (4) Thinking 
geared to cost-cutting product- 
improving possibilities. 

We'd welcome an opportunity to 
help you “Finish it better AND 
SAVE.” 
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Trade Mork 


UNITED CHROMIUM, 
INCORPORATED 


100 East 42nd St., New York 17, N. Y. 
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_ BOX 4701 « DETROIT 34, MICHIGAN 


Waterbury 20, Conn. + Detroit 20, Mich. 
Chicago 4, Los Angeles 13, Calif. 
in Canada: 

United Chromium Limited, Toronto 1, Ont. 
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The 
GUMMED PRODUCTS 
Company 


... Specialists in the gumming of | 
printing papers and sealing tapes at 


For many years dusty rolls of sealing tape were not how The Gummed Products Company employs the be 

only a nuisance but a serious problem in the packaging § most modern methods and equipment for the im- i 
room. Dust fouled up the moistefhing equipment, con- —_— provement of its products. It is why STERLING SUPREME i 
taminated certain types of products and created an and TROJAN IMPERIAL are the finest sealing tapes you i 
atmosphere that was injurious to those who were can buy. =i 
allergic to paper or adhesive dust. But that’s past Besides the super-standard Srertinc SupREME and i 
history to users of Steritinc SupREME and Trojan the standard Trojan [mperiat Sealing Tapes, The 
_ _Twperta Sealing Tapes. Gummed Products solved this Gummed Products Company offers the user many ' 
problem. special purpose re Each is an outstanding tape of fi 

It took considerable doing to produce clean, dust- | unquestioned quality. Ask the paper merchant who iy 

free rolls. It required specially-designed. equipment distributes Sterling or Trojan in your locality about uf 
that shear-cut the web into tape widths and respooled _— them. He is your dependable source of supply for all 
into clean tape rolls. This is but another example of your paper and tape requirements. 
y 


Super-standard in quality 
Super-standard in efficiency 


Trojan Imperial 


The finest standard sealing tape 
on the market 


Main Offices and Mills: TROY, OHIO—Sales Offices: Atlanta, Chicago, Cincinnati, Cleveland, Los Angeles, New York, 
Philadelphia, St. Louis, San Francisco — Distributors from coast to coast. 
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WILL YOU 
FIRST 


to make another profitable new use of 
DUREZ PHENOLICS? 


CA RECENT EXAMPLE ) 


A new competitive 

edge in your business, 

a wider market for 

your product, may 

well be awaiting an 
original use of Durez phenolics. As 
molding compounds or processing res- 
ins, these plastics are putting greater 
sales appeal into new of redesigned 
products almost every day. 

This is what happened when the 
manufacturer of a versatile new port- 
able sump pump for the mass market 
decided on a molded motor housing, 
pump housing, and handle. The Durez 
material helps to hold the pump weight 
down to less than five pounds. It re- 


sists the attack of moisture and electro- 
lytic action, and withstands rugged 
handling. It also has the attractive 
glossy natural finish so familiar in radio 
and TV housings and other household 
articles molded of Durez. 

Almost unbreakable, highly resistant 
to heat, impact, electrical current, 
chemicals, and moisture, Durez mate- 
rials can help you turn the challenge 
of these changing times to profit. Ex- 
perienced molders in your area are 
ready to serve you. We will gladly co- 
operate with our long experience 
as phenolics specialists .. .Write 
Durez Plastics & Chemicals, Inc., “ 


Walck Road, N. Tonawanda, N. Y. 


MOLDING COMPOUNDS 


Structural, electrical, 


and 


chemical properties in 
many combinations. 


RESINS FOR INDUSTRY 
Bonding, casting, coating, 
laminating, impregnating, 
and shell molding. 


PHENOLIC PLASTICS tor the new Competitive Era 


The 
BUSINESS 


mortalities prevailed in all areas 
except New England and the West 
North Central states. The toll in 
the Middle Atlantic Region fell to 
a ten-month low, while the South 
Atlantic and Mountain Regions had 
the fewest casualties to date this 
year. However, more businesses 
failed than a year ago in six of 
the nine major regions. West South 
Central casualties climbed 47 per 
cent above last year, East North 
Central 58 per cent, and Pacific 
71 per cent. Contrary to the general 
upward trend from July 1953, fail- 
ures were lower than a year ago in 
the Middle Atlantic states, both 
New York and New Jersey, and 
also in the South Atlantic and East 
South Central states. The only nota- 
ble metropolitan decline in failures 
from last year was in New York 
City. 


Tue Farture Recorp 


July 
1954 
Dun’s Farture INpex* 
Unadjusted...... 
Adjusted, seasonally 


June 
1954 


37.6 42.5 
40.4 42.9 
NuMBER OF FaILuREs 856 965 
NuMBER BY Size or Desr 
Under $5,000 123 119 
$5,000 $25,000... 5 497 
$25,000-$100,000 268 
$100,000 and over. | 


Numeper By INpustry Groups 
Manufacturing > 208 
Wholesale ‘Trade. 89 
Retail Trade 455 
Construction 5 132 
Commercial Serv. 80 8] 
Liapivities (in thousands) 


Current $32,230 $41,613 $39,830 —19 
Total 32,725 41,615 40,334 —19 


*Apparent annual failures per 10,000 listed enterprises, 
formerly called Dun’s Insotvency Inpex. 


tPer cent change, July 1954 from July 1953. 
FaiLuRES BY GEOGRAPHIC REGIONS 


July 
1954 


July 


June 
REGION: 


New ENGLAND 
Mippure ATLANTK 
East Nortu 


SoutHu ATLANTK 

East Soutn CENTRAL......... 
West Soutn CEeENTRAL...... 
MouUNTAIN 

Paciri 


Business Fattures include those businesses 
that ceased operations following assignment or 
bankruptcy; ceased with loss to creditors after such 
actions as execution, foreclosure, or attachment; 
voluntarily withdrew leaving unpaid obligations; 
were involved in court actions such as recewership, 
reorganization, or arrangement; or voluntarily 
compromised with creditors out of court. 


Current Liasiviries, as used in the Failure 
Record, have a special meaning; they include all 
accounts and notes payable and all obligations, 
whether in secured form or not, known to be held 
by banks, officers, affiliated companies, supplying 
companies, or the Government. They do not in- 
clude long-term, publicly held obligations. Off- 
setting assets are not taken into account. 


LORD ELGIN DUNCAN—2] jewels, 14 K 
gold. LADY ELGIN LILY OF THE VALLEY— 
2 diamonds set in 14 K white gold, 21 jewels. 


How do leading 
oil producers 


say Well done ? 


Leading oil producers find 
Service Award Plans run 
smoother when they award 
Lord and Lady Elgin Watches. 

Follow the leaders of indus- 
try by using the prestige of 
America’s finest timepiece in 
your incentive plan. Mail the 
coupon today for all the facts. 


ELGIN 


WATCHES 


Service Award Department, Box 16 
Elgin National Watch Company 
Elgin, Illinois 


Gentlemen: 
Kindly send me full information about 
Service Award Plans. 


Name (Please print name and address) 


Address 


City Zone State 
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MODERN 


“Working Money” 


that doesn't play 


hard-to-get! 


There’s no good reason... 
why any going business should 
get fouled up in a financial tangle 
for lack of working money. 
Contrary to many beliefs, 
money is easy to get... without 
borrowing that entails red tape and 
restrictions...if you have good 


products and good prospects. 


AcruaLty, by following our 
“working money” program, 
you can put your business on a 
cash basis, have all the capital 
you need for current operations 
or expansion, simplify your 
bookkeeping and eliminate credit 
and collection troubles. 

Our type of financing service, 
available to manufacturers and 


wholesalers in almost every line 


of business, provides a continuous 
reservoir of cash by the simple 
process of defrosting your frozen 
assets...the capital you have tied 
up in receivables and inventory... 
the money that should be working 


for you, but isn’t. 


Wureruer your needs are in 
six figures or seven... hundreds of 
thousands or millions...we’ll be 
glad to give you a working program 
that you will find efficient, 
economical, profitable...and free 
from any interference with your 


management policies. 


nor "phone or write us 
today for information ? Confidential, 


of course, and no obligation. 


Textile Banking Company, Inc. 


Financing Leading Firms in Many Fields of Industry 
55 Madison Avenue - New York 10, N.Y. 
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THIS SEAL IS YOUR 


UARANTEE 


When Quality is a 
Must in Finished 
Die Castings 


America’s great industries 
demand quality, quantity 
and fast delivery of fin- 
ished die castings. That’s 
why more than a score of 
leading manufacturers in 
the refrigeration, automo- 
tive, radio-television, ap- 
pliance and plumbing 
fields rely on Grand 
Rapids Brass Company. 


Two Grand Rapids Brass 
Company plants now pro- 
duce more than 17,000,000 
plated, finished die cast- 
ings each month. 


If you require quality 
castings electroplated or 
baked synthetic lacquer 
finished delivered in 
large quantities on sched- 
ule, Grand Rapids Brass 
Company's design engi- 
neers and more than 
1,000 skilled employees 
will prove of invaluable 
help. 


LETTERS & 


PORT REPORT 
New York, N.Y. 
Dear Sir: 

In your March 1954 issue Gen- 
eral Robert W. Johnson, in an arti- 
cle entitled “A Practical Look at 
Public Debt,” called the Port of 
New York Authority “a fiscal jun- 
gle,” characterized by the “weakness 
inherent in too broad an area of 
responsibility.” 

As you may know, the New York- 
New Jersey Compact of 1921, under 
which the Port Authority was es- 
tablished, charged the Port Author- 
ity with broad and challenging re- 
sponsibilities. Dr. Frederick L. Bird, 
of Dun & BrabstREET, in an exten- 
sive study of the Port Authority 
described the organization as “not 
merely a successful agency for con- 
structing and public 
works that can be made to pay their 
way through service charges, but 
an increasingly effective instrumen- 
tality for the unified planning, pro- 
tection, and development of a vast 
and unusually complex region.” 


operating 


With reference to fiscal affairs, 
Dr. Bird described the Port Author- 
ity’s program as one of “cumulative 
accomplishment” and attributed the 
magnitude of these accomplish- 
ments to “fiscal policies and plan- 
ning which, from the beginning, 
were kept sufficiently flexible to per- 
mit adjustments as the need became 
apparent; to debt planning and ad- 
ministration which consistently have 
taken advantage of the benefits of 
experience; to avoidance of major 
projects that would freeze resources 
in the support of long-term deficits; 
and to competent, non-political di- 
rection and management that has 
commanded respect and confidence.” 

The Port Authority is an agency 
of the states of New Jersey and 
New York; thus, the Governors of 
the two states are in a unique posi- 
tion to evaluate the organization. 
Former Governor Alfred E. Dris- 
coll of New Jersey recently said 
that the people of New Jersey were 
proud of the “work that we have 


FREE BROCHURE 


Informative, new brochure guides you through the 
huge Airtex plant from research and engineering to 
final shipping operations. Read how this nationally- 
known organization produces precision parts, sub- 
assemblies and complete products . . . economically, 
rapidly and accurately. See how the most up-to-date 
metal-working machinery and belt assembly lines can 
@ Write for complete details on the be put to work for you. 
‘ production capabilities of one of the 

largest die casting-finishing plants 


: Write or wire today for your copy 
in the nation. 


to E. V. Frankel, President 


Suppliers 
to the Nation's Leading 
Automotive, Refrigeration, 
and Plumbing Manufacturers 


Division of Crampton Manufacturing Company 


Grand Rapids Michigan 
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@ From castings to finished components, 
UPF* offers you a bonus in VELVAGLAZE, one 
of the complete finishing methods available on 
Monarch aluminum permanent mold or aluminum 
die-castings. VELVAGLAZE, a Monarch exclusive 
finish, imparts a dense, hard surface that stays 
smooth and resists staining and marring despite 
years of exposure to usage. VELVAGLAZE cuts 
finishing costs, either as a final finish, or as a 


*Monarch’s ‘Unified Production Formula:” 


CASTING MACHINING FINISHING ASSEMBLY 


The Finishing Touch... UPE .. with VELVAGLAZE 


preparatory finish to plating. It provides a 
low-cost method of adding sales appeal and 
durability to your product. 


*U.P.F.— Monarch’s Unified Production Formula 
gives you undivided responsibility from draw- 
ing board to finished castings or assembly. 


MONARCH ALUMINUM MFG. CO, 


[Z Detroit Avenue at W. 93rd St. 
Cleveland 2, Ohio 


Send Today for Free Velvaglaze Folder 


Better 


Name 


end-products  compony 
at lower cost Address 


City State : 


ALUMINUM Permanent Mold Castings « ZINC Die Castings « Aluminum Die Castings e MACHINING « FINISHING « ASSEMBLY 


For complete information about Monarch’s U.P.F.* contact the following sales representatives: 


Chicago Office Northern Ohio & Upper New York State New Jersey & Eastern Penna New York City & New England Mid-Central 

W. D. Wilkinson Joseph Schrier M. S. Hutchinson Frank Pomerantz Harold S. Marsh 
1166 Diversey Parkway Detroit Ave. at West 93rd St. 1485 East Shore Trail 1427 Sturl Ave. 81 East State Street 
Chicago 14, Illinois Cleveland 2, Ohio Lake Mohawk, Sparta, New Jersey Hewlett, Long Island, N.Y. Columbus 11, Ohio 
Diversey 8-3164 Olympic 1-1700 Lake Mohawk 8184 Franklin 4-4540 Capitol 8-3242 
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for your corrugated cases... 


oo EASILY, INEXPENSIVELY APPLIED Price no these 

longer need be a stumbling block in converting to widely demanded BIG SALES 
Zip-Open cases. CPS, the leader in the manufacture of tying materials ADVANTAGES 
for many industrial uses, now offers quality low-cost tape, that 
can be easily applied to your corrugated cases. Zip-Open 
cases will help your products sell faster as they build goodwill 
with your customers. Zip-Open tape comes in a variety of 


YOUR PRODUCTS 


widths and strengths to meet “pull test’ requirements of your me te 
specific corrugated cases. CPS engineers are ready to assist in 


adapting Zip-Open tape to your cases. Mail coupon now for full No more costly damage when careless 
ves slit or puncture your products. 
information on this economical, easy-to-apply, Zip-Open tape. 

MR. BOXMAKER (?%5 Zip-Open Tape comes in 10,000 yard rolls that allows 


uninterrupted runs at a cost of as little as $1.98 per thousand yards. 
Schematic drawings for application are available. 


SAVES RETAILERS TIME 


Zip-Open cases save 1/3 the retailers time 
over regular cases. 


EASY TO MARK 


Retailers appreciate the manhours they 
save because of easier pricing of products. 


EASY TO REMOVE 


Shelf stocking of your items is one third 
faster with Zip-Open cases. 


CASES BECOME CARRY-OUTS 


CHICAGO PRINTED STRING CO., 2304 Logan Blvd. Chicago 47, Il. Saaeee* 


Gentlemen: We are interested in your Zip-Open Tape and would appreciate more information. 


Address... Make an instant hit when Mrs Consumer 
ss finds you've made it simple for her to open 
your cases. 
3? 
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accomplished through this bi-state 
agency ... which has made a great 
contribution not only to the econ- 
omy of our area but the well-being 
of our entire country.” 

Upon the occasion of the thirty- 
first anniversary of the Port Author- 
ity, Governor Thomas E. Dewey of 
New York in regard to the Port 
Authority’s program said, “Through 
its great public works, it has set an 
example for the administration of 
public business on a sound and efh- 
cient basis.” 

Austin ]. Tobin 

Executive Director 


The Port of New York Authority 


THEY MAKE IT STICK 
New York, N.Y. 
Dear Sir: 
I have just finished reading with 
great interest the well written arti- 
cle on polyethylene in the June issue 
of Dun’s Review anv Moopern In- 
pustry. However, I must differ with 
you in your statement, “It’s hard to 
make labels and inks stay on.” 
We manufacture pressure-sensi- 
tive adhesive base stocks for the out- 
standing label printers in the United 
States and have, very recently, de- 


veloped a product that is very wide- 
ly used successfully for labels on 
polyethylene. In fact, a company 
who manufactures bag-forming ma- 
chinery for polyethylene has devel- 
oped and installed an automatic 
attachment that applies our pres- 
sure-sensitized adhesive labels to the 
polyethylene film before it is formed 
into bags... . 

Sander Simon 

President 

Simon Adhesive Products Corp. 

We did say that it was hard to 
make labels and ink stay on, but we 
also noted that it can be done.—Ed. 


WE JOIN THE FAMILY 
CIRCLE | 

Atlanta, Ga. 
Dear Sir: 

After reading the article [“Mak- 
ing the Most of Vacation to Boost 
Your Efficiency” | in the June issue, 
I went back through my copies and 
read the other articles by Miss Jones. 

It was a most stimulating experi- 
ence to go over these articles; espe- 
cially interesting were those con- 
cerning the problems of the busy 
management executive. Some of 
these items have enlivened our fam- 


DO YOUR TURRET 
LATHE OPERATORS 
ACT LIKE 


THE “GANDY DANCER“ 


@ Swinging a turret back and forth all day takes 
agility and MUSCLE — production and quality 
drop as the day progresses. 

The Lynn Hydraulic-Drive on a turret lathe 
reduces the cycle time below the best that any 
“gandy dancer” can do and performs consistently 
hour after hour. 

As a result we Guarantee a 20% Production 
Increase on any ram type turret lathe equipped 
with a Lynn Hydraulic-Drive. You can pay for Lynn 
Hydraulic-Drives out of earnings. 

Write TODAY for complete information and 
actual case histories of production increases 
made with Lynn Hydraulic-Drives 


MODERN 


For deep hole drilling, the Lynn 
“Recipromatic” Hydraulic-Drive 
clears chips automatically. 


Other Lynn Products that increase production and lower costs include: 
Conversion Turrets—Self-indexing Tool Posts—Slide Tools. 


_ Minneapolis 4, Minn. 


Ky 


us 


QUESTION: How can we be sure of door 
efficiency? 

Answer: The upward-coiling curtain of in- 
terlocking steel slats, originated by Kinnear, 
is the key to many basic door advantages. 


QUESTION: How much floor space is taken 
up by the doors? 


Answer: You can make full use of all floor 
and wall space around Kinnear Rolling 
Doors, inside and outside the opening, at all 
times. By coiling straight upward, they oper- 
ate entirely within the space they occupy 
when closed. 


QUESTION: Can we run crane or hoist rails 
and other overhead equipment close to the 
doorway? 


Answer: Yes. Kinnear Rolling Doors use no 
ceiling space, except for the compact hood 
area into which the curtain coils. This hood 
can often be recessed in the wall, or mounted 
outside the building, so that ceiling heights 
can be held to minimum, cutting building 
costs. 


QUESTION: Are the doors easy to operate? 


Answer: Strong torsion-spring counterbal- 
ancing makes even manual-lift Kinnear 
Doors extremely easy to operate. They are 
also ideal for motor operation—no lengthy 
operating cables, no projecting tracks, no 
bulky mechanism. Push-button controls can 
be placed at any number of points. 


QUESTION: What about protection? 


Answer: Kinnear Rolling Doors guard every 
opening with a curtain of steel anchored in 
steel jambs from floor to ceiling—a fire- 


Kinnear Steel 


Write today for full information 
The KINNEAR Manufacturing Co. 
FACTORIES: 
15C0-70 Fields Avenue, Columbus 16, Ohio 


1742 Yosemite Ave., San Francisco 24, Calif. 
Offices and Agents in All Principal Cities 


resistant barrier against wind, weather, theft, 
or vandalism. 


QUESTION: Can we count on low mainte- 
nance costs? 
Answer: Many Kinnear Rolling Doors have 
been in continuous daily use upwards of 20, 
30 and 40 years without repair or mainte- 
mance expense, as proved by reports from 
many users. 


QUESTION : What about corrosion resistance? 
Answer: A heavy coating of pure zine (1.25 
ounces per square foot, ASTM Standards) 
applied by the hot process, gives Kinnear 
Rolling Doors a highly durable galvanized 
finish. In addition Kinnear’s special Paint 
Bond, a phosphate immersion treatment, pro- 
vides for thorough coverage and adherence 
of paint. 


QUESTION : What if the doors are damaged? 
Answer: The steel slat construction of 
Kinnear Rolling Doors absorbs alot of pun- 
ishment. Slats accidentally damaged can be 
individually replaced any time. Detail draw- 
ings of every door are kept in Kinnear's own 
fireproof vaults. 


QUESTION: What sizes are available? 
Answer: Kinnear Rolling Doors are engi- 
neered to individual needs, in any practical 
size (doors several hundred square feet in 
area are not unusual). They are easily in- 
stalled in new or old buildings. 

In short, you get all the correct answers 
to long-lasting, low-cost door conven- 


ience and efficiency in the famous 


Rolling Doors 
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GENERAL ELECTRIC 


34 


TRANSISTORS * 


= 


COMPUT rERS RISE: IN VALUE 


“YET SHRINK IN SIZE AND 0S 


DIODES * 


N VIEW OF the startling achievements recorded by today’s 
] computers, there is widespread discussion in engineer- 
ing and management circles relating to future applica- 
tions and their potential effect on industrial development. 
Current theories run the gamut of extreme optimism to 
hesitant predictions, No conflict exists, however, regarding 
the importance of General Electric Company and its germa- 
nium products in developing computers to their ultimate 
efficiency. 

Basically, these miniature G-E components aim at re- 
duced equipment size...increased equipment reliability. 
It is coincident with accomplishing the primary objectives 
that cost is lowered and application broadened. The com- 
puter, for example, utilizes diodes to eliminate bulky tubes. 
This substitution then causes additional savings in overall 
manufacturing cost. A smaller, more efficient, less costly 
instrument results in ability to apply computer principles to 
industrial control processes, the solution of multiple design 
problems and a host of other assignments. 

In your business activity, equipment may be used now 
which sorely needs the advantages only General Electric 
germanium products can offer. Why not review existing 
circuit design techniques and refer your objectives to expert 
G-E application engineers, Write us today for complete 
information! General Electric Company, Section X-7894, 
Electronics Park, Syracuse, New York. 


Progress /s Our Most /mportant Product 


RECTIFIERS 


ily discussion circle and I will be 
the first to admit that you provided 
material for which I had no per- 
sonal defense. 

To you go my thanks and appre- 
ciation for those | Executive Meth- 
ods articles] already published and 
a wishful anticipation of more to 
come in the near future. 

Everett B, Brooks 
Vice-President 
Adams Supply Co. 


FOREMEN FANS 
State College, Pa. 
Dear Sir: 

“How to Start a Foreman’s 
Union,” in the April 1954 issue was 
1 “dream” of an article. And I don’t 
mean a nightmare, except, perhaps, 
for managements which can’t see 
the handwriting on the wall.... 

O. Hoyt Tribble 
Management Training Dept. 
Pennsylvania State University 


Boston, Mass. 
Dear Sir: 

Your April issue has just reached 
me, and after reading “How to Start 
a Foreman’s Union,” I am sure that 
you must find yourselves swamped 
with requests for reprints. I have 
never come across a wittier or more 
biting summary of these bad but 
widespread practises, most delight- 
fully supplemented by the good 
work of the cartoonist and the lay- 
out man.... 

W.P. de Mille 
The First National Bank of 


Boston 


Dayton, Ohio 
Dear Sir: 

I think your story . 
the most pointed pieces of good 
thinking onthe foremen-in-manage- 
ment problem I have read in several 
years. I like particularly the humor- 
ous approach you use, because | 
know from experience that execu- 
tives who do not sincerely treat 
foremen as bonafide members of the 
management team are somewhat 
ridiculous in the waste of opportu- 
nity for their companies... . 

Dean Sims 

Manager of Public Relations 

National Association of Foremen 


.. 1s one of 


Letters may be addressed to 
Letters to the Editor, Dwn’s 
REvIEW AND Mopern Inpustry, 99 


Church Street, New York 8, N. Y. 


PREVENTION 


says 
| VULCAN IRON WORKS, INC. 
. of Chicago, Ill. 


—a leading manufacturer 
of pile driving and 
extracting equipment 


“For many years we have used LUBRI- 
PLATE Lubricants for shop assembly, 
and have recommended them to our 
customers through your LUBRIPLATE 
Tag Plan. Our experience shows that 
if the proper lubricants are used from 
the beginning, there are fewer prob- 
lems and parts replacements later. We 
consider LUBRIPLATE to be the best 
possible ounce of prevention.” — 

H. G. Warrington, Vice-Pres, 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available [ity 
MOTOR 


in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE Ss. 
Motor OIL meets today’s 
exacting requirements for : 

gasoline and diesel eget 
engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘“‘LUBRIPLATE DATA BOooK” 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


PREVENITS WEAR 
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Out of 90 wildcat wells drilled by Cities Service in 
1953, over 67 proved to be dry. And, you may say, 
“Bad busiress.” But actually these dry wells repre- 
sent the “good business” sense of the entire industry. 

Even with all the latest scientific methods at their 
disposal, oil men cannot always be certain of a 

black-goid find beneath strange lands. What is im- 
portant is that Cities Service, as well as the rest of 
the industry, is willing to risk huge sums on any 
reasonable evidence that they may find oil. 

One company may decide not to drill an area, 
while another will say, “Let’s take the risk.” This is 
gilt-edge assurance to the nation that every possi- 
ble area will be explored. It’s a marvelous example 
of how our free enterprise, competitive system con- 
stantly influences all American business in a direc- 
tion that will always benefit the consumer. 

Cities Service will continue to make new oil finds 
to help fill the oil larders of the nation . . . known 
underground oil supplies are over four times what 
they were thirty years ago. Cities Service will con- 
tinue to drill dry wells too . . . the odds are 8 to I 
against bringing in a producing discovery well. And 
these hundreds upon hundreds of dry wells, with 
the millions of dollars spent on them, will in them- 
selves serve as a monument to the constant efforts 
of the American petroleum industry to keep our 
country strong and to keep our standard of living at 
the highest point the world has ever known. 
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LOWER MANHATTAN FROM EMPIRE STATE BUILDING-~DEVANEY PHOTOGRAPH 


AMID THE SMOKE AND HAZE 
OF BIG CITIES AND OUTLYING 
FACTORIES, MANAGEMENT 
PLOTS THE COURSE THAT 
WILL LEAD THEM OVER THI 
HORIZON OF TO-MORROW. 
THE APPROACHES AND OB- 
JECTIVES ARE MANIFOLD 
BUT THE OBSTACLES CAN BE 
OVERCOME, 


MANAGER OF TO-MORROW 


HE DEMANDS on the skill, 


knowledge, performance, and responsibility of 
the manager have doubled in every generation 
during the past half-century. In the 1920's, only 
a few pioneers in top management were aware 
of certain developments which we now expect 
young men straight out of school to be able to 
do. Daring innovations of yesterday—market re- 
search, product planning, human relations, or 
trend analysis, for example—have become com- 
monplace. Can we expect this almost explosive 
increase in the demands on the manager to 
continue? And what can we expect to be de- 
manded of the manager of to-morrow? 
Throughout The Practise of Management, we 
have repeatedly referred to the new pressures, 
the new demands on the manager. Let me refer 
again briefly to the most important ones: The 
new technology will demand understanding of 
the principles of production on the part of all 
managers and their consistent application. It 
will require that the entire business be seen, 


ENGINE LATHE 
OPERATION 


SECTION OF 


Daclise of Management 


PETER F. DRUCKER 


The new technology will demand the utmost in decentralization, in flexi- 
bility, and in management autonomy. Any society that were to attempt 
to get rid of free management of autonomous enterprise, and to run the 
economy by central planning, would perish miserably. And so would any 
enterprise that were to attempt to centralize responsibility and decision- 
making at the top. They would go under as did the great reptiles of the 
Saurian age which could not adapt themselves to rapid changes. 


understood, and managed as an integrated proc- attempt to find a purchaser for whatever it is 
ess. This process requires a maximum of stability that the business produces. It must create cus- 
and predictability; hence, it must be based on tomers and markets by conscious and systematic 
careful objectives and on long-range decisions in work. Above all, it must focus continuously and 
all key areas. But it also requires great internal systematically on creating mass-purchasing power 

flexibility and self-control. Hence, it requires and mass-purchasing habits. 
great ability of managers on all levels to make Marketing itself is affected by the basic con- 
decisions that adapt the process to new circum- cepts of the new technology. We have, on the 
stances, changes in the environment, and dis- whole, discussed automation as if it were exclu- 
turbances, and yet maintain it as a going process. sively a principle of production. It is, however, a 
In particular, the new technology demands principle of work in general. Indeed, the new 
that management create markets. Management methods of mass-marketing are fully as much an 
can no longer be satisfied with the market as it — application of the principles of automation as 
exists. It can no longer see “selling” as an the “automatic factory” (even though they apply 
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Recognizing objectives and knowing how to attain 
them are prime considerations for management. 


not one single automatic machine or electronic 
relay). Marketing itself is becoming more and 
more an integrated process. Instead of putting 
the emphasis on selling the individual customer, 
marketing centers more and more in product 
and market planning, product design, product 
development, and customer service. Instead of 
the individual sale, the creation of mass demand 
will increasingly.be the “payoff” in marketing. 
Television advertising is as much “automation,” 
in other words, as is.a mechanized machine-feed. 
And the technological changes in distribution 
and marketing are as important and have as 
much impact as the technological changes in 
production. 

This will demand that to-morrow’s managers, 
regardless of their levels and functions, not only 
understand the marketing objectives and mar- 
keting policies of their companies, but also know 
what they have to contribute to them. It will also 
demand ability of business management to think 
through long-range market objectives and to 
plan and to build a long-range marketing or- 
ganization, 

The new technology, further, will make new 
demands on innovation. It requires not only that 
the chemist, designer, or engineer work closely 
with production men and marketing men. It 
requires an organized and systemati¢ approach 
to innovation, with a view to management by 
objectives that reflect long-term market goals, It 
will also have to attempt much more systemati- 
cally to foresee the inherent possibilities of tech- 
nological and scientific development and _ to 
shape manufacturing and marketing policies 
accordingly. 

And the new technology will result in greater 


Wide Interest 


has been created in this series of 
eight articles by Peter Drucker and 
readers of this and the previous 
seven parts will be glad to know that 
The Practise of Management will 
be published as a book September 
22 by Harper and Brothers, N. Y. 


competition. It will again broaden the market 
and raise the level of production and consump- 
tion. But these new opportunities will also de- 
mand consistent efforts to do better on the part 
of the enterprise and its managers. 

Both because the new technology demands it 
and because social pressures demand it, the man- 
ager of to-morrow will have to make employ- 
ment predictable and to maintain it as close to 
stability as possible. I am not, let me emphasize, 
talking of the “guaranteed annual wage” some 
of our union leaders are to-day talking about. 
The attempt to guarantee security of employ- 
ment is as futile as the attempt to guarantee 
immortality. It, too, can only end in bitter dis- 
illusionment. And in the process of attempting 
it we can only paralyze our economy. 

We can confidently expect to see another sig- 
nificant upgrading of labor. To-day’s semi-skilled 
machine operator will become a highly trained 
maintenance man; to-day’s skilled worker will 
become a technician. The worker will become a 
more expensive resource, a capital investment of 
the business rather than a current cost. And his 
performance will have a much greater impact on 
the performance of the whole business. 

Finally, the manager will have to acquire a 
whole set of new tools—many of which he will 
have to develop himself. He needs to acquire 
adequate yardsticks for performance and results 
in the key areas of business objectives. He needs 
to acquire the tools of economic analysis to make 
to-day meaningful decisions for a long-range 
to-morrow. He will have to acquire the new 
tools of the decision-making period. 

The new demands require that the manager of 
to-morrow acquit himself of seven new tasks: 

1) He must manage by objectives. 

2) He must take more risks and for a longer 
period ahead. And risk-taking decisions will 
have to be made at lower levels in the organiza- 
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Other requisites include risk-calculation and 
choice of the most advantageous alternative. 


tion. The manager must therefore be able to 
calculate the risk he is taking, to choose the most 
advantageous risk-alternative, to establish in ad- 
vance what he expects to happen, and to “con- 
trol” his subsequent course of action as events 
bear out or deny his expectations. 

3) He must master all the steps involved in 
the decision-making process. 


4) He must be able to build an integrated 
management team with common objectives. He 
must choose men capable of managing and of 
controlling their own performances and results. 
And there is the big task of developing managers 
to be equal to the demands of to-morrow. 

5) The manager will have to be able to com- 
municate information fast and clearly. He will 
have to be able to motivate people. He must, 
in other words, be able to obtain the respon- 
sible participation of the worker. 

6) Traditionally, a manager has been expected 
to know one or more functions. This will no 
longer be enough. The manager of to-morrow 
must be able to see the business as a whole and 
to integrate his function with it. 

7) Traditionally, also, a manager has been 
expected to know a few products or one indus- 
try. This will no longer be enough. The man- 
ager of to-morrow will have to be able to relate 
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Confidence and knowledge must lie behind each 
decision whether quick or carefully thought out. 


his product and industry to the total environ- 
ment, to find what is significant in it, and to take 
it into account in his decisions and actions. And 
his field of vision will have increasingly to take 
in economic, political, and social developments 
on a world-wide scale and to integrate world- 
wide trends into his own decisions. 

But there will be no new men to do these 
staggering new tasks. 

The manager of to-morrow will not be a big- 
ger man than his father was before him. There is 
no evidence that the human being has changed 
much in the course of his recorded history; cer- 
tainly none that he has grown in intellectual 
stature or emotional maturity. The Bible is still 
the fullest measure of man’s nature, Aris- 
tophanes and Shakespeare still the best text- 
books of psychology and sociology, Socrates and 
St. Thomas Aquinas still the high-water marks 
of human intellect. 

How, then, can we accomplish these new tasks 
with the same old men? 

There is only one answer: The tasks must be 
simplified. And we have only one tool to sim- 
plify: To convert into system and method that 
which has been done by hunch or intuition, to 
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Management must build an integrated team of fu- 
ture leaders all having common objectives to-day. 


reduce to principles and concepts that which has 
been left to experience and “rule of thumb.” 
Whatever progress the human race has made, 
whatever ability it has gained to tackle new 
tasks, have been achieved by making simple 
through making systematic. 

The manager of to-morrow will therefore not 
be able to manage if he remains an “intuitive” 
manager. He will have to master system and 
method, will have to formulate general concepts 
and to apply general principles. Otherwise, he 
will fail. In small business and in large, in gen- 
eral management and in functional manage- 
ment, a manager will have to be equipped for 
the practise of management. 

To find the needed general concepts, to de- 
velop the right principles, and to formulate the 
appropriate system and method has, of course, 
been the main purpose of this series of articles. 
The work is based on the premise that in our 
management of to-day we have the experience 
out of which we can distill the valid general 
conclusions and valid methods for the manage- 
ment task of to-morrow. 

If a man is to manage by concepts and prin- 
ciples instead of by hunch, if he is to apply 
system and methods instead of experience and 
“rule of thumb,” he can also prepare himself 
to be a manager. For concepts and principles 
can be taught and can be learned as can system 
and method. In fact, perhaps the only way to 
acquire them is by systematic learning. At least, 
I have never heard of anyone acquiring the 
alphabet or the multiplication table by nothing 
more than sheer experience. 
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There will have to be faster and clearer com- 
munication and better motivation for all. 


MODER 


To-morrow’s manager will actually need two 
preparations, rather than one. Some things a 
man can learn before he becomes a manager; he 
can acquire them as a youth. Others he can learn 
only after he has been a manager for some time; 
they are distinctly adult education. 

One does not have to have been a manager to 
learn reading and writing. Indeed, these skills 
can probably only be acquired in one’s youth. 

It can be said with very little exaggeration 
that of the common college courses being taught 
to-day, the ones most nearly “vocational” as prep- 
aration for management are the writing of po- 
etry and the writing of short stories. For these 
two courses teach a man how to express himself 
and teach him what words are and what their 
meanings are; above all, they give him practise 
in writing. It can also be said that nothing would 
help so much to prepare young men for manage- 
ment as a revival of the honorable practise of 
the public oral defense of one’s “thesis’”—only 
it should be made a frequent, normal continuing 
part of one’s college work rather than something 
that happens once, at the very end of formal 
schooling. 

Itr one’s youth, one can also acquire knowl- 
edge and understanding of logic and its ana- 
lytical and mathematical tools. And, again, this 
discipline can perhaps be acquired only by a 
young person, at least, the foundations have to 
be laid. 

A young man can also learn the basic under- 
standing of science and scientific method the 
manager of to-morrow will need. He can acquire 
the ability to see the environment and to under- 
stand it through history and the political sci 
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Knowledge of one or a few functions is no longer 
enough. The business must be seen as an entity. 


ences. He can, finally, learn economics and 
acquire the analytical tools of the economist. 

To prepare himself to be a manager, a young 
man can, in other words, acquire a general edu- 
cation. For all the things I have mentioned taken 
together constitute what has always been con- 
sidered the general knowledge and discipline of 
the educated man. 

I do not mean to imply that what the young 
man needs to prepare himself to be a manager 
is incompatible with specific business or engi- 
neering training. On the contrary, there is no 
reason at all why the required general education 
should not be an integral part of the business- 


school or engineering-school curriculum (as is 
being recognized increasingly by our engineer- 
ing schools). 

Nor do I mean to imply that there is no value 
to specific business or engineering subjects. On 
the contrary, they give a man ability to perform 
functional work with some degree of workman- 
ship. And it is not only as important that every- 
one in an enterprise possess the ability to do 
functional work—at least on the journeyman’s 
level—as it ever was before. It is of very great 
importance that every manager acquire the 
respect for workmanship which only a technical 
or craft skill can give. 

But I do mean to imply that the young man 
who only acquires functional skills and only 
learns specific business or engineering subjects is 
not being prepared to be a manager. All he is 


being prepared for is to get his farst job. 
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Management must observe not only its own bust- 
ness, but the complete environment as well. 


The demands that to-morrow will make on 
the manager may well torce us to create anew 
what we have all but lost: The liberal education 
for use. It will be a very different liberal educa- 
tion (at least in outward appearance) from what 
our grandfathers knew by that name. But it will 
again have strict method and real standards, in- 
stead of the abandonment of method and stand- 
ards that characterizes so much of to-day’s “pro- 
gressive” education. It will again have a clear 
focus rather than be fragmented departmentally. 
And, as every /iving liberal education always did, 
it will be preparation for work as an adult and 
citizen, rather than just “general culture.” 

Be youthful education all it should, one needs 
experience in management as well as maturity 
to learn to manage by objectives ... to analyze 
what business the company is in and what busi- 
ness it should be in... to learn to set objectives 
and to balance them... to learn to harmonize 
the needs of immediate and long-range plans. 
Without experience as a manager, or at least as 
an adult, one can learn to recite these things, 
but one cannot learn to do them. 

One needs experience as a manager to learn 
how to assess and to take risks. One needs ex- 
perience to learn how to make decisions. One 
needs experience to see the business in society, 


} 


tO assess the impact of the environment on the 


Continued on ‘page 152 
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Get the facts on 


MOLDING 


ANNESTA R. GARDNER 


SHELL 


Industrial Editor 


Whether you make trucks or textiles, chemsca!s or 


A LITTLE phenolic resin, some 
sand, and a technique any cook would recognize 
are remaking the foundry industry—and a good 
many products as well. 

These are the essential ingredients of a new 
casting technique that not only promises to pro- 
duce many parts better, faster, and at lower cost, 
but also opens new marketing opportunities for 
chemicals and industrial equipment. 

Its name: Shell molding. 

Originally developed in Germany (it was first 
known as the Croning or C process, after its 
inventor), shell molding was uncovered by Brit- 
ish and American technical survey teams after 
the war, and made its debut here barely five 
years ago. Since then, it’s made plenty of prog- 
ress—in Britain (see page 151) as well as the 
United States. 

Basically, shell molding is a form of sand 
casting, one of the oldest of all production meth- 
ods. Both start with a pattern which is reproduced 
in sand. In shell molding, though, a thin, light- 
weight, resin-bonded sand wafer takes the place 
of sand casting’s heavy, bulky rammed-sand flask. 
And that makes a tremendous difference in cast- 
ing and in the cast products themselves (see 
photographs, opposite page). 

Because a thin, rigid shell substitutes for a 
heavy, sand-filled flask, the amount of sand that 
must be handled can be cut to as little as a tenth 
ot that required for sand casting. (Some com- 
panies, though, still use sand or steel shot to 
back up the shell during pouring, so savings in 
handling are not always quite this large.) 

The shell itself is easier to work with and less 
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CONUVEYOFS, 


Accurate reproduction of intricate shapes is possible with shell molding. 
Many parts can be used as-cast; others need only minor machining. These 
stainless steel exhaust manifold parts are shell molded by Solar Aircraft. 


you'll find ideas m this combination that you can use. 


likely to be damaged. There is much less danger 
that sand grains will become embedded in the 
surface of the casting. 

The thinness of the shell walls makes it easier 
for gases to escape from the molten metal, so 
blow-holes are not as likely to form. Further- 
more, sand for shells can be finer than that 
ordinarily used, which means the mold surface 
—and that of the cast part—can be smoother. 

Most important of all, the entire shell-making 
process lends itself to mechanization and to high 
rates of production. 

It’s not surprising, then, to find shell molding 
competing successfully with sand casting in 
many cases—and often with die and permanent 
mold casting as well. 

For example, J. H. Smith, general manager of 
General Motors’ Central Foundry Division, cites 
the case of a small gray iron piston used in a 
domestic refrigeration unit. Originally, this pis- 
ton was cast in a permanent mold. The rough 
casting weighed nearly half a pound and re- 
quired machining on almost all outside surfaces. 
Redesigned for shell molding, it weighs much 
less and needs only finish-grinding. 

This does not mean shell molding is likely to 
replace permanent mold or any other established 
method completely. 

For instance, shell molding is initially more 
expensive than sand casting in that it requires 
a metal pattern and a plastic resin. While the 
pattern can be used over and over again, and 
the resin represents only a few per cent of the 
shell by weight, they are cost factors which 
must be considered. 


Unless shell molding can show substantial 
savings in handling, machining, finishing, and 
assembly, or on the design of the casting itself, 
sand casting will continue to be used. That is 
particularly true for larger parts and for those 
where dimensional accuracy and surface finish 
are not too important. 

Quite aside from cost, there are problems in 
shell production which indicate that extremely 
large and bulky items will continue to be sand 
cast. And, at the other end of the scale, very 
small parts—particularly those which require an 
extremely smooth surface finish and which must 
be held to unusually close tolerances—will al- 
most certainly continue to be made by die casting 
or precision casting. 

It should be noted, though, that shell castings 
are not as limited in size as the majority of 
items so far produced might indicate. Most of 
the shell-making equipment now obtainable 
commercially is limited to pattern sizes of 24 by 
30 inches or less. But shell castings weighing 200 
pounds or more have been turned out. 

Shell molding may never represent more than 
10 per cent of total casting production. But that’s 
still a large tonnage. And shell molding’s effects 
extend far beyond the metal-producing and 
using industries most directly concerned with it. 

This new technique opens a new market for 
many types of industrial equipment. It promises 
faster delivery of replacement parts to textile 
mills, printing plants, and other manufacturing 


Photographs continue on page 41 
This text continues on page 44 
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Smooth surfaces, with good reproduction of costs may be higher, shell molding is to-day com- 

detail; uniform density; light weight ... these —_ peting successfully not only with sand casting, 

H . are only a few of shell molding’s advantages. but also with die and permanent mold methods. 
eve 1S They bring savings in materials, machining, fin- The photographs below show how shell cast- 
ishing, and assembly, and often improve quality ings are made. On pages 42 and 43 are shel! ma- 


e 
what it offers - at the same time. That’s why, though initial chines and other examples of shell-molded parts. 


Quality and electrical performance ,of these shell-cast transformer parts 
is excellent; yet Durez, which supplied shell resins for these items, re- 
ports finished pieces actually cost less than their sand-cast counterparts. 


oe are achieved in many ways. B-I-F Industries finds shell molding 
reproduces lettering so well that chemical feeder frame (left) no longer 
needs separate nameplate; wheel slots (right) can be cast instead of milled. 


Take a metal pattern . . . coat it with sand Division show, the process is readily adapted to 
H. and resin... heat until the resin flows... bake mass production. Yet shell molding’s basic sim- 
eve 1S until the resin cures—and you have a rigid, plicity makes it possible for small companies to 
_ durable shell ready to receive hot metal. As these _ get into the field, using low-cost equipment (see 

how at h) done pictures from General Motors’ Central Foundry page 42), or even building their own. 


Resin melts, bonds sand, so shell can be re- Mold cores, also resin-bonded, are set in place; 


Pattern is heated, then coated with sand by in- 
moved. Curing sets the resin to form a rigid mold. then shell halves are glued together by machine. 


verting it on roll-over “‘dump box”’ (foreground). 


Pouring is also conveyorized. Note that GM is _—_ Cast parts emerge from shakeout. Many can be 


Assembled shells move to casting floor by con- 
used as is; others require only minimum finishing. 


veyor in mechanized GM Central Foundry set-up. casting successfully in unsupported shell molds. 
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SHEELE MOLDING 


Recent progress in shell-making machines is pointed up by this new Beards- 
ley & Piper unit. Sand-resin metering, heating, and curing are all automati- 
cally controlled, and a finished shell can be delivered every 30 seconds. 


Moderate-sized machines, like this one at International Harvester’s Man- 
ufacturing Research Lab, also feature good design. Note indicator panel, 
foot pedal controls. IH now uses process in its truck engine production. 


Eight-station rotary machine, designed and used by WalworthCompany han- 
dles 16-by-28-inch pattern plates. Walworth’s new mechanized shell-mold- 
ing foundry also has conveyorized baking and pouring. Bakelite photograph. 
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These are 
shell machines... 


The key to shell molding is, of course, the shell. And the key to its 
progress is the shell-making machine. Pioneers in the field built their own. 
Many companies still do. But now more than a dozen machine builders 
have entered the feld. Commercially available equipment ranges from 
simple, manually operated single-station machines priced at less than $5,000 
to de luxe, almost fully automatic multistation units. 

Also coming up fast is auxiliary equipment for assembling, transporting, 
and filling the shells. Walworth Company, for instance, has a whole series 
of conveyorized units, built by Link-Belt, that tie in with the multistation 
mold-making machine pictured below. 

Development of mechanized equipment, and of the shell-molding process 
itself, may well bring a major change in foundry personnel. As O. W. 
Winter, manager of Beardsley & Piper’s Shell Mold Division, points out, 
the cleanliness of shell molding and the ease with which machines can be 
operated makes it possible to use women or older workers for all except 
actual melting and pouring of metal—and even these may become so auto- 
matic that they pose no special problems. 


Small and compact, single-patrern units take little space. Oven is at left, 


ejection station in center, dump box (also called ‘‘investment box’’) 


at right. General Electric uses this machine for research and testing. 


Adaptability of shell molding to mechanized production is demonstrated 
by this twelve-station machine. Mechanical —— Systems, Inc., says 
the unit can handle as many as 480 molds an hour, needs only one operator. 
and 
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To cast 
materials like these... 


All the common metals and many special alloys can be cast in shell molds. 
They can be used for such materials as ductile iron, and even show promise 
for hard-to-cast metals like titanium (see page 44). That versatility is one 
of the shell molding’s biggest advantages. Sand casting, too, handles a wide 
range of metals, but is less able to reproduce intricate designs; while die 
casting and permanent mold casting are both limited in their breadth of 
application. Neither of these methods is suitable for steel, or, in most cases, 
for iron. 

It’s easy to understand, then, why many companies, faced by the equally 
unhappy alternatives of casting a precision part in a second-choice material, 
or resigning themselves to high machining costs in the “best” one, have 
welcomed shell molding as an excellent compromise. 

For example, General Motors used to make intricate automatic transmis- 
sion parts of aluminum because that metal could be die-cast. Iron was the e 
preferred material, but it could not be cast to shape. Now, shell molding High-alloy steels are held to close tolerances by shell-casting technique. at 
provides the answer—and GM’s Central Foundry Division is turning the General EFlectric’s Chemical Division supplied resins to make shells for 


parts out at the rate of 4,500 a day. this experimental propeller and silicone parting agent for use on them. 
it 
{ 
= 
Nickel-silver plumbing fixtures are produced faster and at lower cost by Bronze bearings need little or no machining when shell molding ts used. f| 
shell molding. Durez points out that threads can be cast in, and the in- National Bearing Division, American Brake Shoe, which makes these, says if 
ternal reinforcing bars used in sand casting (left) are no longer needed. even the oil grooves can be cast in when they are needed, instead of drilled. fe 
i 


Magnesium shell castings (left and center) show good surface structure, as 
compared to conventional sand casting (right). This metal does, however, 2 
require special treatment in shell design and in processing for best results. i 


Light metals are readily cast in shell molds, as this pair of photographs 
shows. The aluminum part pictured above is sectioned to show soundness of 
cast metal’s structure. Durez resins were used for both shells and cores. 
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‘LL MOLDING 


sives, core binders, and other foundry products. 
These companies have also brought to the found- 
ry field their sales promotion know-how. Resin 
suppliers have developed excellent descriptive 
booklets and technical data; as have producers 
and distributors of adhesives and mold-release 
agents, and related items. 

These sources of information are well worth 
tapping. They include such companies as Bake- 
lite, Barrett Division of Allied Chemical & Dye, 
the Chemical Division of Borden’s, Dow-Corn- 


and processing industries. And, by bringing 
closer together producers of castings and chemi- 
cals, it has spurred a host of new developments 
in both fields. 

Faced by the competition of shell molding, 
sind casters, die casters, and producers of per- 
manent molded parts are improving and refin- 
ing their own techniques. 

Made aware of the needs of the foundry indus- 
try, producers of chemicals and resins are devel- 
oping new pattern-release agents, mold adhe- 


ing, Durez Plastics & Chemicals, General Elec- 
tric’s Chemical Division, Monsanto Chemical 
Company, and Reichhold Chemicals. 

The prospective user—or industrial supplier— 
will also find a good deal of information in the 
Government-sponsored research reports being 
made available by the Office of Technical Serv- 
ices, U. S. Department of Commerce. OTS also 
has a mimeographed list of patents and recent 
technical literature, designated as PB-10664OS, 
which may be obtained for 50 cents. 


What the future holds 


This year, resin producers hope to sell the foundry industry 10 million 
pounds of resin. That goal is well above last year’s actual sales, but only a 
fraction of what the potential appears to be—and will be if the present rate 
of progress continues. 

New casting techniques like that pictured below are helping to cut costs 
and increase production; the basic sand-plus-resin idea is being extended to 
other foundry operations (photograph, right); and new metals are being 
brought into the fold. Battelle Memorial Institute reports, for instance, that 
resin-bonded zirconia shells produce remarkably good results in casting 
titanium, and even regular sand shells may be usable if a suitable coating 
or wash can be developed. 

So, there is every reason to predict a bright future for shell molding—not 
only as an outlet for’ resins and other chemicals, but also as a market for 
many types of industrial equipment and as an answer to a host of product 


Standard foundry methods get a lift from shell-making techniques. Core 


(center) for complex aluminum sand casting is bonded with Bakelite phe- 
nolic resin to minimize distortion, simplify handling, reduce machining. 


design and production problems, 


Stack molding is one of many new shell-casting 
techniques. Midwest Foundry Company uses it in 
mass production of parts for consumer products. 
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Costs go down when parts are cast 20 at a time; 
and Midwest proudly reports it has shipped three 


quarters of a million so far, without a reject. 


D U 


Close-up shows how molds are arranged for 
pouring. Note provision for passage of molten 
metal through stack. Borden's resins were used. 
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CY SALESMAN ENJOYS nothing 
better than a chance to tell, with all the “He 
saids” and “I saids,” about the magic moment 
when a psychological twist, accompanied by a 
few well-chosen words, closed the big deal. 

My own favorite goes back to the middle 
1920’s, when I found raneell on the road trying, 
with spectacular lack of success, to sell Vogue 
patterns to department stores. 

A few years earlier, I had discovered that engi- 
neers were not as indispensable as they are to- 
day. I had been lucky to get a job on a news- 
paper, which had led to another job as a circu- 
lation road man for Conde Nast. That back- 
ground hardly qualified me for the role of sales- 
man or fashion expert, but I had little choice 
between making good or stopping eating. 

In those days, Vogue patterns had little repu- 
tation and practically no acceptance. The hard- 
boiled merchandising managers, who had to 
show a profit, evidenced no great interest in my 
problems or my wares. 

They threw so many road blocks in my path 
that | began to wonder whether I shouldn't seri- 
ously try to go back to my drawing board. In 


MODERN 


ITS PRACTISE ARE BOTH SIDES OF THE SAME 


THEM. WITH THE HARD SELL A DEFINITE 


THEORY OF PSYCHOLOGICAL SELLING AND 


COIN, YET THERE IS A WIDE GAP BETWEEN 


PART OF TO-DAY S ECONOMIC OUTLOOK THERE IS A 


GREAT DEMAND FOR NEW AND BETTER APPROACHES TO THE SELLING AND MERCHANDISING 


PROBLEMS THAT ARE ALWAYS PRESENT. THE 
SPECIALISTS, STUDENTS, AND PRACTITIONERS 
INTERESTING AND HELPFUL TO THE WORKING 


4 


Sit CN 


EDWARD McSWEENEY 


FIELD IS STUDDED WITH VARIOUS KINDS OF 


AND A BROAD VIEW OF THIS AREA MAY BE 
SALESMAN, 


Vice-President and Treasurer, Perkins-Goodwin Company 


desperation, I stuck to my job. And then, quite 
suddenly, I fell upon the magic formula of the 
psychological factor in selling. 

One day I decided to bypass the merchandising 
manager; I would go directly to the president of 
the store. That was when I first discovered that 
most presidents are easier to see than operating 
men. The president threw a question at me: 
“And what are you trying to sell?” 

I answered, “I’m not here to sell you. My 
boss, Conde Nast, asked me to visit this city to 
make a survey to find out whether there was a 
store good enough to handle Vogue patterns.” 

At that point, I slid some of our handsome 
colored fashion drawings onto his desk and sat 
back and waited for the reaction. It came fast: 
A personally conducted tour of the store. 

All of a sudden a whole new world opened up. 
Instead of wearing out my pants on hardboard 
chairs in anterooms, I found myself working 
against a backdrop of charming homes and de- 
lightful clubs. Presidents of stores outdid them- 
selves to convince me that they operated a better 
retail establishment than anyone else in town. 
And the contracts began to roll into the home 


RF 


office, which added to the happiness of all. 


This early lesson in the vital importance of 
the psychological factor in selling has left a 
lasting impression on me. I have never since 
ceased to marvel at the unexplored frontiers that 
await intelligent pioneering in this field. 

As the years have rolled along, the relation 
of applied sales psychology to profits has be- 
come widely recognized. By now, everyone who 
pretends to know something about selling also 
knows something—though usually by no means 
enough—about the importance of some of the 
basic psychological selling approaches. 

Advertisements of the “They laughed when 
I sat down to...” school were an early use of 
this approach. Humorous though they seemed, 
they were rooted in an appeal that many still 
rate as tops: The desire for self-improvement. 
My personal opinion is that while this appeal is 
fundamental, it has by now been greatly over- 
worked, to the point that its usefulness is rela- 
tively limited. 

Another basic approach is through the pride 
of possession, so brilliantly stated by Leo 

Continued on page 64 
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Linear Responsibility Chart— 
New Tool for Executive Control 


Compact graph gives at-a-glance visibility to complex net of authority 


and responsibilities that takes many pages in an organization manual, 


E VERY now and then, somebody 
comes up with an idea so obvious that everybody 
understands it, and miany good men ask them- 
selves, “How could I have overlooked it ‘oe Some, 
in fact, always wonder if anything so simple 
could be good, just because it is simple. 

The originators of a new and graphic method 
of analyzing and recording organizational struc- 
ture, job content, and functional operating re- 
sponsibilities, seem to have come up with just 
such a simplification of a number of manage- 
ment control devices. 

Called the Linear Responsibility Chart, it 
compacts within the limits of a single sheet 
of graph paper much if not most of the intorma- 
tion that normally would require dozens of 
pages of organization manual, organization 
charts, operating or responsibility flow charts, 
and job description write-ups to record by usual 
methods. 

The mere packing of a lot of information into 
a small space does not, of course, necessarily 
make it more readily available or easier to com- 
prehend, as anyone realizes who may have tried 
to read the Lord’s Prayer engraved on the head 
of a pin. 

The virtue of the new type of chart is that, 
in presenting much in little space, it presents 
it in visual rather than verbal form, making 
good on the fabled Chinese picture, so often 
said to be worth 1,000 words, but so seldom 
proven to be. 

Whether the Linear Responsibility Chart re- 
places the many forms of organizational infor- 
mation records whose data it summarizes is open 
to question. 

The Serge A. Birn Company, Louisville, Ky., 
consulting management engineers intro- 
duced the new chart (a simplification of a Euro- 
pean device of similar nature), think it can 
completely replace at least the usual bulky 
organization manual. 

The Controller's department of Corning 
Glass Works, Corning, N.Y., which has worked 
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ALFRED G. LARKE 
Employer Relations Editor 


out variations of its own on the basic chart, sees 
the LRC rather as a summary of information 
from many sources, handier to use than the 
original material because it is compact and 
visual. 

“It does not replace (other) accepted tech- 
niques of functional and organizational control,” 
says a Corning Glass internal memo on the sub- 
ject. “Rather, it is an important*supplementary 
tool which supervisory and other management 
individuals can use advantageously because it 
affords the opportunity quickly to scan and 
assess the actual relationship which exists be- 
tween an operating group’s employees, their 
functions, and their workloads.” (Corning Glass 
has introduced a quantitative feature into its 
version of the Linear Responsibility Chart.) 

Another consulting engineer, exposed to Birn’s 
LRC idea for the first time, described the chart 
as “a very handy tool” for executive control but 
was doubtful it could completely replace older 
methods of charting organizational relationships. 


No company has abandoned the organization 
manual as a result of adopting the LRC, but that 
is inconclusive, since the charts have been in 
use in this country only a little more than a 
year, and among a very limited number of com- 
panies. Some have never had a manual, some are 
so small it is doubtful they could afford to set 
up one or, having set it up, afford high-grade 
talent needed to keep such a manual up to date. 

What the Linear Responsibility Chart is, and 
how it presents its information, are best under- 
stood by looking at a typical one, like that made 
during a study for General Shoe Company (see 
page 45). 

In its basic form, it uses eight symbols, as 
shown, to indicate eight relationships that may 
exist between any position in an industrial or- 
ganization and any function or piece of work 
with which he may be associated as_policy- 
maker, supervisor, co-ordinator, or do-er. 

On a specially designed sheet of charting 
paper, the job titles in the department or unit of 


Netherlands consulting en- 


HiymMans 


Serce A. Birn 


gineer Ernst Hijmans is the grandparent of Serge 
A. Birn’s Linear Responsibility Chart. Attending an 
international management conference in Switzer- 
land a few years ago, Birn told old friend Hijmans 
he had quit making organization manuals for cli- 
ents because they were so complex they were often 
shelved, despite their cost, after a comparatively 
brief usage. Hijmans suggested the American try a 
kind of chart the Netherlander had devised to beat 
that complexity. Hijmans’ chart itself was much 
more complex in symbols and data it contained 
than the Linear Responsibility Chart Birn drew 
from it. Hijmans, well known in the U.S., came 
here last year to help polish up the new model. 
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DIRECTOR OF PROCUREMENT 


EXECUTIVE COMMITTEE - PROCUREMENT 


PURCHASING / / MATERIALS CONTROL 


LINEAR RESPONSIBILITY 


CHART 


FOR 


PROCUREMENT DIVISION i 
GENERAL SHOE .CORPORATION il 
it 
B G 
Analyze Economic and Market Conditions l — O O O ti 
Statistical Reports 2 
Review and Revise Procedures 3 — = 
5 Inspection - Quality Control 4 
Protect Transportation Tariffs 5 
Route and Trace Shipments 6 WORK IS DONE ; 
i 
Establish Sources of Supply 7 x KS x] +) 
Negotiate Vendor Agreements 8 se x GENERAL 
SUPERVISION 
Negotiate Material Processing Contracts 9 
Coordinate Contract Processing Operations] 10 y Y 
Maintain Cooperative Source Performance |U OVER WORK DONE 
Oo 
Research & Development -New Materials [12 A 
| Coordinate Supply Branch Operations 13 Y Y 
Develop & Interpret Comimttment Policy 14 CO Yj O OC) OC) 
Suggest Material Specs & Quality Stds. 15 — — = — DECISION ON 
| Develop Standard Material Prices 16 OC) OC) OC C) O L TED 
7, — 
Control Standard Price Variations 17 E 
] O O O O O PERSON MUST BE t 
Maintain Good Source Relations 18 OC) C) C) CONSULTED 
Coordinate Flow wth Prod. Scheduling} 19 = 
B= | 
-)| Maintain Balanced Inventory by Items 20 _— PERSON MUST BE By 
G= O O O NOTIFIED 
t 
Release & Expedite Shipments Y O C) OC) OC 
Release & Expedite Shipments 22 GZ “Yj Y || PE BE 
| Maintain Material Records 23 Y F 
oan ‘A EXCHANGE OF 
Note New & Changed Dills of Materials 24 
Maintain Good Piant Relations 25 * OC O OC) O ‘@) 
Receive Incoming Materials 26 | | lil Z 
Sort Leather & Tabulate 27 / 
z Store Materials in Warehouse 28 Y 
5 Fill Warehouse Shipping Orders 29 ||| il 
= 
Load Warehouse Shipments 30 al 
< ath 
{ B | Deliver Shipments 31 
ROUTINE 
DISTRIBUTION OF 
SUPERVISORY 
RF-SPONSIBILITIES BY | 
DEGREES 
FORM ” 231 Serge A. Birn Company COPYRIGHT i953 
Incorporated 
Typical Linear Responsibility Chart is this single-sheet description orderly progression of advancement; (4) Pointing up where on-the- al 
of Purchasing Division of General Shoe Corporation, Nashville, job training is needed to fit others for advancement. Note that sym- z 
Tenn. A tentative study proposal, rather than a chart of the situ-  bols (legend at right) in any vertical column describe the job at zt 
ation now in effect, it shows how LRC is used. General Shoe study its head; in any horizontal row, show operating responsibil.ty for aa 
was aimed at (1) More clearly defining authorities and responsibili- function at left. Other charts have been used with quantitative sym- 
ties; (2) Reassigning present personnel to jobs that company experit- bols to.tally time or to make interplant comparisons of meth ds. 
ence and testing showed them best fitted for; (3) Providing for an In most applications it has been found to be both clear and concise. 
2 IN DUS TR Y 
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VICE PRESIDENT IN CHARGE OF MANUFACTURING Fa 2) 
PRODUCT INDUSTRIAL 
PRODUCTION 
NEERING 
LINEAR RESFONSIBILITY CHART 2 ENGI ENG INEERING 
(PARTIAL) 
PROCESSING AND COST ESTIMATING 
ty 
4 t ( D G J K N oO Q R S T U V Ww xX Y Z 
DIRECT SUPERVISION 
PRESENT PROCEDURE i OVER WORK DONE 
PREPARE PRELIMINARY OPERATIONS ANY 
SHEETS (Inquiries) O [ONE Y jz 
PREPARE (FINAL) OPERATION SHEETS ANY Y SUPERVISION WITH 
(Fire orders) 3 Or ONE O Y 10 COORDINATION 
DETERMINE MAN/HOUR COSTS, ANY 
POST ON OFFRATION SHEETS OF oz Y 9 
RECONCIIE DIFFERENCES IIo 
TOTAL STEPS REQUIRED 42 = 
PERSON BE 
CONSULTED 
PROFOSED PROCEDURE 
PERSON MUST BE 
PREPARE PRELIMINARY OPERATIONS 
(Inquiries) Y O O O NOTIFIED 
PREPARF (FINAL) OPERATION SHEETS’ 
DETERMINE MAN/HOUR COSTS, - PERSON MAY BE 
POST ON OF=FATION SHE=TS le III} 6 CALLED IN FOR 
13 TOTAL STEPS REQUIRED 21 


the company are listed along the horizontal axis, 
at the top. The functions performed by the or- 
ganizational unit are listed along the vertical 
axis, at the left. In the square where job title and 
function meet, the relationship is indicated by 
the appropriate symbol. If the job has nothing 
to do with the function, the square is left blank, 
of course. 

S. H. Durst, works manager of Gamble Broth- 
ers, Louisville, Ky., manufacturers of dimension 
lumber and machined wood parts, gives this 
description, from his use of the Linear Respon- 
sibility Chart: 

“On most charts, as you look at the chart, 
you see the man’s name, his department, and to 
whom he is responsible. The duties that he 
pertorms are a separate set of instructions, usu- 
ally carried in a procedure manual. With the 
Linear Responsibility Chart, you see the man’s 
duties, what he is responsible for, and to whom 
he is responsible. 

“T think a good example of this chart would 
be to compare it to a curve sign on the highway. 
Although the sign says there is a curve, you are 
in doubt how fast you can take your car around 
the curve. If you add to that curve sign (the 
notation) 45 miles per hour, you then have a 
complete explanation, that there is a curve and 
that you can proceed around it at a safe speed 
ot 45 miles per hour. 

“Thus, a man can look at the Linear Respon- 
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Before-and-after charts, disguised, but from a real plant, show how organizational faults are detected, remedied. See text. 


bility for something that has gone amiss is un- 
likely to want to ruffle through many pages of 
an organizational manual every time the need 
occurs but he will find it simple to check re- 
sponsibility on a one-page chart that he can 
keep in his desk, or his pocket. 

The president of one sizable company, who 
has used the LRC for nearly a year now, is 
jovial about this use. “It used to be,” he says, 
“that when something went wrong, it was al- 
most impossible to pin it on anyone. Now I keep 
the chart in my desk—these men helped make it; 
it represents exactly how things are done. So, 
now when anything goes wrong, I simply open 
my drawer and take it out. There can be no 
argument, and there never is.” 

3. To spot organizational errors, and to 
make them easy to correct by making their 
faultiness obvious to everyone concerned. 

The “before” charts made in almost any organ- 
ization the consultants have studied are much 
more interesting than the “after” charts, but with 
becoming modesty, no management seems will- 
ing to demonstrate how greatly it has improved 
matters between “before” and “after.” The 
mockup chart above, a disguised version of 
a real-life before-and-after set, shows, however, 
how these faults are detected and remedied. 

The “before” chart of this pair shows a situ- 
ation that had grown up gradually over a long 
period and worked well so long as the company 


sibility Chart and also pick off the duties that 
he is responsible for.” | 

Replacement or supplement, the LRC has a 
great many uses in which its virtues are to save 
time and money, or to throw a bright spotlight 
on an organizational situation that needs study— 
or both. 

Here are some of the uses (in its brief his- 
tory of use in this country, the LRC has been 
put to most of them): 

1. To simplify and speed up the making 
of a management audit. 

Initially an advantage to the outside con- 
sultant making the audit, this is, of course, of 
advantage to the corporation under study, be- 
cause a saving in time in making the audit 
will be reflected in a saving in the cost of 
making it. 

Instead of having to make lengthy notes as 
he interviews executives, and of then having to 
study them as he converts them into a verbal 
description of the organization, the man mak- 
ing the audit can chart his facts on the LRC 
graph as he gets them—altering them, if need 
be, as he receives conflicting or additional facts. 

Birn and his associates use this method regu- 
larly now; it constitutes a kind of organizational 
shorthand that need not be transcribed. 

2. To simplify executive control and 
speed executive decisions. 

The executive wishing to determine responsi- 
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This Group Insurance plan is 
10 It your needs 


A Group Insurance plan which will suit your requirements 


is a simple matter when you call in The ‘Travelers. 


| Exact Measurements 


A Travelers Group specialist will survey 
your requirements and assemble the 
necessary data. He will show you various 
Group insurance patterns by industry 
and locality to help you in your selection. 


Sound Planning 


As your organization grows, revision of 


the original program may become de- 
sirable. Sound planning initially will 


facilitate future changes. 


With The Travelers, you are sure of 
prompt, personalized handling of claims. 
Salaried representatives, working out of 
the 239 strategically located offices, pay 
benefits under your plan with drafts 


drawn on local banks. 


Your employees are taken care of 
promptly by The Travelers wherever 


YOU WILL BE 
WELL SERVED BY lé 


Travelers 


HARTFORD 15, 


SPECIALIZING IN EMPLOYEE BENEFIT PLANS FOR 


OVER FORTY YEARS 


and whenever misfortune may overtake 


them. 


If you’d like a Travelers Group spe- 
cialist to study your Group insurance 
requirements and design a tailor-made 
plan for you, please fill out the coupon 
below, attach it to your letterhead— 


and 
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I'd like a Travelers Group specialist to 
make a study of my Group insurance 


requirements, 


Approximate number of employees ........ 
DR-9 
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scrap 


market... 


If you are a steel user with scrap to dispose of, you might 
wonder if you'll be affected as the trading in scrap futures 
starts on the Chicago Mercantile Exchange. The Exchange 
believes that “‘hedging’’—(the trading of cash and future 
sales simultaneously to reduce loss in a down market) will 
justify trading of scrap as a listed commodity. Some degree 
of price stabilization may also result. But to every steel 
user, scrap represents a loss. Whatever the price of salvage, 
it will only be a small percentage of the price of good steel. 

Futures market or no, scrap is something you can profit- 
ably do without —and there is still one best method to avoid 
scrap losses. That is to order just the steel you need from 
Ryerson —cut to size and ready to use. Avoid carrying large 
stocks that tie up capital and may become obsolete and 
finally have to be scrapped. Let Ryerson worry about the 
scrap and shorts. We are set up to dispose of them efficiently 
as a regular operation of our business. Thus you can avoid 
unprofitable scrap handling and selling... free your men, 
machines and dollars for other work. 

Your nearby Ryerson plant is completely equipped with 
modern sawing, shearing and flame-cutting machines so that 
every kind of steel can be quickly and accurately cut to any 
size and shape. So keep scrap out of your future. Call 
Ryerson for quick delivery of steel tailored to your exact 
requirements. 


RYERSON STEEL 


Principal products: Bars, structurals, plates, sheets, tubing, 
alloys, stainless, reinforcing, machinery & tools, etc. 


ures 


will it help or hurt you? 


LINEAR RESPONSIBILITY CHART 


Was operating under large, long-run 
contracts. Too many production su- 
perintendents, however, shared au- 
thority to make binding decisions 
on sequence of operations and other 
processing details. Time spent in 
reconciling differences was great— 
often two hours per man weekly for 
as many as fifteen men. But, when 
competition forced the company to 
go out for new business aggressive- 
ly, the old methods became suicid- 
ally cumbersome. 

Bids were late, friction increased 
among the many men who had au- 
thority to decide. Eventually, one 
week, it took six meetings, totalling 
twelve hours, for each of those in- 
volved, to come to a common deci- 
sion. At this point, the Linear Re- 
sponsibility Chart made clear why 
the company was falling behind. 

The conditions had existed be- 
fore. Management knew something 
was wrong. But what was wrong, 
and in what way, did not become 
clear until a graphic display like 
this made it clear. The “after” chart, 
concentrating decision in a few 
hands—the proper ones—and giv- 
ing only consultative authority to 
the others, straightened the problem 
out. 

One measure of the method’s suc- 
cess was the reduction in “steps re- 
quired” to settle methods from 41 
to 21. Hours saved were almost 
geometrically proportional. 

4. To facilitate changes in as- 
stgnments of duties and author- 
ities when a change in leading 
personnel occurs. 

Because a new top man usually 
handles his job differently from his 
predecessor, delegating some things 
he did himself and taking on re- 
sponsibilities he assigned to others, 
a shift in the work of lower-ranking 
management is required, too. This 
is the point at which maintenance 
of an unwieldy organization man- 
ual is first apt to break down. With 
responsibilities and authorities re- 
corded visibly on a single sheet, as 
in LRC, the necessary changes are 
easy to make. 

5. Realignment of tasks when 
activities are expanded or con- 
tracted because of varying bust- 
ness. 

6. To check on whether a 


Continued 


stead of executive. 

7. To compare methods and 
operation of similar depari- 
ments in a multiplant opera- 
tion. 

Corning Glass Works did this 
kind of comparative study of ac- 
counting departments in fourteen 
plants with the expenditure of about 
ten man-weeks of time. Using sym- 
bols of its own devising, instead of 
those proposed by Birn, it was able 
to get a quantitative measure of 
time spent on the various functions 
listed at the left of the chart, as well 
as of the work done by each indi- 
vidual in the vertical columns. 

When the charting survey was 
finished, data was available for 
changes: Time per employee spent 
in payroll preparation varied from 
plant to plant, as did ‘also total 
accounting personnel per employee. 

These results spotlight areas for 
further study: Are the wide varia- 
tions justified in each case, or can 
a better method be picked up from 
one plant and made standard pro- 
cedure in all plants? 

The charting, as R. C. Koch of 
Serge A. Birn Company points out, 
aids in an effort to make accounting 
“a dynamic, not a static function” in 
the company’s business, to “take a 
hand in making its history, not re- 
main satished with recording it,” as 
is often the case. 

Other uses of the new chart sug- 
gest themselves to almost every ex- 
ecutive who begins studying them. 
One feature of their adaptability is 
that although they record facts in 
a dramatically usable way, the facts 
may be used in pursuance of any 
organizational theories the user may 
favor; they do not require adher- 
ence to any given type of policy. 

One additional fact needs to be 
stressed, however. Despite the ap- 
parent simplicity of the charting, it 
still requires expert knowledge to 
construct. The Birn organization 1s 
supported in this warning by the 
experience of Corning which says: 
“It should be strongly emphasized 
that serious thought and attention 
must be given to the selection and 
phrasing of the descriptive catego- 
ries shown (on the left of the chart) 
so that conclusive but not overly 


detailed descriptions are employed. 
Otherwise, serious misrepresenta- 
tions of the true and factual situa- 
tion can result.” 


JOSEPH T. RYERSON & SON, INC, PLANTS AT: NEW YORK e BOSTON e PHILADELPHIA 
CHARLOTTE, N. C.e CINCINNATI e CLEVELAND e DETROIT e PITTSBURGH e BUFFALO e CHICAGO 


given executive is putting too 
MILWAUKEE e ST.LOUIS e LOS ANGELES e SAN FRANCISCO e SPOKANE e SEATTLE 


much time or effort into routine 
activities — or supervisory — in- 
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oth these men are skilled carpenters in a way home with one blow, leaving his other There’s no obligation. He'll be glad to tell ait 
wood products shop, and can drive home a __hand free to hold the work. Greater “reach” — you honestly whether stapling can save you it 
nail as fast and true as anybody. But when helps him cover much more area from one — money. ay 
they raced each other on a latticework job standing position. No more “mouthing” of Look up “Bostitch” in your phone direc- “| 
—one with ordinary hammer-and-nails. the nails, either! tory or write us. i 
other with a Bostitch H4 Stapling Hammer— This is just one of 800 kinds of Bostitch i 
staples won over nails 4 to 1. and with cost staplers that trim time and costs on thou- FASTEN IT BETTER AND FASTER WITH | 
savings of 60% in time and materials. sands of different fastening jobs in factory lk 
The shop foreman reports still more ad- — and office as well as in the building trades. 4 
vantages of stapling. One °4” staple is more To help you pick the right stapler for the i 
rigid than two 34” nails. The staple won't job, Bostitch has 325 Economy Men in 123 i 
loosen because its legs diverge inside the cities in the U. S. and Canada—by far the — . PLE 4 it 
wood. bracing against wea des when under _ largest and best trained group of its kind. | 

severe strain. Check over your own fastening methods 
. ‘ . FREE time and money saving hulletins 
[he carpenter can drive a staple all the your nearest Bostitch Economy Man. Gon 

1 BOSTITCH, 669 Mechanic St., Westerly, R. I. 
I want to fasten: 

[ rubber a fabric i 

__) light metals roofing 
| + 
Desk staplers Name | 
Motor and air Company 
. 
Stapling | driven staplers | Address 
MODERN IN DUS TR Y SEPTEMBER 19354 | 
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3 Oil heat — automatic, dependable, econom- 
ical — is a symbol of comfortable living in 
homes everywhere. 

Many of America’s best known oil burner ae 
manufacturers depend upon Emerson- 
| Electric motors to keep their units operat- 
ing efficiently. 
i! Emerson-Electric builds motors for special- 

ized applications such as oil burners, and 

for all types of equipment where depend- 
> ability and long life are of first importance. 
we It has done so for 64 years, and offers 3 
= standard motors in ratings from 1 20 to 
ie 5 h.p., and hermetic motors 1/8 to 20 h.p. 
a Your inquiry is invited. 
: THE EMERSON ELECTRIC MFG. CO. 
St. Louis 21, Mo. 
Write for these 
: Emerson-Electric 
| 
| Manufacturers requiring motors 
a 1/20 to 5 h.p. can profitably use these reference ee 
oh guides. Specifications, construction and ee 
My performance data are included for these motors: ; Bui 
M439-A Capacitor-Start (© M439-E Oil-Burner 
M439-B Split-Phase [) M439-F Jet Pump 
M439-C integral M439-G Blower 
) M439-D Fan-Duty 


; 
| 
4 
ae 


A pPARENTLY little affected by the 
recent recession in general business, sponsored 
films are almost as numerous as new ideas. Pro- 
ducers are expanding their staffs and facilities to 
meet the constantly growing demand from busi- 
ness men for new films, resulting from an in- 
creased awareness of the power of the screen and 
the insatiable appetite of TV for interesting busi- 
ness films. 

The quickening pace of competition has 
helped stimulate the interest in films as a force 
for moving goods and influencing people. While 
hard-selling sales films have appeared with in- 
creased frequency in recent months, business 
men are not averse to paying the tab for docu- 
mentary or public information pictures which 
find ready audiences in the uncounted millions 
among TV viewers. However, sponsors have in 
no sense forsaken the responsive audiences for 
16-mm. films in clubs, churches, schools, asso- 
ciations, and plants where the impact of a film’s 
message is probably more pronounced and more 
quickly acted upon. Reflecting the cost-conscious- 
ness throughout business, many companies are 
putting their pictures to double duty and more. 
Some films are reshaped by preparing several 
versions of varying length from the same toot- 
age, for boosting employee morale, wooing cus- 
tomers, vestibule training, community relations, 
and public relations on TV. 


Economics Made Painless 


It’s Everybody’s Business (22 minutes, col- 
or). Many business spokesmen are adamant— 
and rightly so—in insisting that there is an en- 
deavor even more basic than selling goods and 
that is: selling the “American Way of Life.” 
This highly essential exercise of perpetuating the 
clement climate for profit-making has been made 
much easier by this new animated cartoon which 
tells in a most polished manner the story of the 
competitive enterprise system. Scheduled for 
both theaters and TV, the film should be most 
effective when used directly by business men. 

By coating the economic facts of life with hu- 
mor and verve seldom found outside Holly- 
wood’s entertainment cartoons, John Sutherland 
(who produced the film for the U. S. Chamber 
of Commerce in co-operation with E. I. du Pont 
de Nemours & Company) has created perhaps 


N 


FILMS for Management 


How business men are using films to improve human rela- 
tions, catch customers, educate employees in economics, 


and carry the company story to the general public. 


the outstanding picture of its particular class. 
Since the film translates such intangibles as the 
functions of advertising, profits, investment, and 
productivity into pictorial terms, without neglect- 
ing the everyday life of the man on the assembly 
line, it should appeal to audiences as varied as 
America itself. 

Although it grew out of Du Pont’s economic 
education program, the film has uses other than 
the indoctrinating of employees in economics. It 
should be a strong morale builder at sales meet- 
ings and conventions, be apposite for company- 
community relations, and serve ably to carry the 
business gospel to schools, churches, veterans’ 
groups, women’s clubs, and many others. 

Prints (16 mm.) can be rénted for 30 days for 
$15 or purchased for $130 from the Education 
Department, Chamber of Commerce of the U.S., 
1615 H. Street N.W., Washington 6, D. C. With 
each print goes a promotion kit which contains 
a discussion leader’s guide, posters, flyers, and 
a handbook on using the film effectively in the 
local community. 


How to Put Heads Together 


All I Need Is a Conference (30 minutes, 
b&w). The obscuring smoke of heated contro- 
versy that rises too frequently over conference 
tables emanates from slow-burning fires within 
the individual. This is one of the many conclu- 
sions offered by this new film which was made 
by General Electric to train executives in the 
techniques of conferring without confusing. 

Not designed for developing full-time pro- 
fessional conference leaders, the film instead is 
devoted to showing management men how to 
reduce the wasted time, ruffled feelings, and in- 
decision found in many business conferences. 

Dramatically demonstrated is the rather com- 
mon business vexation of cancelled orders re- 
sulting trom production delays along with its 
surprisingly skilful solution during a supervisors’ 
conference. While it was made specifically for 
GE, the film is in no way limited to that com- 
pany: no GE products are mentioned nor are 
the procedures specialized ones. The interplay 
of various kinds of conference participants is 
illustrated as the leader sensitively and impar- 
tially works to banish apathy, antagonism, and 
indecision. His most essential act is to help the 


In the Beginning 
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What's so Attractive about a 
Plant Site in the 
Hampton Roads Port Area? 


if you serve extensive domestic and 
worldwide markets. 


Much— 


Functioning as one port unit, the Ports of Hampton Roads 
—Newport News, Norfolk, Portsmouth and South Norfolk 
—provide direct rail-to-ship service and many modern 
facilities which make for speed and economy in the assembly 
of raw materials .. . and fast and more profitable distribu- 
tion of finished products to principal markets. 

Nine major railroads; 273 steamship lines; nearly 300 
wharves, piers and docks; 215 acres in warehouses 
and transit sheds; and many other diversified and special 
port features — plus the fact that the Hampton Roads Port 
Area is rich in business and industrial advantages . . 
with plenty of dependable electricity available—make this 
area at the “TOP OF THE SOUTH” an ideal location. 


For a complete answer to: “What's So Attractive About 
a Plant Site in the Hampton Roads Port Area?’’—com- 


municate with us for full, accurate and confidential 
information. 


AREA DEVELOPMENT DEPARTMENT 


VIRGINIA ELECTRIC AND POWER COMPANY 


RICHMOND 9Q, VIRGINIA 


men at the table find their own so- 
lution so that they will think of it 
not as a ukase from above but as 
their own handiwork, thus insuring 
its enthusiastic support and creat- 
ing a greater sense of participation. 
To achieve this result, even the par- 
ticular seating arrangement—where 
to place the idea-men, the Cassan- 
dras, and the reticent—has to be 
considered by the conference leader. 

Rather unusual is the manner in 
which GE is using the film: it is 
shown at least twice to present and 
potential conference leaders within 
the company and followed by dis- 
cussion periods somewhat similar to 
the one in the film. Not intended to 
stand alone, the film is an integral 
part of the entire human relations 
program at GE for in addition to 
stressing the special techniques of 
conferring, it also illustrates the im- 
portance of group decisions and the 
fragility of human feelings. 

A copy of this film, in which 
mention of GE is limited to a credit 
line, can be purchased for $165 from 
Henry Strauss & Company, Inc. 
(the producer), 668 Fifth Avenue, 
New York 19, N. Y. Along with the 
film go a detailed manual on using 
the picture for training purposes 
and a primer on conducting conter- 


ences. 


Risky Business 


The Story of Colonel Drake 
(29 minutes, color) recounts with 
what has been described as “roman- 
tic accuracy,” the suspenseful tale 
of the man responsible for the first 
successful oil well. Played by Holly- 
wood star Vincent Price in a most 
oleaginous manner, Edwin L. 
Drake emerges in this impressive 
film as one of the most vivid char- 
acters encountered on the business 
screen. Intimations of Drake’s later 
failures (which are not mentioned, 
of course, in this roseate promo- 
tional picture) seem somehow to be 
suggested in this perceptive por- 
trayal. 

Since the theme of the picture 
(made for release during Oil Pro- 
gress Week, October 10-16) is the 
extreme riskiness of drilling for oil, 
some mention of Drake’s subse- 
quent failures would perhaps have 
added an extra touch of realism. 
Nevertheless, the film is an absorb- 
ing period piece, offering little 
known information about the birth 
of the oil industry. It is an impor- 


Y¥ E W 


tant part of the oil industry's new 
public relations campaign which in- 
cludes radio and newspaper ads, 
booklets, posters, and other media. 
Sponsored by the American Petrol- 
eum Institute, the film was made, as 
were the five other motion pictures 
in recent years, under the supervi- 
sion of Film Counselors, Inc. and 
the Oil Industry Information Com- 
mittee. Produced by Roland Read 
Productions, it is available free from 
the American Petroleum Institute, 
50 West 50th Street, New York 20, 
N. Y. 


Old Fossils and Business 


In the Beginning (28 minutes, 
color). One of the most distin- 
guished pictures sponsored by 
American industry, this foray into 
the field of geology is a vivid exam- 
ple of the public service film. 
Through the most dexterous camera 
work, the entire history of the earth 
before man is unfolded. The re-en- 
actment of the epochal events to 
which no human bore witness (but 
which are written in stone on the 
Grand Canyon) was achieved by 
catching on film some of the most 
including floods, 
and other 


unusual 
volcanoes, 
unlikely occurrences. 

The rationalization of the spon- 
sor, the Socony-Vacuum Oil Com- 
pany, Inc., in footing the bill was 
quite redolent of the strata on the 
Canyon’s walls. On one level was 
the company’s interest 1n promoting 


scenes, 
sand storms, 


geology among high-school audi- 
ences; on another was the effort to 
promote the Canyon in connection 
with the annual Mobilgas Economy 
Run. A third more mundane con- 
sideration was the fact that the 
Coast Lines of the Santa Fe Rail- 
road (which carries Grand Canyon 
tourists) is a very important cus- 
tomer of the Socony-Vacuum Com- 
pany. There are no clumsy pane- 
gyrics in the film about the com- 
pany’s destiny in the order of crea- 
tion. Instead, mention of the spon- 
sor is limited to simple credit lines 
at the start and end of the film. 
While the film should have most 
appeal for school church 
groups, it would be a worthwhile 
addition to any employee movie 
program where its obvious creative- 
ness should provide respite from the 
usual trite travelogs. This prize- 
winning film is available free from 


the distributor, Modern Talking 


and 
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automation 

halted at your 
assembly 


The fasteners you use can often bring you the economies of “automation” 


Even production experts are amazed at the way one manual operation after 
another can be eliminated in modern high-speed plants. Only the assembly __, 
phase of production continues to resist automation in many industries. And, 
frankly, the least responsive part of the assembly line has been “fastening.” 
Nevertheless, many manufacturers have learned that great progress can be 
made. While many operations must continue to be manual, the use of 
specialized fasteners can eliminate many operations. The Self-tapping Screw, 


other fasteners 


assembly 


PARKER-KALON 7. original 


Self-tapping Screws, Cold-forged socket screws and 


ip ite itt OK 


for example, which Parker-Kalon originated, does away with the need GENERAL 
for tapping, nuts, lock washers, soldering, inserts. q p 
Talk to a Parker-Kalon assembly engineer about the ideal fastener for ( I 


your products. He may also be able to suggest automatic equipment 
which can eliminate many operations and parts. 

Then, your nearby P-K distributor is always at your service with Parker-Kalon Division 
supplies and good production counsel. 


GENERAL AMERICAN TRANSPORTATION CORPORATION 


200 Varick Street * New York 14, New York 
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Shipper Hits Savings Jackpot © 
new Unitizing Method! 


A Signode unitizing method that can work for you! 


Shipping textile machine parts always was costly for one manu- 
facturer until he called in a Signode fieldman. A new strapped 
Unit-Pack was designed and tested—and the manufacturer soon 
realized that he had hit the jackpot in savings! He saved 
74.2%, in labor 74.0%, in overhead 
57.7 °%, in materials 55.2% in container cost 
26.0%, in freight 


Here’s the story: The manufacturer was shipping two cylinders 
for spinning or twisting frames. Becoming conscious of shipping 
costs, he sought a way to reduce his expenses. The Signode field- 
man offered the solution—a double carton secured with tensional 
steel strapping. 

Unitizing your shipments with steel strapping may turn expense 
into profits—damaged goods to safely delivered goods. It costs you 
nothing to find out what can be done. Send for our folder showing 
6 BASIC WAYS OF UNITIZING! 


Steel Strapping Co. 


2665 N. Western Ave., Chicago 47, Ill. 


In Canada: Canadian Steel Strapping Co. Ltd., Montreal * Toronto 
Offices coast to coast—Foreign Subsidiaries and Distributors World-Wide 


Picture Service, 45 Rockefeller 
Plaza, New York 20, N. Y. 


Art of Automation 


Technique for Tomorrow (28 
minutes, b&w) has stirred excite- 
ment in many industries for it tells 
the clear graphic story of how auto- 
mation has turned Ford’s Cleveland 
Engine and Foundry Plant into a 
showcase where one can gain a 
glimpse of the face of the future. It 
describes the automatic machinery 
and streamlined methods which 
have reduced substantially both the 
processing time and the labor cost 
involved in producing automotive 
engines. Conceived as a public rela- 
tions film, it has proved most efh- 
cacious for Ford plant showings to 
quiet apprehensions about techno- 
logical unemployment. For the 
theme is that men are upgraded to 
better work when the heavy, la- 
borious jobs are left to machines. 

Through an enviable blend of 
outstanding photography, — crisp 
commentary, and mood-setting mu- 
sic, this film 
much of the poetical power of the 
modern factory in which the cast- 


manages to evoke 


ings move about like buxom bal- 
lerinas. Produced by Ford in co-op- 
eration with MPO Productions, 
Inc., it is available free from the 
Film Library, Ford Motor Com- 
pany, 15 East 53rd Street, New 
York 22, N. Y.; libraries are also lo- 
cated in Richmond, Cal., and Dear- 
born, Mich. 


Inside Story of Stampings 


Stampings for Electronics (20 
minutes, color) offers exemplary 
evidence of the manner in which a 
small company (140 employees) can 


put films to work in advertising 
and public relations. Produced on a 
rather stringent budget, it avoids 
the cumbersome and unnecessary 


YOU'D BE AMAZED 
at the things the 


Soft Drink Industry NEEDS 


@ A bottle of soft drink seems so simple. Until you step 
into a soft drink plant—any one of the 5600 independent 
plants around the country. 


@ Then, be prepared to see a mighty array of machin- 
ery and equipment, containers, supplies, and finished 
goods ready for distribution. Get set to meet one of 
America’s progressive business men, constantly on the 
lookout for new ways to produce and merchandise a 
better soft drink. 


@ The soft drink industry represents more than a billion 
dollars of annual sales. It can be a new market for your 
products. 


@ But, you can’t run around the country visiting all of 
the industry’s plants. So, we suggest you meet all soft 
drink manufacturers at once. In one place, at one time. 
At the annual International Soft Drink Industry Exposi- 
tion—to be held this year in Philadelphia Convention 
Hall, November 15-18, 1954, concurrent with the indus- 
try’s annual convention. 


@ Owners and operators of the industry’s plants go to 
this event, every year without fail, looking for new ideas. 
Many suppliers have found brand new markets they 
never suspected existed just by talking with those in 
attendance. 


@ Put your products on display. Or, come to the expo- 
sition and see its possibilities. For complimentary admis- 
sion tickets and complete information on available space, 
write to the industry’s national association. 


AMERICAN BOTTLERS OF CARBONATED BEVERAGES 
1128 Sixteenth Street, Northwest ¢ Washington 6, D. C. 
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plot frequently found in the nuts- 
and-bolts picture. Instead, it offers 
a straightforward, fast-moving tour 
of the modern plant in Queens Vil- 
lage, N. Y., which produces millions 
of precision parts each day for the 
electronics industry. While the film 
was produced for the purpose of 
taking the plant to the customer, 
others should find it worthwhile. 
Produced by Farrell & Gage Films, 
Inc., it is available from John Vol- 
kert Metal Stampings, Inc., 222-34 
96th Avenue, Queens Village, N. Y. 


New Catalogs 


® ‘Two new editions of film cata- 
logs are somewhat alike in offering 
a pleasant mixture of entertainment 
and education. The 1954-1955 cata- 
log, General Motors Motion Pic- 
tures, describes and shows illustra- 
tions from more than 50 films rang- 
ing from ten minutes to one hour 
in length (most are 20 minutes or 
less) which may be borrowed free. 
Among the topics treated in the 
films are economic education, sales- 
manship, labor-management har- 
mony, safety, conducting meetings, 
sports, and engine operation. A copy 


of the catalog may be had by writ- 
ing to Department of Public Rela- 
tions, Film Section, General Motors 
Building, Detroit 2, Mich. 

The new edition of Motion Pic- 
tures from Ford Motor Company 
offers free some of the most distin- 
guished documentaries of recent 
years including The American 
Farmer, The American Road, and 
others. A copy of this catalog of 28 
films may be had free from Film 
Library, Ford Motor Company, 15 
East 53rd Street, New York 22, 
N. Y. 


@ It is difficult to envision a more 
practical group of films than those 
listed in the illustrated catalog, 
Aetna Educational Films, distrib- 
uted by the Public Education De- 
partment, Afhliated Aetna Life 
Companies, Hartford 13, Conn. For 
here are gathered 25 lively films 
ranging from five to 22 minutes 
concerned with such vital subjects 
as first aid, proper artificial respira- 
tion, safety in accident prevention 
in industry, at home, on the high- 
way, while hunting, fishing, boat- 
ing, skiing, and, in addition, fire 
and crime prevention. 


are distinctive, don’t you? 


Certainly think those Morton Salt ads 


Yes, and they've got a 
selling thought strongly 
registered, too. Needham, 
Louis & Brorby* does them. 


* Here are the clients of Needham, Louis & Brorby... 


Campbell Soup Company 


Cummins Engine Company, Inc. 


The Eagle-Picher Company 


Household Finance Corporation 


S. C. Johnson & Son, Inc. 
Kraft Foods Company 
Macwhyte Company 


Monsanto Chemical Company 
Wilson Sporting Goods Co. 


NEEDHAM, LOUIS & BRORBY, Inc. Advertising 


135 South La Salle Street, Chicago 3, Illinois 
New York 


Chicago 


MODERN 


Morton Salt Company 

The Peoples Gas Light and 
Coke Company 

Phenix Foods Company 

The Quaker Oats Company 

State Farm Insurance Companies 

Wieboldt Stores, Inc. 

Wilson & Co., Inc. 


Hollywood Toronto 


Control Today’s Costs 
PRINT the Weight! 


New Toledo Printweigh Scales meet your needs today for. 


closer cost control! Stop human errors in reading, remember- 
ing, recording . . . provide accurately printed weights with 
split-second speed .. . accurately recorded! 

Printweighs are available for dial type scales in the great 
new line of Industrial Toledos! 44 new features include... 
new clean-line design . . . double-pendulum mechanism in 
One-piece sector... lifetime fulcrum. Send for new condensed 
catalog No. 2001. Toledo Scale Co., Toledo 1, Ohio. 
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Operator’s 
Control Station 


‘ | BUILT AND APPLIED BY RELIANCE 


Control Unit 


Adjustable-Speed 
Drive Motor 


RELIANCE 


ie 1066 Ivanhoe Road, Cleveland 10, Ohio ° Sales Representatives in Principal Cities | 
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PRODUCTION EFFICIENCY IN EVERY INDUSTRY 


. «Driving Everything from Machine Tools to Paper Machines | 

| 

i 

{ 

If you’re looking around for ways to. standing performance on machinery in ! j 
improve your profit ratio—then take a __ paper, steel, machine tool, textile—in fact, f 


look at these Tools of Automation: They in every industry. 
include Reliance motors, adjustable-speed 


The nearly 50 years of practical, first-hand 
drives, electronic controls, and applied 


experience Reliance has in developing, ait 


engineering. They’ve made a lot of com- 

5 y building and applying the Tools of Auto- 

anies a lot more competitive. Tere { 

P P mation are available to help you automate a 

is 

They are used in the world’s largest and _ single machine...a process...or a complete i} 

most completely automated engine plant. production line. For all the facts, write for our e) 

And you will find them delivering out- —_ new booklet, “The Tools of Automation.” 

A-1485- et 

| 

In a camshaft production line, Reliance VeS Drive systems provide step- On a high-speed newsprint machine, the Reliance V*S Drive system pro- ) 

less, easily adjustable speeds for fast, precision machining. Optimum cut- vides unsurpassed accuracy and dependability, maintaining precise speed F 

ting speeds extend tool life, reduce downtime. relationships and correct draw adjustments between all sections. Bt 
M ODER #N SEPTEMBER 1954 e 59 
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The Business 


Executives often are required to solve diversified problems; their re- 
sponsibilities extend over wide areas. Here are fifteen questions about 
some aspects of management: take 10 points for each correct answer. 
The well-rounded executive should score at least 100. The answers to 
5, 7, and 12 are based on informed opinions; they ‘are admittedly 
debatable. The answers are on page 168. 


l. Every state requires an employer to carry | unaware of his ignorance in some areas, he is 
this kind of insurance: 
lire 
liability 
workmen’s compensation 


automobile 


given to snap decisions which are often wrong. 

For example, he recommended the construction 

of a new warehouse, estimating that it could 

save $250,000 annually over previous rental costs; 

no saving resulted. What would you do with 

him. 

[J a.) confine his activities to the field in which 
he is expert 

[J b.) ridicule him every time he makes a mis- 
take 

[Jc.) give him special projects requiring an 
unusual amount of analysis and careful 


study 


2. Are all employers subject to the Taft-Hart- 


ley Law? [] Yes [] No 


and runs over a man. The truck driver deliber- 


ately strayed from the regular route you in- 
structed him to follow, hit the man on a street 


not on this regular route. Are you liable for the ‘. 

injury he caused? [] Yes [] No 

3. How many businesses may a single corpora- 5. As a high executive in a large corporation, 
On Operate: laine acs you are responsible for the training and guidance 


of a group of junior executives. One of these 


4. While making a routine delivery, one of young men rose to his present position because 
your truck drivers drives at an excessive speed of his outstanding ability in a specific line. But 
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BEFORE YOU BREAK GROUND 


tt 

| 

Construction of a new plant starts when the steam shovel takes its first bite of earth. But A 
the actual building process begins before you break ground. i 


It begins when the need for new plant facilities is recognized and engineers are called into 
action. Then it develops on the drawing board—through plant layouts, working drawings, 
engineering specifications. It requires consideration of engineering and production tech- mm 


niques—analysis of all factors that must be taken into account before construction can start. | 


Ebasco skilled engineers and constructors have experience in every phase of the building 
process—from preliminary planning right up to a plant’s successful operation. This expe- | 
rience has enabled Ebasco to complete more than two billion dollars’ worth of new plant 
design and construction for many industries, in many parts of the world. 


The engineering and construction firm you select to design and build your plant may well | 

hold the key to its future success. If you are considering such a project, send for our booklet, 
“The Inside Story of Outside Help.” It describes our engineering and construction i 
services as well as the wide range of consulting services Ebasco offers business and industry. : 
Write: Ebasco Services Incorporated, Two Rector Street, New York 6, New York. r = 
| 


No obligation, of course. 
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IN COST PER TON MOVED 


Properly applied, belt conveyors are by 
far the lowest cost means of transport- 
ing or elevating bulk materials. Now 
more than ever, their labor and money- 
saving advantages are important... 
and more readily available with the 
advent of the B-G Redi-Fab Series of 
Belt Conveyors. A specific segment of 
the vast Barber-Greene line, the Redi- 
Fab Series includes those belt con- 
veyors most frequently needed. These 
have been separately and conveniently 
cataloged in a wide variety of small 
increments of width, length and horse- 
power. 


fod 


Standardized Feec 
end Accessories 


Actually, you can select your Redi- Fab Conveyors iad order the “standard- 
ized’ components directly from this catalog — with the assurance that every 
variable is correctly related as to size of drive, horsepower, etc. An entirely 
new approach to conveyor selection, Catalog RF enables you to lay out your 
conveyct on a unique Redi-Fab layout sheet. 
eliminated. Quotation and delivery time are cut to a minimum. Write for a 
copy. Barber-Greene Company, Aurora, IIl. 


ipany of engineering and manufacturing experts, developing and building 
ines . for loading, unloading and ‘bulk materials ... for mixing and 


placing bituminous (‘black top’’) pavement . 


62 


| MAN-POWER 
@ AND MONEY 


BELT CONVEYORS 


. for ditching . 


250187 


ERECTION TIME 


Redi-Fab Series components— 
truss sections, drives, takeups, 
power units, terminals and 
complete accessories — are 
carried in stock as “‘packaged” 
off-the-shelf units. All units 
and packages are clearly 
marked for easy assembly. 
All the engineering has been 
done at the factory. Redi-Fab 
Conveyors can be assembled 
quickly by a few semi-skilled 
men. Likewise, they can be 
easily lengthened, shortened, 
moved or otherwise altered to 
meet new conditions or serve 
on a completely new job. 


Costly engineering time is 


206 


._ for snow removal. 


6. Running machines on a three- 
shift basis reduces the cost per unit 
of output by distributing machine 
depreciation over a larger number of 
units. 


True False 


7. You are the president of a com- 
pany with sales of $1,000,000, your 
sales manager is ready for retire- 
ment and must be replaced. The 
most likely candidate for the job is 
Mr. Xyz, a very ambitious and capa- 
ble young man who took over one 
of the regional operations of the 
company and made it the most 
profitable of all operations. But 
there is no one in the organization 
can replace Mr. Xyz in his 
important position. What 


who 
present 


will you do? 

[] promote Mr. Xyz, try to hire a 
replacement for him 

[-] leave Mr. Xyz where he is, hire 
an outsider 
ager’s job 


for the sales man- 


8. Three of these are methods of 
sales forecasting; which is not? 
[_] sales force composite 
LJ end use analysis 
(J jury of executive opinion 
[J statement analysis 


9. The number of employees cov- 
ered by a profit-sharing fund or a 
pension trust is closest to this figure: 
10 per cent 
25 per cent 
33 per cent 
50 per cent 


10. The making and keeping of 
records is the biggest consumer of 
salaries, space, and equipment of 
all the housekeeping activities of 
American business. The estimated 
cost of creating the contents of a 
five-drawer filing cabinet is closest 


to this figure: 

$500 $3,500 

$1,500 $5,000 
11. Match the term with its defi- 


nition: 


a. operating budget ... . ( ) 
b. financial budget ... ( ) 


1. estimates source and application 
of funds to meet current business 
requirements, 

2. estimates items which enter the 
determination of net income. 


12. People always perform better 
at jobs they like than at jobs they 
don’t like. 
True False 

13. Which pays the lowest rate 
of income tax? 

(J partnership 
corporation 


individual 


14. The more efficient executive, 


is likely to organize his work in this 
fashion: 


[Ja.) keep in touch with routine 
operations by doing as much of the 
work as possible himself 


[-]b.) delegate as much of the 


work as possible to the employees 


15. Three of these are legal rights 
of stockholders; which one of them 
is not? 

[ Ja.) To have the management 
act in the corporate interest only. 
[]b.) To attack the legality of a 
dividend after he has accepted it. 
c.) To inspect the books. 

[J d.) Non-discrimination among 
shareholders. 
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NEW BULLETIN 34 Simplifies Selection of 


For Conveying and 
i 
DIAMOND cunin come any, 
} 
systems, sorting, timing and feeding mechanisms and for the handling > 
materials, containers, parts in process. For such functions, Diamond | n | 
Double-Pitch Conveyor Chains are made in a great variety of types and 
"sizes. Attachments can be located at intervals desired and may be of 
the bent or straight type, extended pin, pusher or cradle type. F = i} 
- moderate speed transmission of power the Diamond Double-Pitch Power ts : | | 
_ Transmission Chains provide light weight with complete dependability, | 
long life, attractively priced. 
_- The 32 pages of New Bulletin 34 carry ohcaaand and complete tables eo 4 
for easy selection. Just off the press, a oer is Bags for the asking. | 4 
"Teor out ‘the now. 


DIAMOND CHAIN COMPANY, Inc. 
Dept. 422, 402 Kentucky Ave., Indianapolis 7, Indiana 


CLIP COUPON AND MAIL! 


Offices and Distributors in all Principal Cities 
Please refer to the classified section of your local telephone 4 Diamond Chain Company, Inc. i 
directory under the heading CHAINS OR CHAINS-ROLLER ; Dept. 422, 402 Kentucky Ave. 
DIAMOND 

i 

: Please mail a copy of your New Bulletin 34 to: i 

DOUBLE-PITCH CHAINS } 

AND SPROCKETS Fim Nome 

' 

Add 

TRADE MARK 

: City Zone State 4 
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When Bill, Joe, and the other boys are con- 
tent—when there’s a song in their hearts— 
then it’s a pretty sure bet that production 
will sing along, too. 


How are you going to keep ’em happy? We 
think we’ve got a good prescription in the 
“‘Union Pacific West.”’ The ingredients are— 


Plenty of fresh air and sunshine. 


Lots of room for youngsters to 
kick up their heels. 


Less crowded highways: 


Unusual recreational opportuni- 
ties and scenic vacation areas. 


Those are some of the things that make for a happy family life. . . for con- 
tented workers .. . all of which are reflected in increased production. 


Entirely apart from the important personnel angle, the thirteen states 
served by our railroad offer a wealth of advantages to industries seeking 


a new plant site. 


Agriculture, mining and lumbering provide raw materials... adequate 
power and light are reasonably priced . . . good labor easier to obtain. 
And, in terms of transportation, Union Pacific is equipped to furnish the 
finest in freight and passenger service. 


For complete and confidential information regarding available industrial 
sites, contact your nearest U. P. representative or write Industrial Devel- 
opment Department, Room 336, Union Pacific Railroad, Omaha 2, Nebr. 


- 
MONTANA | 


OREGON WYOMING. 
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—— sa Map at left shows 


COLO. KANSAS 


— states served by 


Union Pacific Railroad 


MISSOURI 


UNION PACIFIC RAILROAD 


ON SALESMEN 


Continued from page 45 


McGivena in his original “Tell It 
to Sweeney” series for the New 
York Daily News. One has only to 
recall Packard’s once famous and 
still-rremembered “Ask the man 
who owns one” to realize the po- 
tency of this sales tactic. Other car 
manufacturers have taken the tip 
with profit. 

As I look back, more as a practi- 
tioner than a student, I am willing 
to stand on still another, more in- 
tense modification of the appeal to 
self-betterment, social or otherwise. 
I am willing to bet on the challenge 
to the competitive instinct, the ap- 
peal with which I made my own 
first lucky strike, as one of the 
strongest forces in the whole field 
of applied sales psychology. 

Successful people respond strong- 
ly to this bait. Look at the way “21” 
and the Stork Club and other high- 
ly successful restaurants have built 
on this response; they create the 
impression that it is only with dif- 
ficulty that you will be admitted 
and allowed to spend your money. 
Subtle, yes, but also elementary. 
The best social and business clubs 
are artists at creating an atmosphere 
of exclusiveness. Get over the im- 
pression that a club is hard to join, 
and you are likely to get violent 
efforts to crash the gates. The idea 
seems to stimulate the competitive 
instinct of people who are battling 
up the social and economic ladder. 

In the same way, the time, effort, 
and money that successful people 
will spend to see a Broadway hit 
continues to amaze everyone, in- 
cluding the producers. 

Back in the 1930's, one of Macy’s 
competitors, who wasn’t doing so 
well, ran an advertisement compar- 
ing the peace and quiet of its store 
with Macy’s. Macy replied immedi- 
ately, with an advertisement that 
has become a minor classic: “Would 
you rather stand at a hit or have 
two seats on the aisle at a flop?” 
That ended that. 

All of these cases, of course, are 
simply instances of how merchan- 
disers have called upon psychology 
to help them sell. The only trouble 
with this sales tool is that its value 
is so well established that nearly 
everybody makes a stab at it now- 
adays. It has become risky to wait 
on individual inspiration. 


Continued on page 6/7 


COMES TO PANAMA CITY, 
FLORIDA 


The location of Panama City 
affords a strategic position to 
both domestic and foreign 
markets. Equable climate 
means lower construction 
costs, unhampered transpor- 
tation and greater work at- 
tendance. Resources in util- 
ities, material, water—all 
means of transportation— 
dock facilities—urban and 
rural plant sites—fine living 
conditions, advantageous tax 
exemptions. If you seek in- 
dustrial expansion or re-loca- 
tion, we offer a well-balanced 
invitation to industry at any 
level. 


For information on your own 
requirements write: 
Panama City and Bay County 
Chamber of Commerce, 
Room 218, 


PANAMA CITY 
FLORIDA 


1004 
REVOLVATOR® 


REVOLVATOR 
RED-GIANT 


features 


Safety-Ease 


Durability — built in by 50 
years of Revolvator Co. expe- 
rience—is still the funda- 
mental of the Red Giant lif- 
truck line. Maneuverability, 
plus the safety of their exclu- 
sive double stroke mechanism. 
make the models shown leaders 
in their fields. There is a Red 
Giant liftruck available for 
every use—for every capacity. 


Write for the full facts today. 


REVOLVATOR CO. 
8702 Tonnele Ave. North Bergen, N. J. 
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CUTLER-HAMMER 


CONTROL = 
i» = 


DENISON HIGH PRODUCTION UNITS FULLY EQUIPPED WITH il 
MULTIPRESSES WITH CUTLER- CUTLER-HAMMER CONTROL ARE iit 

HAMMER MOTOR CONTROL ~ % USED ON SUPER DOME CARS i 

FURNISHED AS ORIGINAL << BUILT BY PULLMAN-STANDARD i 

MACHINE EQUIPMENT. FOR THE MILWAUKEE ROAD. i 

TLER-HAMMER 

| 

WORTHINGTON 1500 GPM VER- if 

TICAL TURBINE TYPE UNDER- LONGYEAR STRAITLINE ELECTRIC “4 

WRITERS FIRE PUMPS EQUIPPED DRIVEN DIAMOND CORE DRiLi i 

WITH CUTLER-HAMMER MOTOR AS FURNISHED WITH CUTLER- HT 

CONTROL, HAMMER CONTROL EQUIPMENT. if 

at 

Wh 

ac a Leader? 

4 

Success is never an accident. Names that are nothing more than mere mention. Likewise, } 
instantly recognized as leaders mark the doesn’t the simple fact that Cutler-Hammer ii 
companies and products that have won wide- Motor Control is found so frequently to be iH 
spread confidence through superior perform- the choice of the leaders tell more about its : 
ance ... superior performance under direct performance... its leadership... than pages I 
competitive comparison. Volumes could be of glowing phrases? You will also find it pays af 
written on the value leaders place on the to insist on Cutler-Hammer Motor Control. 
trust granted their names, on the jealous care CUTLER-HAMMER, Inc., 1310 St. Paul sil 
with which they guard it in everything they Avenue, Milwaukee 1, Wisconsin. Associate: i 
do. The point seems so clear that it requires Canadian Cutler-Hammer, Ltd., Toronto. if 

MODERN pe Ss. SEPTEMBER 9 5 65 
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CONVEYORS 
IMPROVE 

PROFIT 
PICTURE! 
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. CONVEYORS - DUST CON 


WH At a major Ohio appliance 
plant, two “‘Airstream’”’Conveyors— 
added to an existing Dracco Dust 
Control system—have made a 
profitable operation even better! 
Nine roof-mounted Dracco 
Filters ventilate spray booths and 
recover porcelain enamel dusts 
worth some $36,000 per year. Re- 
turning clean, filtered air to the 
plant saves on heating costs. 
‘‘Airstream’’ Conveyors replaced 
previous methods of handling col- 
lected dust by hand dump cart. 
Now, separate pneumatic systems 
convey “‘ground” and “‘finish” coat 
enamel from filters to storage for 


DRACCO c 0 
4044 EAST 116th STREET 


Original Dracco advertisement on 
appliance plant told how Multi- 
Bag Filters produced major cost- 
savings by recovering valuable 
porcelain enamel. Now... 


reuse. Completely enclosed con- 
veyors handle all materials in a 
fast, dustless, automatic operation. 

This ‘‘Airstream’’ installation 
provides addedeconomies through: 


(1) Savings of 16 man-hours per 
day formerly required for man- 
ual handling 


(2) Elimination of material losses 
thru blowing and spillage 


(3) Elimination of wear and tear 
to roof surface 


Why not find out where Dracco’s 
cost-cutting team of dust control 
and “Airstream” conveying can 
improve your profit picture? 


RPORATION 


e CLEVELAND 5, OHIO 


... this plant has improved its opera- 
ting economy with two “‘Ajirstream"’ 
Conveyors for returning dusts from 
filters to storage. Receiver for one 
system is in foreground. 


TROL EQUIPMENT 
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HOW TO HAVE 


TWO SALESMEN 
FOR a PROSPECT 
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EXECUTIVE LINE 
eeoovcr 


The Executive 
Desk Pal 


Lustrous Wal- 
nut Bakelite, with two deep 
wells, scads of 3x5 memo paper. 
Blank sample — $2.00 pstpd. 


... Makes Contacts When Your 
Salesman Isn't There 
... Helps Him SELL When He Is! 


““Many of the declines in business could have 
been prevented by efficient salesmanship,” re- 
ports Dun's. ONE proven way to make selling 
more efficient — to remind both customers and 
prospects of you and your products every hour 
of the day — is through an Executive Line Adver- 
tising Specialty or Business Gift. 

Every Executive Line item STAYS 
on a desk, or in a pocket, be- 
cause its recipient is sure to find 
it extra valuable, extra useful, 
extra long-lasting. An Executive 
Line Specialty, with your name, 
slogan or trademark on it, serves 
as both a good will ambassador 
and a tireless ‘second salesman." 


UNUSUAL 
BILL CLIPS © LETTER OPENERS 
TAPE MEASURES LIGHTERS 
NOVEL PAPERWEIGHTS ¢ CALENDARS 
PEN SETS * POCKET KNIVES 
ASH TRAYS AND MANY OTHER ITEMS 


The EXECUTIVE LINE products are 
available from most good Advertis- 
ing Specialty firms or mail coupon 
TODAY attached to your letterhead. 


Triple Threat 

Letter Opener 
No. 1102 

4 Stainless Steel 


Handle — folding 
8” ruler, a mm. 
measure and a 
protractor. Back, ~& 
a decimal equivalent 
table and reduction i 
scale. Sample — 
$2.50 postpaid e 


Pocket Slide 
ColiperNo. 1045 
Multiple use tool. i 
18-8 Stainless Steel. : 
Etched calibrations in 
inches and metric 
system and decimal 
equivalent table. 
Genuine leather case. 


Sample—$2.50 pstpd. 


The 

xecutive 
22 Year 
Calendar Bill Clip No. 510 


It's NOT just a Pocket 
Calendar, but an easy- 
to-operate calendar 
that is good for 22 
years, combined with a 
beautiful Bill Clip. 
Calendar's black en- 
amel lettering deeply 
etched into the metal, 
contrasts with the 
polished stainless steel. 
50 pstpd. 


The EXECUTIVE LINE, 136 St. be New York 19, N.Y. 
Send free catalog and prices. | am enclosing 


MI-9-5 
THIS COUPON MUST BE ATTACHED TO LETTERHEAD 


1 

Pa for following blonk samples (checked). | 

No. No.1045([) No. 510] 
} 
Name... 
Address..... 
4 


Theoretically, you don’t have to. 
All sorts of willing hands and props 
are available. 

The need has led to the evolution 
of a whole new breed, the special- 
ists, the high priests of applied sales 
psychology. 

On another level, the executive 
and sales manager searching for 
guidance in this ‘fda have discov- 
ered plenty of other volunteers. 
Scratch an advertising man, or even 
a market researcher, and nine times 
out of ten you will turn up an 
amateur sales psychologist. 

In recent years, the academicians 


have taken to the field. 
Few Guides 


Yet for the student practitioner, 
seeking more light on his craft, all 
these groups, even the high priests, 
have their limitations. For all the 
opportunities and all the recogni- 
tion of the need, it is a constant 
wonder to me how few solid props 
the pioneer can find to guide him, 
how much he must rely on his own 
hunches still. 

The high priests are an austere 
lot, and their gifts are available to 
the few. They are good sellers, but 
they are not good teachers. For the 
workaday salesman, they remain in- 
accessible, anonymous, absorbed by 
management as tools. 

The few attempts to enlist the aid 
of the academic world have been 
frankly failures, perhaps because 
there is such a tremendous hiatus 
between theory and practise. Though 
the gap between the academy and 
the market place is closing, the aca- 
demicians obviously do not yet have 
the answers. 

That is not only because of the 
limitations of their science or be- 
cause as experts of theory they live 
in a world apart. They lack the an- 
swers for the very good reason that 


“Powell, I'm looking for an ambi- 


tious, up-and-coming office drudge.” 


This team makes 
“child’s play” of 
handling drums ge! 


and barrels 


For stacking drums or 
barrels, or loading them 


on trucks or freight 
cars, you can’t beat this 
Battery Powered Junior 
> Lifter. Lifts up to 500 — 
pounds atthe rate of 15 y 
feet per minute. 
form size 30” x 30”. 
Larger lifters available 
with capacities to 3000 


pounds. 


THE COLSON CORPORATION 


ELYRIA, OHIO 


nive sal 
fit 


“and Battery 


The Universal Drum 
Truck shown here is the 
answer to fast, safe 
handling of drums and 
barrels. It locks any 
size container between 
the adjustable chimb 
hook and pick-up tips, 
lifts it easily and carries 
it with the weight even- 
ly balanced over the 
wheels. 


Plat- 


CASTERS AND INDUSTRIAL MATERIALS-HANDLING PRODUCTS 


SEPTEMBER 1954 ° 
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Is your company paper work properly simplified and mechanized? 

Here is another point of attack on today’s sharply rising costs of 
doing business. 

As manufacturing has become more sytematized the number of 
clerical workers, in most instances, has increased faster than the num- 
ber of factory employees. Mechanization and standards have been 
applied to factory function with notable success, while the mechaniza- 
tion and the establishment of office work-load standards for clerical 
functions has been much less thorough.. 

Do you know the total cost of your paper work? Are these costs 
hidden perhaps under the general heading of “administrative ex- 
pense? The startling fact is that, in many instances, the salaries of 
the executive staff and clerical force often appear as one sum on the 
operating statement, while the factory payroll is always clearly differ- 
entiated. This tends to obscure excessive clerical expense. 

A professional management consulting firm might well tackle the 
problem of paper work from several angles. For example, a consultant 
would dig deeply to discover just how much paper work is unnec- 
essary, how much is useless. A second step would be to analyze the 
overall situation with a view to introducing better systems and ade- 
quate mechanization. Finally, a management consultant would leave 
no stone unturned, investigating the possibilities of placing certain 
employees on a work standard basis, exploring the opportunities for 
greater output per employee. 

Best results, however, should be expected from that management 
consultant firm whose background embraces many similar paper work 
problems, whose well-of-experience is deep enough never to run dry 
of sound solutions. 


BARRINGTON ASSOCIATES, ING 


Management Consultation « Business Research 
230 Park Avenue, New York 17, N. Y. 
ESTABLISHED 1926 


SALES POLICIES AND METHODS ¢ SALES COMPENSATION ¢ SALES ORGANIZATION 
PERSONNEL AND LABOR RELATIONS 
MANUFACTURING METHODS 


MANAGEMENT CONTROLS ° 
ORGANIZATION PLANNING AND DEVELOPMENT ® 


SYSTEMS AND PROCEDURES © WORK STANDARDS 


Member Association of Consulting Management Engineers 


management itself often lacks them. 
Many a manufacturer is content to 
give his sales trainee a stiff dose of 
product information and call him 
trained. And the schools build their 
courses along the lines manage- 
ment lays down. Ray C. Brewster, 
writing in a recent issue of the 
Harvard Business Review, brings 
out this point admirably. To en- 
lighten the curriculum makers, you 
have to educate the people they try 
to serve. 


Intuitive Salesmen 


My own observation has under- 
scored the woeful gap between the- 
ory and practise. The men and 
women who do have the answers, 
who have most successfully made 
psychology work for their busi- 
nesses, play “by ear” or instinct. 
They may or may not have a lot of 
technical or scientific lore in their 
heads; they do understand that the 
art of selling is strictly a person-to- 
person affair. These instinctive sales- 
men could be first-rate teachers, but 
they are usually so busy filling or- 
ders and ringing the cash registers 
that they have no time to explain 
their methods. 


gists are sometimes frustrated be- 


If the high priests are inaccessible, 
the academicians too limited, and 
the born salesman too busy, what 
about the others? Since my first ex- 
perience with the efficacy of the 
psychological approach, I have made 
a study of good and bad examples 
of the use of this technique. I have 
arrived at certain conclusions, all 
preliminary and subject to further 
study. 

One observation is that adver- 
tising men are usually most effec- 
tive when they confine their appeals 
to the fundamental human instincts 
of self-preservation and the propa- 
gation of the species. They are sales- 
men, and they are often good psy- 
chologists, but mass salesmanship 
and psychology are their 
strong points. Since they are neces- 
sarily addressing a wide audience, 
the refinements of the high priests’ 
art—or the art of the instinctive 
practitioner—is too personal for 
them to encompass through their 
media. 

Furthermore, advertising men 
who might prove skilful psycholo- 


mass 


cause they lack the opportunity to 
test their skill. The advertising 


MODERN 
WASHING 
FACILITIES 


ring or pedal. 


Bradley Washfountains have become standard equipment 
during the past 30 years in modern factories, mills, offices, schools 
and institutions. All models described and illustrated in Catalog 
5204. Copy free on request. BRADLEY WASHFOUNTAIN CO., 
2283 W. Michigan St., Milwaukee 1, Wis. 


BRADIEF. 


Whe 


aND FACTORY | FACTORY | 
CUT WATER WASTE 
AND SAVE TIME 


@ Without faucets to touch or maintain, sani- 
tary Bradley Washfountains provide clean 
running water from a central sprayhead. The 
self-flushing bowl prevents collection of con- 
taminating water—and foot-control auto- 
matically cuts off water supply when foot is removed from control 


WL EL 


Distributed Through Plumbing Wholesalers 


Ww 


AT LEFT 
Duo-Washfountain 
serves one or two per- 
sons. 


54-inch full-circle 
Bradley serves up to 
10 simultaneously. 


Write for 
illustrated 
Catalog 5204 
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Private “air truck’ for Very Special Deli 
y special vevery | 

eee BOWered by Lycomire i 

When deliveries are Rush with a capital “R” ... today’s progressive + 
businessman turns to a small company plane that relieves him a | i 
Off again to deliver the goods! Tom Vodenik, 

of dependence on the schedules of commercial air-freight systems. Capital City pilot, shown here, says: “We logged 
750 hours in the first eight months we flew 

Take the case of the Capital City Printing Plate Company of this Tri-Pacer. The plane hes had nothing but at 
Des Moines, lowa a operator of a Piper Tri-Pacer powered by routine maintenance—tt sready fogoevery day!”’ tt: 
Lycoming. Gene C. Meston, General Manager, says: ““We could not 
maintain our production and sales level without the Tri-Pacer. The a 
airplane and the pilot do the work of two trucks and three drivers. allt 
We save a lot of expense and keep our customers well satisfied.” aq 

Our own experience at Lycoming with the Tri-Pacer is a “ot 

revelation in dollars and cents. It carries a 500-lb. payload at an god oie eon ee : 
: Just off the press! “The Lycoming Story”... ‘a 
operating cost of only 5.6¢ per mile... less than the average 10 interesting, illustrated pages showing many ail 
ways Lycoming is ready to help you. Write iL 


cost of running an automobile! 
or it on your letterhead, Ay 


For the “‘air truck” in your future, test-fly a Piper... or one of 
the other leaders in this small-plane field that fly with dependable | } 


Lycoming air-cooled engines. 


FOR RESEARCH + FOR PRECISION PRODUCTION 


Lycoming 
STRATFORD. CONN. 


DIVISION OF 
Manufacturing plants in Stratford Conn , and Williamsport, Pa. e 
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of the metropolitan area. 


in Chicago’s new 


Evergreen Plaza shopping development 
PROTECTED! 


We salute the FAIR, the six-million-dollar department store in Chicago’s 
Evergreen Plaza shopping development at 95th and Western Avenue. 
Willard Brown, Managing Director at the Plaza states, “VIKING SPRIN- 
KLERS were chosen to protect the FAIR because of their insurance, safety 
and design features. The VIKING Flush Type Sprinkler Heads blend 
perfectly into the overall decorating plan. They give — fire protec- 
tion as well as complementing the interior beauty of the FAIR.” 

Arthur Rubloff originated and developed Evergreen Plaza — Holabird & 
Root & Burgee were the architects, and George A. Fuller Company, the 
general contractor. 

The FAIR is Chicago’s first department store in this type of shopping 
development, and the Evergreen Plaza is Chicago’s first, major one-stop 
drive-in shopping development within the most rapidly growing section 


CORPORATION 


HASTINGS, MICHIGAN 
Offices in Principal Cities 


Whether your problem concerns new design 
or remodeling, VIKING has the Sprinkler 
System engineered for your plans. 


Without obligation send me the new 16 page Brochure ‘““FIRE AND YOUR BUSINESS” ( ). 
Have my nearest VIKING REPRESENTATIVE call ( ). 


Company 
Address 
City 


agency should perform a creative 
function. But too often its clients so 
load it up with administrative work 
that the advertisers are not able to 
put their creative gifts to the fullest 
use or to find out for sure how good 
their gifts are. For both these rea- 
sons, the job of selling cannot be 
left to advertising men alone. 

From examples I have seen, I 
would say that industrial designers 
and market researchers had better 
stick to their lasts. They are techni- 
cians and engineers. A knowledge 
of psychology will stand them in 
good stead, but it won’t make them 
salesmen. 

My attempts to pigeon-hole the 
public relations expert quickly ran 
into trouble. Many well-qualified 
publicists, I discovered, have a re- 
markably keen understanding of 
applied sales psychology. Yet, as if 
to prove that there are exceptions to 
every rule, one of the biggest flops 
I ever observed was the work of a 
famous public relations man who 
was credited with being an expert 
in psychology. 

Actually, I found that many of 
the most vigorous and_ successful 
practitioners of applied sales psy- 


chology are in the fields of fashion 
and béauty merchandising. Sociolo- 
gists may classify the selling of 
glamor and romance as superficial 
occupations, but they are highly per- 
sonal occupations, requiring con- 
stant attention to the whims and 
needs of the customers. Perhaps for 
that reason, the techniques pio- 
neered and proven in these fields 
have left their mark on almost every 
type of manufacturing and retail- 


ing. 


Where Credit Is Due 


We can credit these fields, for 
example, with first demonstrating 
the profit possibilities in good taste 
and good design; the importance 
and value of “trading up”; the 
technique of using a few prestige 
loss leaders to carry a whole line of 
profitable volume staples. In addi- 
tion, the leading retailers of fashion 
and beauty merchandise have set 
whole new standards of “presenta- 
tion. They utilize the talents of 
stage designers and of lighting ex- 
perts as a background for a series 
of “promotions” that are studied 
and copied by every alert retailer. 

More subtle, and theretore more 


Marsu & McLENNAN 


INCORPORATED 


Insurance Brokers 


CONSULTING ACTUARIES 
AVERAGE ADJUSTERS 


St. Paul Duluth Portland 


Tulsa New Orleans Phoenix 


Chicago New York San Francisco Minneapolis Detroit Boston Los Angeles 


Toronto Pittsburgh Seattle Vancouver St. Louis Indianapolis Montreal 
Buffalo Atlanta Calgary Washington 


Milwaukee Cleveland Havana London 
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see any possibilities ? 


Almost every month far-sighted manufac- faces. It insulates. It is available in mois- 
turers are finding new and more effective ture-absorbent or moisture-resistant forms. 
solutions to tough packaging and shipping It cuts to any size or shape—doesn’t shred 
problems with TUFFLEX—the wonder cel- —pull apart—or disintegrate. It complies in 
lulose protective padding. For Tu/fflex does every respect with Federal shipping regula- 
many things well. It resists heavy impact. tions. For your product protection, investi- 
It is fleecy soft to protect finely finished sur- gate ‘Tufflex—mail the coupon! 


Tufflex protects against breakage—pro- Tufflex excels as a flotation material as Products of irregular size or shape are eas- Fine furniture arrives safely without mars 
vides thermal insulation, too. well as for surface protection. ily protected with Tufflex. or scratches when protected by Tufflex. 
eee eee eee ee eee eee ee | 


WOOD CONVERSION COMPANY 


KEEP YOUR EYES ON Dept. 239-94 First National Bank Bidg., St. Paul 1, Minnesota 


Please send me complete information about Tufflex. 


or 
* Guaranteed by 
Good Housekeepin 


COMPANY. . | 


45 


*Reg. U. S. Pat. Off. 
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For centuries the camel—over- 
land conveyor for most of Asia 
--has plodded its loads across 
desert sand or mountain range, 
cpporently oblivious to poor 
core, insufficient food and 


scarcity of water. 


a It is a far cry from this ancient 
a camel-back conveyance to the in- 
x genious Automation Equipment 
+ conceived and built especially for 
4 modern industry. 

f Today—many manufacturers, 
{ who have been plagued with in- 
al efficient, outmoded material han- 
i | dling equipment, look to Allied 
Vy for solving their problems, how- 
ever complex. 


MASTERS OF TOUGH CARRYING JoBs 


You, too,can depend on Allied for 
the perfect solution to your par- 
ticular conveyor problem. Their 
long-time experience, engineering 
know-how and fabrication facili- 
ties can be yours on request. 


See for yourself why Allied Con- 
veyor Units, mile-long Conveyor 
Systems or Specialized Handling 
Machines are recognized masters 
of the toughest carrying jobs! 


iu PIONEERS IN AUTOMATION ... the design and fabri- 


> 


cation of fully automatic mechanical handling systems 


One type of custom builf, 
special purpose material 
handling system engineered 
by Allied is this plating and 
dipping installation that in- 
cludes several conveyors, 
separately driven at different 
speeds, and provides two 
automatic load transfers, 


/ For further information request Allied Catalog 953 


ALLIED AUTOMATION DIVISION 
ALLIED STEEL and CONVEYORS, INC. 
17361 Healy Avenue, Detroit 12, Michigan 


difficult, is the problem of applying 
some of the newer techniques of 
sales psychology to the service and 
professional institutions. Some of 
them are hamstrung by the tradi- 
tions of dignity and sales austerity 
they have inherited. It isn’t easy, 
either, to dramatize the quality of a 
service. 


Subtle Selling 


Yet, in recent years, financial in- 
stitutions, selling organizations, and 
professional groups have discovered 
quiet ways of selling themselves to 
their customers. The decoration of 
their offices, the uniforms of their 
elevator operators, the appearance 
of every piece of printed matter that 
they use, can contribute to “creating 
the right impression.” Some of the 
most successful examples in this 
area come from old-line firms who 
have learned the value of the old 
truism that repetition makes repu- 
tation. 

Manufacturing organizations 
have used these same techniques 
effectively as stage settings for their 
products. They have thus attempted 
to illustrate some of the values ex- 
pressed in a now famous advertise- 
ment, “The priceless ingredient of 
any product is the reputation and 
integrity of the maker.” 

It is clear enough that, with or 
without instruction, psychology is 
in to-day’s selling air. Right now 
good texts and good teachers of the 
science of applied sales psychology 
are few. And Macy’s hardly ever 
tells Gimbels—or vice versa. 

Someday that will change. The 
scholars have a lot of valuable lore 
in their heads. The successful prac- 
titioners have a lot in their finger- 
tips. The best of them have no need 
to dip more deeply into the ab- 
stracts of science, and the executive 
who is lucky enough to have this 


“The messenger insists on giving 
you the note personally—seems a 
punch on the nose goes with it.”’ 


NO 
GIVEAWAYS 


“Utiliscope”’ screen at control pulpit of tube mill 
with camera at furnace entrance saves a man. 


“Utiliscope” is strictly a business proposition .. . 
never makes any attempt at entertainment. It 
watches, operations too remote, too inaccessible, 
too hot, too dangerous or too expensive to observe 
directly. It gives the operator a clear, sharp picture 
of what is happening every instant. And it is rugged 
. . . Stands dirt, heat, vibration, rough handling 
. lasts for years with negligible maintenance. 
Probably you have one or more operations where 
the “Utiliscope” will cut costs, improve —_ 
promote safety or increase eer ss 
production. Use the coupon 
to get Bulletin 1136 which con- 
tains numerous suggestions. 
6946 


“Utiliscope’” Camera 


DIAMOND POWE 

LANCASTER, OHIO 

Please send me 

new Builetin 


SPECIALTY Corp. DR 


Name 
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Address 


DIAMOND POWER SPECIALTY 
LANCASTER, OHIO © 


OFFICES IN 39 PRINCIPAL CITIES 


‘Specialty Limited — Windsor, On 


1903, Diamond has Manufactured 
Quality Equipment for Industry 


and 


i | 
4 
VAAL 
3 
ont 
GUPSTEIV 
~ 
4 
i 
| 
Geet 
| 
q 
utd 


kind of help would do well not to 
interfere. Someday, the everyday, 
garden variety of salesman will have 
access to some of the superlative 
knowledge of the experts and the 
inspired hunches of the instinctive 
sales artist. 

In fact, the signs that the need is 
understood are already all over the 
lot. The passionate pursuit of “con- 
sumer motivation” may bring in 
some answers. 

Efforts to formulate the path for 
the salesman who rings the door- 
bell are also growing. Writers in 
trade and scholarly publications 
urge us to think from the custom- 
er’s viewpoint, to establish rapport 
and keep it. Sometimes, they even 
tell how to do it. 

Advertisers, too, are beginning 
to break out of their shackles to take 
a real look inside the human mind. 


Dun’s Review anp Mopern 
Inpustry will appreciate early 
notices of change of address. 
Usually, it is necessary to have 
four weeks’ notice. Please in- 


clude the old address. 


One marketing consultant reports 
that he has four studies under way 
now to determine when advertising 
claims are believable. 

Someday, someone will make a 
long-term scientific study for the 
student. He will come up with an 
explanation why cigarette brand 
preferences have violent, inexpli- 
cable swings that have no direct 
relationship to selling effort or ad- 
vertising expenditures. Someday, 
politicians will stop playing by ear 
and learn how to use mass applied 
sales psychology. 

Till then, the executive will keep 
his eye on the trend, take his cues 
where he finds them. And till then, 
I shall continue to put my money 
on trying to dream up new chal- 
lenges to the competitive instinct. 

As we look back over the road 
and recognize the gap that exists 
between theory and practise in sales 
psychology, we come to the logical 
conclusion that while executives 
should keep up with all new suc- 
cessful applications of psychology to 
selling, they should not attempt to 
make salesmen out of psychologists 
or psychologists out of salesmen. 

THE END 


FOUR WHEELS, INC. 


HOME OFFICE: 6200 NORTH WESTERN AVENUE, CHICAGO 45 
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The unusual 


did happen 


LL business insurance is for the unusual. The executive 
who pays American Credit Insurance premiums does 4 

not want to collect. BUT he knows Accounts Receivable 
is a prime asset of his company . . . the threat of bad debts 
is ever present . . . some companies do suffer damaging 
credit losses . . . his company could be among this unfortu- 
nate minority ... the result could be serious. We list liere 
a few of the larger loss payments made by American 
Credit this year as an example that the unusual did happen. 


POLICYHOLDERS BUSINESS LOSS PAYMENT 


TV and Radio Sels........ 
Electrical Appliances... | 
Sewing Machines and Parts... .. | 
Cabinels and Toys....... 00,029.46 
Wool and Wool Tops. ...............5 34,089.56 
Radio and TV Parts. ...............5 25,000.00 
Floor Coverings and Appliances. ......S 32,707.31 
Communications Equipment. ......... S 416,354.63 
i 
Because these amounts of money were put back into work- . 
ing capital these policyholders were in a_ position to i 
immediately earn the profit that would normally accrue i 
from turnover of that capital. For booklet, write Dept. 50, i 
First National Bank Bldg., Baltimore 2, Md. 


American Credit 


Indemnity Company 


of New York 
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A manufacturer cuts one week of work to less than 5 hours 
... with a method that makes all payroll computations and checks 
them in a single operation... punching cards that produce job costs 
and production reports as well ay all pay records. 


A wholesaler boosted business 228% in one year... and far 
outdistanced his competition...when punched-card billing methods 
allowed him to give his dealers a free inventory control service. 


A retailer gets unit sales reports by 9 AM the next day ... for 
main store and each branch...with a new mechanized method 
that gives each buyer detailed breakdowns by department, class, 
price line, size, color and vendor. 


Thousands of leading firms get results like these with Remington 
Rand push-button accounting. Put it squarely up to us to show 
you how you can increase your profits with the same methods. 
Room 1908, 315 Fourth Avenue, New York 10, N. Y. 


+4- 
MP. 


This new computer adds electronic 
speed to punched-card procedures. 


Memingtorn. punched-card methods 
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What’s wrong 
WITH OFFICE MANAGEMENT? 


Low productivity, high costs show that something 


is wrong. The amazing opportunities for better 


performance demand more executive attention. 


THE OFFICE IS DRAGGINGITS FEET... "THE ~ GER A L/77LE MAN 
IN THE MIDDLE’ 


on company profits, 1s far behind the plant in says one office expert. What is the office mana- 
relative efficiency and scientific magne seve ger’s defense, his views on organization, tech- 
Who and what are to blame? .. . page 76 niques, and equipment?...... ... page 82 


THE EQUIPMENT INDUSTRY BEATS/TS TOP MANAGEMENTS ATTITUDE THAT THE 
BRAINS OUT SELLING TOMENWHO OFFICE /S- A PLACE TO WALK THROUGH 
HAVE NO AUTHORITY. 70 BUY... COSTS COMPANIES THOUSANDS... 


Here’s what it thinks about methods, manage- Here’s a checklist that will help put that lost 
ment, and new trends.....s.s..+. . page 101 money where it belongs......+... page 120 
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T ere is no topic more diaboli- 
cally chosen to bore an executive than ofhce 
management. Looking at it from the outside, as 
most management does, nothing is duller than 
the merciless routines of collecting data, post- 
ing, duplicating, and filing which constitute 
most ofhice operations. Hardly anyone in the 
executive latitudes knows anything much about 
ofice operations and, with minor exceptions, 
none could care less. Few ofhice managers have 
ever become presidents of companies. 

In the face of such well-rehearsed indiffer- 
ence, it should surprise no one to learn that 
in 1920 only about 7 per cent of all jobs were 
clerical and that the ratio almost doubled by 
1952, or that the clerical population is growing 
five times faster than total population. There are 
hgures available which show that in 1935 one 
clerk supported ten factory workers while in 
1950 the ratio shifted to one clerk to two-and- 
one-half tactory workers. 

This is only a part of the story of the insid- 
ious growth of paperwork. It obviously is not 
limited to clerical labor alone. When you add the 
time spent by production management, engi- 
neering management, and your staff people on 
paperwork, the national average of total man- 
hours is probably higher than 25 per cent. 

On this basis and using national personal in- 
come data one well-known expert arrived at a 
figure of $71 billion paid in salaries in 1953 for 
paperwork alone. 

You can play games with that $71 billion esti- 
mate. Most office methods,specialists would agree 
that about 30 per cent of paperwork is a con- 
servative estimate of pure waste. That suggests 
that the nation’s businesses threw away over 
$20 billion last year. 


The articles in this special-emphasis sec- 
tion were prepared for publication under 
the direction of senior editor James K. 
Blake of the “Dun’s Review and Modern 
Industry” staff. No newcomer to office man- 
agement, Mr. Blake also edited the Small 
Business Administration’s current best sell- 
ing booklet, “How to Cut Office Costs.” 

—The Editor 


BETTER OFFICE 


What’s tt worth to executives and 


Though it is possible to dispute the statistical 
accuracy of those figures, the broad trend of 
skyrocketing costs and waste is generally ac- 
cepted. The office supply and equipment indus- 
try, the National Office Management Association, 
the Systems & Procedures Association have all 
been aware of the problem and have been ham- 
mering at it for years—but they haven't been 
able to penetrate where it counts. They haven't 
been able to sell top management. 

In the relatively few instances where company 
officials have encouraged and insisted on scien- 
tific office management the results have been 
startling. The United States Steel Corporation, 
for example, put in clerical cost controls and 
estimated their savings in 1950 at $1 million. 
Those savings are even more interesting when 
you estimate how much additional steel would 
have to be sold to put a million dollars into 
the before-tax profit column. 

The Armco Steel Corporation reduced office 
supply costs by 30 per cent by improving meth- 
ods and standardizing forms. 

In Chicago, the Bell & Howell Company 
planned an extensive work-simplification pro- 
gram, invested in new equipment, and saved 
$61,000 the first year. 

Savings of these proportions can only be made 
by applying scientific techniques in the office 
similar to those that have become almost stand- 
ard in the plant. Yet, in a survey made by Dun’s 
Review AND Mopern INpbustry, only 25 per cent 
of the companies polled had an ofhce methods 
study program; only 32 per cent had a records 
and forms control program; and only 4 per cent 
were using flow process charts! Other polls have 
turned up the fact that less than 50 per cent of 
U. S. companies measure some part of their 
clerical output. It is also a fact that productivity 
studies rarely show that clerical people are pro- 
ducing at more than 50 per cent of their capacity. 

Why top management permits and, in fact, 
encourages by its neglect, its office staff to fly by 
the seat of their pants when it insists on the 
maximum of precision and control in the plant 
is a story with many ramifications. 

The story begins with the simple fact that few 
executives are chosen from the ranks of office 
management. Historically, decision-makers have 


come from production and sales predominantly, 
with a sprinkling recently from financial and 
legal management. A sales executive in the 
middle-management bracket with his eye on the 
next rung of the ladder seldom feels a driving 
inner compulsion to study office techniques. 

Then there is the psychological reaction of 
executives to what office work is. As one man 
put it, it is not a crisis operation. There seems 
to be no sense of urgency about it. It does not 
equate with dropping sa!es or rising raw mate- 
rials prices. It has none of the excitement of 
developing and unleashing a new product. It is 
merely overhead, which poses a challenge for 
less creative minds. 


A Development without Design 


The ironic fact about management’s neutral 
attitude toward the office is that executives them- 
selves have unwittingly turned the office into 
the communications center of the company. Over 
the past two decades and with the increasing 
emphasis on decentralization and diversification, 
the conference or committee management sys- 
tem, the expansion of staff functions, and just 
plain growth, management has demanded an 
increasing spate of data and reports, at shorter 
intervals, with more details, and more copies. 

And, too, there is the suspicion that many 
executives have turned reports into a fetish. They 
no longer measure their status by the number of 
people who report to them, but by the number 
and variety of reports they receive. 

There is no likelihood that the trend toward 
more reports at more frequent intervals will 
reverse itself. Management as a more or less 
scientific process is still in its infancy and as it 
approaches greater precision it will require even 
finer delineation, new facts, and greater speed in 
data gathering and reporting. The concepts of 
linear programming and operations research and 
the approaching evolution toward common lan- 
guage data processing and electronic computers 
are only a beginning. 

To see what has happened in the office while 
you weren't looking, all you need do is check 
your records. Find out, if you can, what facts 
the man who held your position 20 years ago 
used as a basis for his decisions. If you are a sales 
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MANAGEMENT: 


vhy haven’t they been getting it? 


executive, for example, you will probably dis- 
cover that your predecessor several times re- 
moved operated in an almost uncanny state of 
ignorance. As compared with the information 
you have available, he knew only the vaguest 
outlines of current market information and of 
the competitive situation. The news was not only 
sparse, but there were long arid intervals when 
none at all was on tap. If it were a medium- 
sized company in the early 1930's, he knew even 
less about the operations of other departments 
4n the same plant. 

To-day, you are getting most of the informa- 
tion you think you need. In fact, you are get- 
ting it to the point where you are driving your 
ofhce manager mad (see page $82). One example 
illustrates the situation in company ofhces 
throughout the country. Executive demands for 
ofhce services increase to the point where the 
office manager has hired ten or 20 persons within 
a two or three-year period. Since labor costs 
usually run about 85 per cent of total office costs, 
his new budget is greeted with raised eyebrows. 

He analyzes his operation, finds that by in- 
stalling new equipment here, streamlining his 
systems and procedures there, he can pare down 
his labor charge and do a better job. Because he 
can prove savings, he gets authority to go ahead. 
Gradually, however, management discovers that 
even finer details, new groupings of data and 
more copies are possible with the new equip- 
ment and methods and they want them instead 
of the current reports (at this point, usually, 
three additional executives discover they can’t 
exist without this information either). So the 
ofhce manager jumps back on the merry-go- 
round, hires four more people, prepares to have 
his budget questioned all over again. Meanwhile, 
management with a better basis for making deci- 
sions has increased its reliance on ofhce services 
one degree more. 

All of which is another way of saying that 
although the Government has increased the 
paperwork of most companies, the shift in office 
functions over the last two decades from purely 
accounting and record storage to something very 
much like the nerve center of the organization 
is a direct result of managerial necessity. 

It has reached a point where one large com- 
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OFFICE MANAGERS HAVE MINOR ROLE IN SELECTING OFFICE EQUIPMENT 


Selection of make and supplier is made solely by Purchasing Department. 


mmm = Sclection is made by Purchasing Department from approved list acceptable to user. 
Cc Selection of make and supplier is made solely by using departinent. 
Item 10 20 30 40 50 60 70 60 10 20 30 49 
ACCOUNTING MACHINES INSULATED 
NON-INSULATED 
poonessin MACHINES = | | | FORMS (FANFOLD, ETC) 
STENCIL FURNITURE—ENERAL | 
BINDERS (ALL TYPES) | INTERCOM SYSTEMS 
CALCULATING MACHINES L LETTERNEAGS & ERVELOPES 
| MAIL ROOM EQUIPMENT 


CARBON PAPER & RIBBON 


CHAIRS—OFFICE 
COPYING EQUIPMENT 

COLLATORS 
DESKS—OFFICE 


DESK ACCESSORIES 


DICTATING MACHINES 


N 


GELATI 
SPIRI T 


IN 


Office managers’ lack of authority is reflected in buying power. A 


POSTAGE METERING 
ENVELOPE SLITTER 
LETTER FOLDERS 
OTHERS 


MICROFILMING EQUIPMENT 


PARTITIONS—OFFICE 


SAFES 


SORTING DEVICES 
HAND 


MACHINE 


STAPLERS & FASTENERS 


TABULATING EQUIPMENT 


TYPEWRITERS 
MANUAL 
ELECTRIC 


A... 


can specify only 


majority 


four out of these 41 equipment categories. Common practise places the responsibility with the 
purchasing department, according to 400 replies toa poll made by Purchasing magazine (February 1954). 


pany is currently spending nearly a million dol- 
lars to overhaul its entire communications sys- 
tem. Other companies have made drastic organi- 
zational changes to centralize the office functions. 
And a few companies have moved into common 
language machines and electronic data process- 
ing. But these are the exceptions. The rule is that 
although the new concept of office operations is 
management’s creation, management still doesn’t 
know it has given birth. 

Such widespread lack of awareness and sym- 
pathy with the objectives of ofhce management 
almost forces inefhicient operations. It creates a 
situation where, although office costs are only a 
small part of total costs, dramatic savings such 
as those referred to earlier are possible merely 
by applying ordinary scientific methods that are 
practically a stne qua non in the factory—by, in 
other words, joining the proper method with the 
proper piece of equipment. 

Judged on this basis, some of the most preva- 


lent practises in office management would be 
incredible to a production engineer. Overlapping 
is one of the most common. Here’s a typical 
example given by a prominent methods expert: 

“In one manufacturing organization | found 
that the payroll, cost, production control, and 
material control departments had each set up 
its clerical organization to record production 
facts throughout the factory. The only significant 
difference between what was recorded by the 
various clerks was that the payroll clerk related 
the production to the clock number for piece- 
work pay purposes. And, as so often happens, 
no department was ever able to balance its fig- 
ures with any other department. The obvious 
answer was to place the responsibility with pro- 
duction for reporting what happened. With one 
set of clerks reporting the information to the 
front office, they then were able to process the 
facts for payroll, cost, production, and materia! 


control, keep the figures in balance, and produce 
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An Invention of Vital Interest 


To Every Businessman... 


IT’S CALLED 


FONADEK 


@ it leaves the hands free to 
take notes or consult records 
while telephoning. 

@ it permits telephone 
**conferences’’. 

@ it speeds up phone transac- 
tions, eliminates misunder- 
standings. 

@ it saves time, money, and 


s simple, trouble 


FONADEK i 


FONADEK makes using 
the telephone as simple, 
convenient and effortless 
as talking face to face. 


-free, economical in use .. « 


comes to you all ready for service . . . just ‘‘plug it in’’. 


Already thousands of American 
business organizations are enjoying this 
modern way of using the telephone... 
a more efficient, pleasant and economical 
way. For with FONADEK there's no 
holding the phone receiver. You just 
cradle your telephone in the FONADEK 
acoustical sound chamber, and “‘con- 
verse” with it as naturally as if the 
person at the other end were in the 
same room, 

You can invite others to listen in on 
the conversation, even take part in it, as 
one would in any “conference”. For 
privacy you just use your telephone as 
before . . . there’s nothing to disconnect 
or adjust. 


Saves its cost many times over 
FONADEK users find that this newest 
time-saver is a money-saver too, cutting 
down the time of phone calls substan- 
tially, and eliminating many long distance 


Here is how you can get the information, 
a demonstration or a FONADEK .. . the 
coupon is for your convenience. 


calls by enabling one call to do the work 
of several. FONADEK costs almost 
nothing to operate. 

Already serving top level business 

Many of the leading business organi- 
zations in the country were among the 
first to install FONADEK .. . com- 
panies like General Electric Company, 
Ryan Aeronautical, Timken Roller Bear- 
ing Co., The Texas Company, John 
Hancock Mutual Life Ins. Co., Philco 
Corp. . . . companies which can espe- 
cially appreciate sound engineering and 
fine workmanship. 

The coupon below will bring you full 
information about FONADEK and what 
users have to say about this truly amaz- 
ing new invention. 
Light, portable ... 
You can pick it up 
and take it with you 
almost anywhere. 


FONADEK 


Special Devices, Inc., Dept. D. 
44 School Street [ ] 
Boston 8, Mass. 
Phone Richmond 2-1395 
AC-DC Model $69.95 
Battery Model $64.95 
See Fonadek display at the Na- 
tional Business Show, 69th Reg’t 
Armory, New York, Sept. 27 
— Oct. 1. 


Name 


Address 


Send me a FONADEK. Enclosed is my check for the 
model indicated. 


I'd like a 15 minute demonstration with no obliga- 


c10Nn, 


Please send me information about distributorships 


still available. 


more accurate records and reports. 
Costs were cut about 40 per cent.” 

Inefhciency, dated equipment, 
Gothic methods, and high costs are 
ultimately the fault of management. 
But two other groups ia this well- 
framed picture share the blame. 

One is the ofhce managers them- 
selves. Ever since Taylor and the 
Gilbreths began applying scientific 
techniques to the study of factory 
operations, office associations and 
magazines have exhorted managers 
and supervisors to get in step. Ex- 
cept for a handful of men, most of 
them professional systems and pro- 
cedures specialists, this advice has 
been strenuously disregarded. 

Part of the reason goes back again 
to top management, which is noto- 


riously reluctant to appropriate 
money for office equipment or a 
thorough review of existing meth- 
ods. Part of it stems from the fact 
that office managers “grow up” with 
the system, are comfortable in it and 
have no real incentive to change it. 
It is easier to justify adding three 
people to the payroll. 

Another reason for the type of 
job being done by many office man- 
agers is that the office organization 
is often weirdly confused. There is 
no central authority except, per- 
haps, on the organization chart. 
Practically no paperwork begins 
and ends in the office. Most paper- 
work starts somewhere else, passes 
through several departments, and 

Continued on page 80 


A Look Ahead—The Next Ten Years 


The editors asked the National 
Office Management Association to 
look into its crystal ball. Here’s 
what it says: 

1. Common language integration 
of all types of office machines will 
become a reality among all except 
small companies. Desk model elec- 
tronic calculators will become avail- 
able. 

2. Small companies will rely in- 
creasingly upon outside service cen- 
ters for high-speed data _process- 
ing. Source documents will be de- 
livered to the centers by wire, radio, 
or other communication methods 
which will activate the service cen- 
ter equipment. 

3. There will ke an influx of office 
staff specialists. They will concen- 
trate on methods and machines. 
Many will be engineers with a 
strong mathematical background. 

4. The office manager will be- 
come less an accountant and more 
a methods.and machine specialist 
himself. Because of the heavy in- 
vestment in increased mechaniza- 
tion and the growing realization of 
the importance of ofhce-furnished 
data, the ofice managerial function 
will penetrate into most company 
departments. 

5. Office clerical personnel will 
be forced to take much more in- 
service training to handle the mul- 
titude of new machines that will 
be developed. 

6. Although mechanization and 
the greater use of electronics will 


slow down the trend toward bigger 
office staffs, new and expanding 
functions of the office will keep 
the office staff growing. 

7. Office salaries will continue 
to rise. Personnel will have to be 
more highly trained. Many clerks 
with or without high-school train- 
ing will give way to college gradu- 
ates with business and engineering 
specialties. 

8. Some companies will be experi- 
menting with a four-and-a-half-day 
week. Many concerns with large 
or costly installations of office equip- 
ment will use a second shift in order 
to get the fullest possible return 
from the machines. 

9. The requirement of a central 
city location will be forgotten. In 
many cases, separate ofhce func 
tions will be performed in different 
locations, made possible by improve 
ments in rapid communications. 

10. Mechanization,electronics,and 
the growth of office service centers 
will force increased standardization 
of office methods and systems. 
Wasteful “traditions” and so-called 
courtesies will be eliminated from 
all types of ofhce work. For exam- 
ple, monthly statements to custom- 
ers will all but disappear. 

11. Office lay-outs will be designed 
for maximum flexibility. Air condi- 
tioning will be considered a stand- 
ard requirement. More office furni- 
ture will be “human engineered,” 
designed for function and the com- 
fort of the user. 
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National Gypsum Com- 
pany, manufacturers of 
the well known Gold 
Bond building materials, 


cuts duplicating costs 
$6000 a year. Production of a wide vari- 
ety of paperwork is speeded by using 
paper masters prepared by xerography, 
instead of metal plates. Seventeen copies 
of a 96-page government report were 
completed in 8 hours. 

Office forms, sales engineering draw- 
ings, laboratory tests, government reports, 
product specifications, are copied onto 
paper masters in 3 minutes by xerography 
for run off of multiple copies on an offset 
duplicator. Xerography is economical for 


runs of 10 or 10,000. 


Xerography is the fastest, cheapest, most ver- 


How XEROGRAPHY 


cuts duplicating costs $6,000 a year 
for National Gypsum Company 


Original copy can be enlarged, reduced 
or reproduced same size by xerography in 
XeroX® Lith-Master* copying equip- 
ment which an office girl can operate. 
Masters can be made from one or both 
sides of original material. 

For use in diazo type machines, trans- 
lucent intermediates can be made from 
any original subject in the same speedy 
way. 

There is no limit to the versatility of the 
dry, electrostatic, direct positive xerog- 
raphy process in paperwork duplicating 
applications for companies of all kinds, 


large or small. 


°a TRADEMARK OF THE HALOID COMPANY 


satile way to make masters for duplicating. i 
COMPARATIVE DUPLICATING COSTS 
AT NATIONAL GYPSUM CO. 
"NUMBER OF | FORMER 
COPIES | METHOD XEROGRAPHY SAVING 
55 1.95 fi 

68 2.77 
1.00 2.90 iis 


SOME USERS IN 
DIFFERENT FIELDS 


AUTOMOTIVE 
Ford Motor Company 


EDUCATION 


University of Nebraska 


GOVERNMENT 
Federal, State, City 


INSURANCE 


Hardware Mutuals 


MANUFACTURERS 


Wallace Barnes Company 


TRANSPORTATION 


Braniff Airways 


WRITE for proof of performance folders showing how National Gypsum Company and 


‘ companies of all kinds are cutting duplicating costs and speeding paperwork with xerography. 


THE HALOID COMPANY 


7X HALOID STREET, ROCHESTER 3, N. Y. © Branch Offices in Principal U. 5. Cities and Toronto 
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100% VISIBLE’ 


100% FUNCTIONAL’ 


100% PORTABLE! 


GET THE FACTS 


FACIT Inc. COMPAL 
114 Sansome St., San Francisco 4, Calif. CITY 


NEW FACIT 


CALCULATOR 


Saves space, time and expense! 


Facit NTK is years ahead of the field 
in its streamlined operation and 
modern, compact design! Here’s the 
ideal hand-operated calculator for 
today’s smaller offices...for profes 
sional men...for field work out of 
reach of electric outlets. Weighs only 
12 Ibs. 100% visible setting, tabulat- 
ing and operating control. RAPID and 
RELIABLE for addition, subtraction, 
multiplication and division. It’s so 
easy to use Facit’s exclusive 10-key 
system! Easy on the nerves, too— 
it's SOUND-CUSHIONED—next to 
noiseless. PRECISION-BUILT of finest 
Swedish steel (a Facit TK was used 
daily for 20 years with only one serv- 
ice call—and that was for lubrication)! 
Factory-trained service and 10-year 
parts supply available. ATTRACTIVELY 
PRICEDAT $199.50 INCLUDING FINE 
FLEXIBLE PLASTIC TRAVELING CASE! 


ABOUT FACIT TODAY! 


affects finance, production, and sales 
plus record-keeping functions. 
Consequently, there multi- 
supervision—some of which reports 
to the sales manager; some reports 
to the plant manager; and the so- 
called office manager reports to the 
executive nominally responsible for 
the ofhce. Without control of these 
ofhice-type functions in other depart- 
ments, the office manager is partly 
hamstrung. He can’t recommend 
the broad procedural changes that 
are needed because he isn’t in a 
position to cross departmental lines. 
And, in turn, the executive he re- 
ports to usually concentrates on an- 
other major area of responsibility 
and has insufhcient background in 
othce methods and procedures. 


Area of Error 


Though it does not absolve the 
industry of all blame, the office 
equipment manufacturers be- 
ginning to see that they have made 
some serious blunders. Except for 
a handful of companies working 
alone and sporadically, they have 
seldom tried to get their story across 
to top management. Their approach 
has been almost exclusively to su- 
pervisory management. They have 
engaged in practically no institu- 
tional advertising, for example, to 
dramatize the vital role that con- 
trolled communications play. 

They have been producing excel- 
lent pieces of equipment, consid- 
ered as individual units. But they 
have, again with some exceptions, 
ignored the need for standardiza- 
tion. It has been apparent for years 
that there is a desperate need for 
equipment standardized enough yet 
fexible enough to fit into office sys- 
tems—the rough equivalent of a 
plant assembly line. But in com- 
pany after company, equipment is 
procuced and sold on the basis of 
desie2 alone, with little thought of 
iis suitability for the whole system. 

in the last few years, spurred per- 
heos by the approaching evolution 
toward common language data 
processing and electronics, this type 
c. tunking has begun to change. 
in fact, one board chairman of a 
liree equipment firm goes over- 
board in the other direction. He 
savs, “We've stopped our salesmen 
t-om using the word machines, it’s 
out of the vocabulary entirely.” 

But the real core of the problem 
to-day is that office management is 
not in the executive vocabulary. 


They're all within your 
finger's teach. 


when you use 
Connechicur 
Intercommunications 


The advantages of the fastest, most complete 
intercommunication systems can be yours 
whether you have a small office or a large plant. 
Connecticut intercommunication equipment is 
specifically designed for every type and size of 
requirement, with integrated services that mul- 
tiply the work you can accomplish at your desk, 
and increase your organization's efficiency at 
every point. Check Connecticut's A-to-Z story of 
intercommunication: 


‘DIRECT-A-CALL’ Intercom 
Telephone intercom with 
pushbutton signalling for 
less than 10 stations. No 
tubes or batteries — plugs 
into 110 volt outlet. Easily 
installed with screwdriver. 
Complete 5-station system 
$179.50. 


‘PRIVATE LINE’ Systems 
Automatic, dial-operated 
switchboards, expandible 
from 5 to 1000 or more 
phones. Can be integrated 
with central dictation, 2-way 
radio, voice paging and 
other services. 


‘FLEETWAY’ 2-Way Radio 

2-way mobile radio with 
exclusive FM circuit. Lowest 
cost system designed for 
new UHF bands now open to 
business and private users. 


146 Britannia St., Meriden, Conn. 


Send literature on: 


DIRECT-A-CALL intercom. PRIVATE 
LINE systems. [] FLEETWAY 2-way radio. 


Address 


Company 
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MILLS MOVABLE METAL WALLS provide —>pace Central 
for offices, factories, schools — buildings of all types is 


To be efficient, interior space must be adaptable resistant. They are available in several types and 


to frequent changes in space requirements. Mills —_in a wide variety of colors and wood grain finishes. 


Walls can be moved quickly, easily, and at very 


low cost, without commotion, dust, debris or inter- 


Their all-welded steel panels have baked-on enamel 
surfaces which will not chip or mar, require no 
ruption of normal space usage. maintenance other than occasional washing. Easily 
accessible raceways are provided for wiring in base, 


Mills Walls are insulated, sound proofed and fire —_ cornice and panel connections. 


@ MILLS FLUSH PILASTER PARTITIONS 


These 3” thick, wide, flush-panel partitions are avail- +) 
able in all-steel or steel-and-glass panels either ceiling i. 
high, or cornice high with top filler to ceiling, or open 


above door height. ‘They are more sound proof than 
a tile and plaster wall of twice their thickness. ip 
MILLS FLUSH PILASTER WALL LININGS® a 
Inside masonry walls may be lined with the same P| 
strong, all-welded panels used in Flush Pilaster 4. 
Partitions, with provisions for concealed heating, | 
air conditioning and wiring facilities. Partitions, ; 
Wall Linings and Railings are easily interconnected. | 
@ = MILLS FLUSH PILASTER RAILINGS | 
These Railings are similar in appearance and design ' 
to Mills Flush Pilaster Partitions and Wall Linings. i 
Standard height of railings is 42”, with continuous : 
hand rail. Mills Flush Pilaster Glazed Railings have “4 
24” high glass —clear or translucent —above the rail- rh 
ing, held rigidly by attached posts; | 


Write for a free copy of this Mills Movable 
Wall Catalog. It is a practical 68 page 
workbook of detailed information, 
specifications, 4%” seale detail draw- 
ings and illustrations of all types of 
Mills Movable Walls and accessories. 


THE MILLS COMPANY © 978 WAYSIDE ROAD e CLEVELAND 10, OHIO 
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There are many times when management can be rather stubborn. ... 
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OFFICE MANAGERS: they move sideways 


into the electronic era 


To give executives an inside view of the 
problems of office management as those on 
the scene see them, the editors held a series 
of conferences and tape-recorded the opin- 
ions of a number of office managers and 
methods experts. The editors then checked 
the comments by interviews and question- 
natres with a larger sample. This article 
reflects the situation as they see it. 

In the article on page 101, where top man- 
agement in the office equipment industry 
appratises the current status of office man- 
agement and their own approaches to its 
problems, the views of executives ranging 
from board chairmen to sales vice-presidents 
to methods theorists were also recorded. It, 
too, is based on direct quotations. 


S? 


They have little top-executive interest or support. 


Their methods and standards are far from being 


scientific or comprehensive. They aren’t happy with 


their equipment or the way it was sold to them. 


Office managers discuss “‘savings”’ 


Cost-cutting usually starts at the wrong point. 
Management is very cost-conscious as to what a 
new product will cost to produce and merchan- 
dise. But if they want information, they don’t 
care what it costs, they want it. They give no 
recognition to the fact that perhaps they already 
have that information in one form or another. 
And they can be rather stubborn. 

They don’t recognize that it costs you so much 
to do this or costs you so much to do that if 
you deal with an office operation, just as in the 
plant. 

We are trying to educate now some of our 
management from the standpoint of what the 
paper alone in their panerwork costs them, and 


how a selection of one method against another 
can save a lot of cash. For example, our manage- 
ment is not realistic—they ave snobs. They won't 
take a handwritten report; it has to be typed or 
printed. 

If someone says, “We would like to have this 
information,” then he ought to ask, “How much 
is it going to cost us to get it?” That question 
is never asked. Instead they say, “Let’s cut office 
costs, but let’s not give anything up.” 

You like to have this report and you like to 
have it in this fashion and you like to have it a 
certain time every month. The office manager 
says, “I need five more people to do it,” and he 
hires them. Lost in the shuffle are the actual 
costs of both acquiring all the data and prepar- 
ing the report. 
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Why aren’t office costs pinpointed? 


Well, management doesn’t seem to mind. 
Their attitude is, “Put it all in one lump and 
we'll divide it up evenly at the end of the year.” 
If we do it anyway and come up with savings, 
they show up in unimpressive dribs and drabs. 
Actually, of the $500 and $200 and $2,000 and 
$3,000 jobs that we have suggested that they 
listen to and that they have turned down—I 
imagine by the end of the year we'd be close 
to saving about $100,000 annually on odds and 
ends. Of course, we’re a big operation, but we’ve 
just begun to scratch the surface! 


What was said about 
“unread reports” 


Our management demands so many reports 
that if you read 24 hours a day, seven days a 
week, you still couldn’t get through them. I 
don’t know what’s happening to that informa- 
tion, but management is certainly report crazy 
to-day. Twenty-five years ago, the accounting 
department made records and made a balance 
sheet and that was the end of it. To-day the 
accountant is eager to show his worth by bring- 
ing up and suggesting new reports. Sometimes 
the accountant himself is not practical, but it 
sounds good and management buys it. So you 
add three people, buy four tons of paper and an- 
other duplicating machine and you put it all 
together in a beautiful package and somebody 
says, “Yeah, that’s fine.” But you haven't in- 
creased your sales one iota. To cap it off, at the 
end of the year you get kicked in the pants for 
going over your budget. 


Reports are amazingly fertile 


You see, usually in this report business, you 
get your basic data from a hopper somewhere, 
probably in tab cards. You have it there because 
certainly nobody will argue that there is a mini- 
mum amount of information that management 


must have. Now, whether you take out the extra 
information, the marginal facts, is a matter for 
judgment. In other words, the data is in there. 
There is an endless number of combinations 
and you can arrange it any way you like. As you 
know, every tab installation in the country just 
grows and grows. You keep putting more appli- 
cations on it. People think that because you get 
these situations mechanically, it doesn’t cost 
much and so they keep asking for new reports. 


A price tag helps cut report costs 


We've attacked this report problem recently 
by picking out the reports we thought might 
possibly be dispensed with and, more important, 
reports that might be issued less frequently. We 
not only make detailed suggestions to manage- 
ment, but we are careful to give the cost of 
preparation. 

If you can give them the area within which 
the cost falls, then each manager can sit down 
and say, “Well, I'm paying when my statement 
comes out. Part of the cost of preparing the 
report comes as a deduction from my profit. 
Now, this report costs $9,000.” You’d be sur- 
prised how many we have eliminated this way. 

Of course, you can’t get away from human 
judgment in this thing. Only the manager 
who uses a report is qualified to judge the 
value of it. 


Some companies bill executives 
for office services 


For all of our office functions where the user 
does control the kind of service he wants, we 
charge it on the basis of use. In our duplicating 
department, for example, where the cost of the 
service depends on whether they want a fancy 
photographic plate made or whether they can 
use a simple offset method, we distribute the 
cost to the user on the basis of actual use. Prior 
to this system, work was judged on the basis of 
the way they used the service and they always 


asked for the fanciest kind of job and you could 
argue with them until you were blue ig the face. 


Office managers speak 
of “buck-passing”’ 


The great difficulty is that the office service 
or the accounting service or whatever you call 
it is in a separate budget. Even though you sub- 
mit the costs of a report and the man knows it 
is going to cost $9,000, that is not something fe 
has to justify in Azs budget. The cost is in the 
accounting budget. 

It usually is not a very effective way of op- 
erating to go into a budget session and start 
pointing out that “I am carrying an extra $9,000 
because DG says he has got to have this report, 
and I’ve got $18,000 here because ER insists on 
this report.” You might win the point but, of 
course, you lost the argument. Before long every- 
one in the place is out after you with little dag- 
gers and you wind up with ribbons where you 
should have a backbone. 

If you persist in having these allocated serv- 
ices sticking out like a sore thumb, the various 
management departments will start running 
their own little individual report preparation 
groups. In their total departmental cost it will 
usually be a relatively small percentage and it 
cannot be isolated and it cannot be seen. So you 
wind up with concealment, not control. 

Put it another way. Allocating costs is the 
logical answer. But unless you get support right 
at the top you put yourself in one of those ring- 
around-the-rosy deals and you’re back where you 
started, 


How standard are office standards? 


There is probably room for some argument 
here, but I believe you will also find a good bit 
of agreement among many of us who have sert- 
ously gotten into this question. 

They have got to be tailor-made. One com 

Continued on page 86 


‘No matter how you look at it, management is report-crazy to-day.... 


MO Dest 


93 


SEPTEMBER 1954 — 


> 


— 


i 
ts. 
il 


Fe 
| 
aps 
~ 
th 
it 
4 
| 
i 
| 
| 
¥ 
AX 
\ 
\ 
\ 
| 
| 
| 
= 
i 


eliminate 


But you can take money from Paperwork COST 


and add it directly to your PROFIT 


You don’t have to increase your volume to improve your 
Profit Position—you can do as 93 out of America’s 100 
largest firms (and thousands of others) have done: 


You can ask Standard Register to help you explore that 


THE OFFICE! 


often neglected cost area 


Your business requires its own special systems. 


But the principle is always the same. Through system 
analysis: 

Develop the best procedure 

Simplify the writing process 

Design the most efficient forms 


You can profit most, in a practical application of today’s 
office machine developments to your specific record needs, 
with the aid of Standard’s experience, techniques and 
warranted forms. 
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Many of America’s largest corporations turn to f 
Standard Register of Dayton ' 


Their need: maximum service to their customers. . . 
greater speed in processing orders . . . errorless trans- 
mission between offices and plants . . . integration of 
modern office machines of many makes for automatic 
record preparation. 


A leading chemical producer was able to get: 


>» 40% to 50% reduction in order and invoice typing 
time. 


» 80% reduction in checking and verifying time. 


> 100% mechanical accuracy in records and punched 
card reports. 


A cotton mill increased by more than 44% the number 
of invoices handled per person in the department. 


An important brewery decreased by more than 60% 
time for preparation of delivery ticket-invoice forms. 


These absorbing reports of Modern Office Automation are told 
completely and in detail in the latest issue of 


PS. PAPERWORK SIMPLIFICATION 


Write today to reserve your copy—it will suggest to you the many 
ways Standard Register can help you to take money from your 
paperwork costs and put it into your profit. 


Register Forms 


PAPERWORK SIMPLIFICATION | 


THE STANDARD REGISTER COMPANY. 111 CAMPBELL ST., DAYTON 1, OHIO 
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The machines are going to organize the company, and then we'll 


do the rest. ...”’ 


pany’s standard for a certain job 
won't fit a nearly identical opera- 
tion in another company’s office. 
You have good standards and you 
can keep track of production on 
certain repetitive operations like 
typing punch cards. But actually, 
there aren't too many jobs like this 
in most manufacturing company 
ofhces. Even so, every once in a 
while somebody gets the bright 
idea to work on a very broad pro- 
gram of work standards. We spent 


We used the only criterion we 
knew about—is there a unit of out- 
put that is readily available? If 
there is, the chances are that it 
won't cost you too much to record 
actual production. If there is not a 
definite and almost identical unit of 
output, it probably will cost you so 
much to record it that you won't 
gain anything. 

Proceeding from that broad as- 
sumption, we multiplied these jobs 
by their rates and we figured the 


‘ 


, number of dollars in salaries we 
could measure. Then, based on the 


experiences of other companies that 


ay a small fortune not so long ago on 
| a high-priced consultant who went 


a 


300. 
“substan over our sales operations from A to 


or sales there is a co t-cutting sol 
tion for you in Colitho Products. 
end for the free Folio of Colitho 
_. Application: Ideas, and find out 


THE “ONE-WRITE” WAY TO RUN A BUSINESS 


Colitho Division, COLUMBIA RIBBON AND 
CARBON MFG. CO., Inc. 
809 Herb Hill Roac, Glen Cove, N, Y. 


Send me te Folio of Colitho Application Ideas. 


Name 


Company 


Address 


Cty 


Z. Not too long afterward, the pro- 
gram—or most of it—fell of its own 
weight. It was too complicated and 
too many people spent too much 
time figuring out how much work 
we were doing. That consu'tant’s 
name is no longer used around our 


place. 


If you want 
good standards... 


We have on our committee, plant 
engineers experienced in measuring 
work. Office work is different, of 
course, but the techniques are the 
same. We have methods specialists, 
too. First of all, we submitted a 
primary report to top management. 
You can’t avoid this; work meas- 
urement is a radical departure for 
most organizations. We got a list 
of all ofhce jobs and from our 
knowledge of what those people do, 


we put down all the jobs we 


thought could be readily measured. 


ica 


E WwW 


have been in this for some time and 
on the savings that they have found 
made possible by measurement, we 
computed a probable saving and 
then we estimated the probable cost. 
We gave this to the top people, ask- 
ing whether they wanted us to go 
ahead. That’s where we are nov’. 
... We found that there is no office 
job that can’t be measured, but the 
cost of getting the report of your 
output may be prohibitive in rela 
tion to any possible savings. Some 
companies can tell you on a par- 
ticular calculator how long it wi!l 
take to multiply a three-digit figure 
by a four-digit figure. I can’t hel» 
but believe that this must be a very 
expensive business. 


Work standards 
or better methods? 


Except in operations like insur- 


ance companies, there are very few 
truly repetitive operations in the 
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PROOF! The Best Buy 
Office Chairs Cosco! 


Compare Price! Compare Quality! 
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coat 
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D SEAT— 
49.50 | 

Here’s the secret of so much chair for so : 

little money. The secret is simply this: When you buy Cosco {2 


office chairs, you don’t pay hidden profits! Unlike other manufacturers, 
Cosco does not buy chair parts from suppliers and then assemble them, 
Except for the casters, Cosco mass produces all the component parts in | 
their chairs. That’s why—for only $32.50*—Cosco can deliver as many | 
luxury features as other chairs priced up to $65.00! 
You'll like, too, the way Cosco chairs reduce fatigue and you know this it 
will increase work_output! For the full story, mail the coupon today. z 


Please attach coupon to your letterhead=— 


Model 15-S 
Secretarial, only HAMILTON MANUFACTURING CORPORATION F 
* I Dept. DR-9, Columbus, Indiana ; 
$ | Please send me complete information about Cosco office i 4 
| chairs and detailed Buy-A-Gram Charts. | am especially | fs 
 *$34.45 in Florida, Texas Secretarial Chairs Executive Chairs | 
and 11 Western States Conference Chairs () 
(Zone 2). Other models — 
etter se Office ! 
| 
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HAS YOUR LIGHTING 
KEPT PACE WITH PROGRESS ? 


* Try 24 Sylvania Fluorescent Lamps 


of any popular type. If, in your opinion 
they don’t give more light and maintain 


You're always ahead with Sylvania 
Fluorescent Lamps because of 


The Bonus of Light 


You get the maximum... the most 
light for your money ... from 
Sylvania Fluorescent Lamps. In- 
deed, when properly installed with 
good ballasts. tests show that 
Sylvania lamps give a “bonus of 
light” worth more than the cost of 
the lamps themselves. 


Remember, Sylvania is a leader 
in the development of fluorescent 
lighting and offers you an assur- 
ance of complete satisfaction or 
your money back.* You can’t buy a 
better fluorescent lamp! 


ofhce. I mean operations where the 
material, the handling, and the se- 
quence are identical over a long pe- 
riod of time. It’s not like operating 
a stamping machine in the plant. 

All we can hope for from meas- 
uring and standardizing is a rough 
approximation that will give us bet- 
ter, but not complete, accuracy and 
control. There is no difference in 
basic principle from measuring and 
standardizing in the plant, but | 
don’t think anyone knows very 
much about measuring ofhce work. 
Many of the savings that are 
claimed now from work standards 
you would have got anyway just 
from better supervision. 

The picture is confused because 
a lot of the savings that are claimed 
are due to methods improvements 
made during the same time the 
measuring was going on. I’m hav- 
ing that trouble now because | 
found that industrial engineers, 
when they think in terms of meas- 
urement, never think of it as being 
separated from better methods. 
Measurement may stimulate meth- 
ods analysis or methods may im- 
prove independently. 

I agree that there are positive 
benefits from separate and distinct 
operations being measured. There 
is nothing wrong with that single 
standard as such. The only problem 
is when you start stringing those 
together; it’s like taking a lot of 
perfectly good components and as- 
sembling them into a unit. You may 
end up with a lousy unit, but all 
the components are good. 


Mr. System, 
meet Mr. Machine... 


You can’t find a machine of any 
sort to do the system the way you 
want it. You have to adjust your 


revolutionary new method 
puts stencil duplicating 
‘in the printing class 


TWIN-CYLINDER IMPRESSION SYSTEM 
PRODUCES AMAZING PRINT-LIKE RESULTS! 


weet 


The twin-cylinder system of the Gestetner 
sweeps away all the old concepts of stencil 
duplicating. Its reproductions approach 
professional print-shop work in clarity and 
attractiveness. Automatic operation through- 
out eliminates guesswork, speeds up pro- 
duction and steps up quality. 


AUTOMATIC INKING....... 


NO CANS 
NO BRUSHES 


NO PADS 


SIMPLY CLIP THE INK TUBE INTO PLACE 


Your most fastidious office girl will find 
the Gestetner a clean simple operation. 
Dials are set to the ink density and the 


color and brightness for a jonger time 
than any other brand, send them back 
| with your signed Certificate of Assuranc 


number of copies desired... and... the 


system in one way or another to it. 
Gestetner does the rest... automatically. 


There is no basic standardization. 


and your money wili be refunded. 
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Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. é 


Conada: Sylvania Electric {Conadc) Ltd., University Tower Bidg., St. Catherine St., Montreal, Q. 


LIGHTING RADIO + ELECTRONICS TELEVISION 


You give a little or take a little. 

I think all of us like to use that 
equipment which has not just been 
presented as a piece of machinery, 
an appliance, but as a method of 
doing a complete job. 

The vast majority of manufactur- 
ers have fine equipment, and so on, 
but they have not followed through 
with the things that integrate it 
into a-complete system. 

The biggest weakness, [ think, 
when you come to the machine field 
is that if you are lucky enough to 
get a salesman who knows what the 


Color... too... in a dozen different 
hues . . . with changes made in three 
minutes! Yet Gestetner costs no more! 


Gestetner is the World's Oldest and Largest 
Manufacturer of Duplicating Equipment 


——— 


Gestetner Duplicator Corp. 
50 McLean Avenue 
Yonkers 5, New York 


Please send full details and name of distributor. 


Name_ 
Address | 
Company 


City State 
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machine can do, he can juggle your Some of them are so dumb that I 
system to fit into his machine and fee] the manufacturer has insulted 
you have to be wary or smart my intelligence. When you get into 
enough to know whether he is tak- such things as accounting machines 
ing you over the hurdles. you are in a complicated set-up. 
You should know quite a bit about 

it before you try to peddle the prod- 

uct, and a lot of them don’t. You 

» have to go in and do your own job. 
My biggest beef is the guy who 


And one office manager 
gives his complaints on 
“office equipment salesmen’ 


/ 


/ 
\ 


\ 


Direct action gives instant 
answers. Increases operator 
productivity, requires less 
time and effort. Three-way 
control prevents errors— 
signals operator by sight, 
sound, and touch. 

Call the Comptometer 
representative 

for details. 


= 


COMPTOMETER ADDING- 
CALCULATING MACHINES are 
made only by Felt & Tarrant 
Manufacturing Co., and sold 
exclusively by its Comptometer 


A guy that knows what he’s do- 
ing—that’s the rare exception. I’d 
say 75 per cent of equipment sales- 
men that want to sell you equip- 
ment are doing it because they want 
the commission. They don’t know 
why you should have it. I think 
they are probably the most illiterate 
type of salesmen. 

I have yet to find one that can 
come in and tell me anything about 
his own machine. That is the one 
thing they know nothing about, or 
about his own desk or his own 
chair. All they know is what is 
wrong with everybody else’s equip- 
ment including those you already 
have installed. 

One thing that burns me up 
about them is that they all give you 
performance figures that were taken 
under superperfect conditions... . 


comes in and I don’t care where 
you interrupt him: what happens? 
He’s like the old politician—‘“I’m 
glad you asked that question,” and 
he goes right on with his Uittle 
canned presentation. You learn ex- 
actly what he was told to sav. If 
you ask him something eisc, he 
plainly doesn’t know. 

Sometimes the problem is that 
the machine is not designed to be 
as helpful as it could be. It’s de- 
signed to be sold. There is a lot of 
it that doesn’t even come close to 
doing a halfway decent job. 

I'll tell you another thing that’s 
getting worse in the ofhce equip- 
ment field. That is advertising that 
is loaded with superlatives that 
don’t mean a darn thing. 

There’s another kind of adver- 
tising that is going to backfire one 


You can’t win! 


With an inaccurate mailing scale, you frequently 
overpay postage, wasting money...or underpay, 


resulting in “postage dues” and loss of 


customer good will. Even in a small office, 
the overpayment of 3¢ postage on just a dozen 
letters a day may waste nearly $100 a year! 


Division, 1722 N. Paulina St., Chicago 22, 
Illinois. Offices in principal U. S. cities 
and throughout the world. 


A PB precision mailing scale has an 
automatic pendulum action, fast and accurate 
... with a big hairline indicator and wide- 
spaced markings, easy to read...and saves 
time as well as postage in mailing! 
PB scales pay their way in any office. Models for 
all kinds of mail, including parcel post up to 
70 Ibs. Ask the nearest PB office to demonstrate. 
Or write for the free illustrated booklet. 


FREE: Handy chart of Postal Rates 
with parcel post map and zone finder, 


PITNEY-BOWES 


Mailing Scales 
PITNEY-BOWES, INC. 
1562 Pacific St., Stamford, Conn. 


Originators of the postage meter 
... Offices in 93 cities 


Electric and non-electric models 
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. DICTATION 


MODERN! LOWEST COST! 


: Paperwork f-l-o-w-s with new pushbutton dictation. You pick up a phone, 
push a button and dictate. It’s as simple as that! And you do it at your con- 
venience. Handling paperwork becomes a new experience in timesaving - 
efficiency never before thought possible. And with PhonAudograph III you 
get new, premium features at /owest cost ever! For an eye-opening demon- 
stration showing how Gray PhonAudograph III can be effectively applied 
to your paperwork problems . .. save you money as no other system can — 
call your Audograph dealer today. The Gray Manufacturing Company, 
Hartford 1, Connecticut. 
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Let Copease cut the cost of 
your office procedure! 


PHOTOCOPIER 


*Trade Mark 


One money-saving machine makes finished 
photocopies of just about anything! 


Copease copies everything—at a surprisingly modest cost. Makes legally ac- 
ceptable copies of letters, contracts, anything on paper, on all types of stock 
up to 14” wide. Copease does the whole job—exposing, developing and 
printing in jet black on snow white background from any type of copy... 
colored stock, black and white, pencil, pen, etc. with little or no adjustment. 


Never before have photocopies come out so sharp, so clear, so dry in sucha 
short time! Copease works in seconds. 


Copease is saving time, money and headaches for some of America’s 
largest and best-run corporations. This is the machine that, under the name 
of Develop Combi, revolutionized office copying, in over 60 countries. 
And now it’s better than ever. A new, non-curling, light-resistant paper 
permits use of Copease adjacent to fluorescent light or in subdued day- 
light. Call or send coupon for details today. 


COPEASE CORPORATION 270 Park Avenue, New York 17, N. Y., Box #DR 


Gentlemen: Please send full details of Copease Duplex Photocopier. 
Known outside U.S.A. as Develop. 


NAME OF FIRM 


salesmen don’t care 
if the machine fits or not...” 


of these days. That’s this business 
of trying to make the boss look like 
a heel because he won’t go out 
quick and buy somebody this, that, 
or something else. 

Bad selling and bad advertising 
is getting the office management 
people fed up and we start wonder- 
ing how honest these people are in 
what they sell us. 


Open letter to 
equipment industry 


What we need is good informa- 
tion, either from them in printed 
form, or in whatever form they 
want to put it, so that we can sit 
down and study it to see which one 
of two or three or four methods 
will best solve our problems. We 
want to be able to plan to see how 
that’s going to fit in with what we 
have now and tie the whole thing 
together. There are too many of 
them who can’t give you the varia- 
tions that their equipment will per- 
form away from just the straight, 
ordinary, cut-and-dried line. 

They don’t know. By the time 
we've put in a machine and studied 
it on our application, we know 
more about it than the salesman 
does and if we don’t, we’re riding 
for a first-class tumble. 

The salesmen seem to talk in 
their own language and they can’t 
talk to you in yours. Where you're 
talking to them about an account- 
ing problem, they'll ask you if yeu 
want the machine with two cross- 


“lt has been conclusively proven to us 
that the utilization of supericr ingredients 
in the manufacture of a product adds 
negligibly, if at all, to its eventual cost. 
And the resultant high standard of qual- 
ity, value, serviceability far outweigh this 
almost immeasurable increase in cost.” 
Edward Jj. Breck, President and General 
Manager of John H. Breck, Inc. 

Your letterheads and records are exam- 
ples: The finest L. L. Brown paper constituting 
a letterhead and envelope costs less than 
the postage. The most durable L. L. Brown 
record paper adds but 1% to total accounting 
costs. Microscopic cost differences! Yet they 
insure prestige and quality in letters ... and 
records which defy time and hard use. 


For 105 years, L. L. Brown papers have 
been the choice of discriminating executives 
whose correspondence must reflect them and 
their products and whose records are worth 
keeping. 

Your regular supplier knows L. L. Brown 
papers. Ask him to help you select those best 
suited to your needs. 


WRITE for FREE booklet... 


“How to Get Greater 
Service and Value from 
Your Records and Letters”. 
Here is a reliable guide to 
selecting the right pcoper 
... for recording or corre- 
spondence. 


a LETTER & RECORD 
PAPERS 
SO MUCH EXTRA VALUE FOR 


SO LITTLE EXTRA COST 
Since 1849 


L. Brown Paper Co. C-5 
Adams, Mass. 

Please send me FREE copy of “How to Get Greater 
Service ond Value from Your Records and Letters”. 


Send today for FREE copy 
of this very helpful booklet! 
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THE 


CONQUEROR 


SPIRIT DUPLICATOR 


MODEL 70 $1 9 00 
COMPLETE ONLY 


Compare the Price ... 
The Conqueror is the best in the field, ata 
price far lower than comparable machines, 


Compare the Features .. . 


The Conqueror has all the better features 
for better duplicating built-in to make 
every job a pleasure, including: Raise-and- 
Lower Control... New Fluid Control 
... Visible Reset Counter ... Visible 
Fluid Supply .. . Adjustable Pressure 
Control . . . Positive Rotary Feed. 


Now you can print 120 or more copies per 
minute, of anything typed, written, drawn, 
traced or ruled on the master. You can 
print on cardstock or newsprint on sizes 
from postcards to 9 x 14 inches. No ink or 
mess . . . any inexperienced person can 
become an efficient operator the first time. 
It’s been said after operating The Con- 
queror: ‘The time has come when a dupli- 
cating job is no longer a job, but a very 
pleasant interlude in a day’s work.” 

See for yourself ... write today for 
informative booklet. 

Sold by Leading School Supply Dealers 


We will also send you information on the 
new Conqueror Model 76. . . Spirit of ‘76 
automatic electric duplicator which makes 
duplicating a push-button operation. 


WRITE TODAY!! 


CORPORATION 


1848 S. KOSTNER AVE. 
CHICAGO 23, ILLINOIS 


Quality Duplicators and Supplies Since 1903 


footers or three cross-footers, or how 
many dials and registers. They talk 
a language that most office man- 
agers don’t understand. They don’t 
seem to understand ours, either. 


Office managers 
face up to the 


electronic evolution 


I'd hate to see the electronic 
equipment people get into the cate- 
gory of being sold on the same basis 
that office machines are sold on. I 
think if they will keep on the basis 
that they will work with you to 
analyze your problem and help you 
program it, they are bound to do 
a good job. 

There is no way of telling yet. 
They only sell on the basis of firm 
orders. You have to beg to get a sales 
engineer to come and see you. They 
want you to come and see them! 

They are experimental and are 
being experimentally installed for 
the most part either for data proc- 
essing or computers. When they 
settle down, we are in for a com- 
plete upheaval of methods and pro- 
cedures as they have existed in the 
past. There will be an impact on 
personnel, on procedures, on most 
functions of the organization. 

The biggest problem right now is 
getting ready to understand whether 
or not you've got an application 
for them. 

I’m not quite so discouraged 
about the costs as some of the re- 
ports seem to be. Every time we 
have got into an improvement in a 
machine, only one of the functions 
performed has been that of replac- 
ing existing labor. The other one is 
creating new information that was 
not otherwise available. 

That will be our problem. Just 
as in the case of a punch card in- 
stallation where I’d hazard a guess 
that nary a one saved as much per- 
sonnel as you originally thought 
and often you wound up with half 
again as much—electronics will be 
the same shell game. If you have 
135 people in an accounting office, 
they Il tell you the cut will be down 
to around 50 or 75. 

That’s nonsense. The.cut may be 
more drastic than other fo-ms of 
equipment, but it will build up 
again. When they start getting 
more data faster, they'll need to put 
back people and more highly 
trained people to process it. 

Continued on page 94 


saves time 


FEATURES 


Light weight and compact—occu- 
pies only 16’’x 27” of desk space. 


Special tilted bins, and patented 
Ejectomatic feed—assure smooth, 
dependable operation. 


Hand lever can be located on 

either right or left side —for 

operator’s maximum convenience. 

No set up time — always ready 
for use. 

1-year guarantee — maintenance 
costs practically non-existent. 
Permits collating of both 

and 82x14” sheets. 


FREE Check coupon for Dem- 
onstration and/or Collating 
Analysis Sheet. Shows you how 
to save up to 50%. Also avail- 
able, free bulletins on new 


gation, of course. 


Floor models available in 
capacities from 5 to 32 bins. 


and expense... 


ANYWHERE... 
ANYTIME! 


Table-Top, Fioor, and high- 
speed Tandem models. No obili- en ae ® 


new improved PORTABLE 
PAPER GATHERING MACHINE 


a 


Available in both 
5 and 8 bin models. 


Most companies recognize the fatigue and 
confusion created by the task of assem- 
bling sales bulletins, price lists and other 
types of duplicated papers into sets .. . 
yet may not realize that often hundreds or 
thousands of dollars of needless expense 
is involved. 

Now, with this light weight, portable 
Thomas Table-Top Collator, you can add 8 
extra helping hands to a paper assembling 
job. One operator... working easily and 
comfortably . . . gathers completed sets 
twice as fast as by old-fashioned hand as- 
sembly methods, with verified savings to 
50%. The Table-Top is accurate too... 
permits a constant check on every collated 
set so that blank or misprinted pages don’t 
slip through ... and so simple that anyone 
can operate it. 

To get all the facts, return the 
coupon today! 


Specialists in Paper Gathering 


135 Sales and Service Offices 
from Coast to Coast 


THOMAS COLLATORS INC. 
50 Church St., Dep’ R, New York 7, N. Y. 
| am interested in: 


Table Model 
Floor Model 


Demonstretion at my plant 
Collating Analysis Sheet 
[_] Tandem Model 


..Position....... 

City | Zone....State 


See our exhibit at the National Business Show (69th 
Regiment Armory) September 27 to October 1. 


SEPTEMBER 195 4 
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FILMSORT, pioneer in the field of unit- 
ized microfilm, is becoming a by-word 
wherever important records must be kept 
—and used. Filmsort has made microfilm 
a practical records medium for high 
reference files. 


Everywhere leaders in industry, busi- 

ness, the professions and sciences are 
discovering the advantages of the Film- 
sort system — the space-savings of micro- 
film combined with a card file adaptable 
to any type of record. A Filmsort viewer 
makes reference simple and satisfactory 
—instantly restoring documents to orig- 
inal size for easy reading. 
BELL TELEPHONE LABORATORIES are 
already using three quarters of a million 
Filmsort Aperture cards for engineering 
drawings. 


94 


...all turn to Filmsort 
for Vital Records 


DUKE UNIVERSITY HOSPITAL houses 
case histories in Filmsort Jacket cards 
DUN & BRADSTREET employs Filmsort 
Jacket cards for filing credit reports. 

In each case, Filmsort provides a system 
for the individual problem. 

Wherever vital records must be kept 
— wherever space-saving, time-saving, ac- 
cessibility and safety are important— 
there you find Filmsort more and more 
widely used. 

Let us tell you how Filmsort can work 
for you. 


Filmsort 


DEPARTMENT D 


PEARL RIVER, New York 


“There is no job that can’t 
be measured.”’ 


Three parts office 
manager, one part 
Mr. Eimstein 


We're going to have a tremen- 
dous problem if this thing comes as 
fast as we think it will. We're just 
beginning to talk about office en- 
gineers now, and up to this point 
that’s been a fancy title some char- 
acter took on because it sounded 
scientific. 

But there are only about a thou- 
sand people in the country who 
know how to program a problem on 
an electronic machine and most of 
them work for the suppliers. 

You can’t even decide whether 
you want one until you understand 
what it can do for you and you’ve 
got to send people to school to learn 
how these things operate. So frst 
you send your supervisory people or 
your manager to take a general 
course for a week. Then he should 
go back and follow up with a two- 
week course. 

Then you should send your peo- 
ple who are going to make a study. 
They go to the basic school plus a 
programming school and that will 
t2ke you another three months. 
You've got to know all that before 
you can even begin to study your 
own applications and even then you 
are still a babe in the woods. You'll 
be adding competent mathemati- 
cians to your ofhce staff and there 
aren't many of those around. 

I think any office manager or 
methods man worth his salt has got 


Of Needless 
ashroom Expense 


* No Towel Costs 
..- Less Maintenance 


Save up to 85% of washroom costs with 
new, faster drying Sani-Dri hand and hair 
dryers. No buying and storing of paper 
towels . . . no monthly service fee for cloth 
towels. Sani-Dri reduces maintenance over- 
head and provides 24-hour, automatic dry 

ing without mess and clutter. Washrooms 
are more sanitary with no towel waste and 
no fire hazard. All Sani-Dri models carry 
the Underwriter’s seal of approval and 
full 2 year guarantee! 


Only Sani-Dri—The Original 
Electric Dryer, Offers So 
Many Exclusive Features! 


No other dryer offers all the advantages of Sani- 
Dri. No other dryer gives you as complete a line 
models to choose from 
for your particular wash- 
room requirements. 


PROOF 
You, too, Can 
Save with 
Sani-Dri! 
WRITE TODAY FOR NEW ILLUSTRATED FOLDER! 


Manufactured and Guaranteed By 


THE CHICAGO HARDWARE FOUNDRY CO. 


Dependable Since 1897" 
3694 Commonwealth Avenue, No. Chicago, Ill. 
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CONSCIOUSLY, most key men _ probably 
never allow important responsibilities to get 
out of their own hands. But experience 
shows that unconsciously they often do. And 
in one particular matter the results can 
really be disastrous. 


Take the matter of your firm’s accounts 
receivable and other business records, for 
instance. Whose responsibility is it to see 
about protection for them? It had better be 
yours. For entrusting those records to some- 
one who doesn’t know an old safe can in- 
cinerate records might be the end of your 
business. Any safe without the Under- 
writers’ Laboratories, Inc. label is dangerous 
if fire starts. 


FREE! FIRE DANGERater. 


Tells you in 30 seconds how 
much protection your vital rec- 
ords need. Easy to use. Accurate. 
Authentic. Based on experience 
with thousands of fires. Figures 
in over a dozen vital factors 
about your business. Mail cou- 
pon for your DANGERater, 
now. Free. No obligation. 


And being located in a fireproof building 
doesn’t lessen the danger one bit. Fireproof 
buildings just wall-in an office fire. Make it 
hotter! 

But, you’ve got fire insurance? Fine. But 
don’t count on it to repay all your losses, 
unless you can provide “proof-of-loss with- 
in 60 days’’—which takes records, you know. 


Better delegate this—to yourself! 


Experience shows that 43 out of 100 firms 
that lose their records in a fire never re- 


Do top executives delegate too much responsibility ? 


open. And the others have years of tough 
sledding just to regain normalcy. 

Write yourself a memo, today, to check the 
risk you’ve been taking. And find out how 
little it costs to get the world’s best, and 
most modern protection—a new Mosler 
**400” Series “‘A’’ Label record safe. Con- 
sult classified telephone directory for name 
of the Mosler dealer in your city. Stop in. 
See the exclusive Mosler styling and pro- 
tection features. Or mail coupon, now, for 
FREE FIRE “DANGERater.” 


IF IT’S MOSLER ... IT’S SAFE 


Mosler Safe 


World's largest builders of safes and vaults . . . Mosler built the U. S. Gold Storage Vaults 
at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima, 


ADDRESS. . 


The Mosler Safe Company, Dep’t OR-9 

32nd Street and 5th Avenue, New York 1, N. Y. 
Please send me (check one or both): 

[] Free Mosler Fire ““DANGERater,” which will 
indicate my fire risk in 30 seconds. 


[) Illustrated catalog, describing the new series 
of Mosler Record Safes. 
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“What makes you believe a letter 
is important...even before you read it?” 


You open an envelope, glance at the letter and let it drop 
into the waste basket. Why? You open a second envelope, 
glance at the letter and lean back to read. Why? 


It couldn’t be the words as you did not have time to read 
them. The truth is, you got an impression . . . a favorable 
impression from the excellent design of the letterhead and 
the feel and appearance of the paper. 


Yes, fine rag paper does have a positive psychological effect. 
In your own life you have your baptismal record, diplomas 
from school, awards you have won, war bonds, the title to 
your home and so on. 


Today, when you handle a firm, crisp sheet of rag paper you 
unconsciously feel that this piece of paper is important too, 
and you stop and examine it. 


The next time you need letterheads, 
remember the impression value of good 
paper. Ask your printer for samples of 
fine rag paper by Neenah. 


To plan business stationery that will be 
PREFERRED, ask your printer for a free 
copy of the “Neenah Guide to Preferred 
Letterheads.” This exceptional book is based 
on a four-year survey by the Neenah Paper 
Company. 


BUSINESS PAPERS 
S\WCE \873 


NEENAH PAPER COMPANY, Neenah, Wisconsin 


"An equipment salesman can 
take you over the hurdles.” 


to find out where it might fit into 
his applications. I don’t say you're 
going to buy one to-morrow, but 
you ve got to start to-morrow if you 
haven’t already—and lots of com- 
panies have. 


The comments made 
about “punched tape”’ 


Data processing equipment its 
basically the use of punched tape or 
common language data. As you 
know, you can either transmit on 
the tape all the way through and 
then convert to standard equip- 
ment; or you can go from punched 
tape to punched cards and back and 
forth automatically. Now the ex- 
tent to which the punched tape ac- 
tuating the more conventional 
equipment we've known is going 
to eliminate some of the applica- 
tions of the digital computers is not 
known, at least by us. 

It just may not be possible for 
systems to be developed that will 
take the almost unbelievable speeds 
of the electronic calculator. 

And, in the long run, much of 
our cost does not arise out of the 
actual doing of the operation; it’s 
gathering the data, it’s copying it, 
it’s recopying and putting it into 
four or five different things, and 
then transmitting it. Our costs are 
much greater there than in the ac- 
tual computation. 


Possible effect on 
decentralized companies 


Our company set up a regular 
new department on nothing but 


copies made in 


minute 


Less than 4° each 


T’S done with the new Kodak 
Verifax Printer. And even if you 
are now retyping just one or two 
letters a day it will pay to have this 
completely different copier. 


You get copies of letters, charts, 
magazine pages, etc., for less than 
4 cents each because you use only 
one sheet of sensitized paper to get 
3 or more photo-exact copies. So fast, 
so easy—you ll blink your eyes when 
you see it done. Anyone in your office 
can turn out Verifax copies after a 
few minutes’ instruction. No change 
in your present room lighting, either 
—another plus. 


Just $240 


The Kodak Verifax Printer is priced 
surprisingly low. Your retyping costs, 
alone, last month may have added 
up to more. See it demonstrated in 
your office soon. Or, better still, 
arrange for a trial installation, which 
will let you count the dollars saved 
in one week. You'll see why even 
the smallest office should have a 
Verifax Printer now! 


copying saves 


wherever there’s paper work 


--—-MAIL COUPON TODAY-— 


Eastman Kodak Company 
Industrial Photographic Div. 
Rochester 4, N. Y. 


Gentlemen: Please send free Verifax 
folder and names of near-by dealers. 
4 


Name 


Company 


Address 


City 
Price quoted is subject to 
change without notice. 
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new electronic developments. We 
put a high-priced, multithousand- 
dollar man in there whose job is 
nothing but to study this thing, to 
keep us abreast of what’s happening. 
Already he has taken three sep- 
arate punch card tabulating systems 
operating in different divisions of 
the company and made one central 
tabulating unit out of that. He is 
getting more machine hours per 
machine than you could ever get in 
a decentralized set-up. 
That’s the thing that worries me 
the most. Our whole company, in- 
cluding the office organization, is 
really decentralized. I don’t know 
how we are going to bring it back 
f again. There are so many obvious 
advantages to decentralization that 
| any study will have to be very com- 
plicated. 

The GE installation down in 
Louisville that everybodv’s talking 
about really doesn’t slow down 
their decentralization policy. They 
employ 1,200 people in that p'ant 
and they have no trouble justifving 
the machine. But if you are spread 
out all over the country with rela- 
tively small operations in each loca- 


tion, as most companies are, well, 
you're not going to buy a gross of 
Univacs, that’s for sure. 


On the future costs 
of electronic equipment: 
mixed reactions 


There is no question that the 
price will come down as we buy 
more of it, just like any other piece 
of equipment. But it will always be 
relatively expensive. 

It takes a young fortune... . 

I think that these things are so 
good, and so big, that they will not 
be priced on the basis of cost at all 
—-just like other equipment that is 
priced on the basis of the market. 

On the other hand, they have 
spent a fortune developing this 
thing, so that even if they price on a 
cost basis it will be years before the 
small office can even use one of the 
rental service centers. 

It is not the cost of the machine 
that is stvmying our company. It is 
what you have to go through be- 
fore you can use the equipment. We 
don’t have our data in that kind of 
shape. 


Combine the 


with the _ 


ORAL 


for better 
communication 


universal acceptance. 


ture and religion. 


Factory & Box 609 Station A 
Gen. Office St. Petersburg, Fla. 


This ingenious communication tool is being used 
throughout the world in the furtherance of com- 
merce, industry, science, education, health, agricul- 


The Oravisual Whiteboard Easel 


Its large, clean, paper writing 
pads replace the old fashioned 
blackboard. 


The easel is portable and folds 
in a jiffy like magic. 

It’s All-Purpose because the 
easel is also equipped for 
showing turn-over charts or 
cardboard charts of almost 
any size. 


It’s all aluminum, thus strong 
and durable yet light in 
weight. 


It’s the greatest easel ever 
built. Thousands are in use 


by industry everywhere. 


Because it fills a great basic need, the Oravisual 
Easel with its large paper writing pad has earned 


Other models available. 


Write for free 16 page 
illustrated catalog. 


Company, Inc. 


Branch P. O. Box 1251 
Office Stamford, Conn. 


fit night... 


for a man looking for postage stamps. 
Never mind the beast! 

The Home Office had wired me to 
rush the new plant survey. 

So Miss Whillit and I stayed late, and 
by eleven p.m. buttoned up the job. In 
its leather binder, it weighed 20 oz.— 
$1.46 for airmail postage and Special 
Delivery. And there were just nine tired 
threes in our tin stamp box! 

It was then raining baby alligators. I 
got Miss W. a cab home, and started 
shopping for stamps. Very discouraging! 
Postoffice closed. Drug stores dark. And 
local bistros, no cooperation. 

Then I flagged a cab, tried the hotels, 
and finally found a sympathetic night 
clerk who had $1.46 postage! ...Got 

home sopping like a spaniel. 
“Go buy twenty bucks postage,” 
I told Miss W. next day. 
She said, ““Why don’t we 
get a postage meter?” 


Now even the small 
office can have a postage 
meter, and get rid of 


The Model DM 
for smali offices. 


= PITNEY-BOWES 


Postage Meter 


Offices in 93 cities 
in U.S. and Canada 


SE 


stamp licking and sticking, and the old 
tin stamp box—for good! 

With the DM, the new desk model 
meter, you print postage as you need it 
— any amount for any kind of mail — 
directly on the envelope. With a dated 
postmark; and with your own small ad, 
if you like. Prints postage for parcel post 
on special tape. And has a moistener 
for sealing envelopes. 

The postoffice sets your meter for as 
much postage as you want to buy at one 
time. Your postage is protected from 
damage, loss, misuse, and automatically 
accounted for on visible registers. 

The DM saves time, effort, is worth 
its cost in convenience alone. Call the 
nearest PB office for a demonstration. 
Or send coupon for free booklet. 


The electric Model 
RS automatically 
stamps and seals 175 2-4 
letters a minute. 


| 


FREE: Handy chart of Postal Rates 
with parcel post map and zone finder 


your | 
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PITNEY-Bowes, INC. 
1576 Pacific St., Stamford, Conn. 


Please send free —|booklet, postal rate chart to: 


Name 


Address 
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High sales and high factory effi- OFFICE MANAGER: "This DR & MI check- 
ciency vs. low profits worry this company chart makes sense, all right -- but 
president. "It's our climbing paperwork there's no use bringing it up to the 


cost,” says he, “but I hate to take it | Old Man. He'll see red as soon as I 


up with the office manager. He'll just | mention new office machines. Man, how 
ask for a big investment in new business he hates a capital investment!" 
machines!" 


The Underwood man comes to calls: The Office Manager takes a bow at a 
"You fellows ought to get together, party in his honor! Mr. President is 
Bill. Why not give me a rundown on your , assured of lower operating costs and an 
present office procedures and let me investment which will pay its own way 
write a ‘prescription’ for your cost many times over. 

and efficiency problem! (Moral: Any similarity between the 
"With your outdated office equip- characters in this drama and you is 


ment you're paying for modern purely intentional. If the shoe fits, 
efficiency, but not getting it!" you should be talking to an Underwood man!) 


4 


SHE, 


ROUTE LIST 
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UNDERWOOD CORPORATION : a 
To: Office Manager ONE PARK AVENUE, NEW YORK 16. N.Y. € ral 
From: Underwood Representative 


HERE'S HOW THE OFFICE MACHINE PICTURE ADDS up: ; 


is 
Underwood Portable typewriters aid The Underwood 150 Standard type- The Underwood Electric performs Underwood Electric Continuous Fs A 
traveling businessmen and _ their writer—for smooth, rapid, accurate perfectly, saves time and energy, Form Machine: all-electric machine 4 F 
families all over the world. typing. Wide choice of type styles. because electricity does the work! for multiple copy record production. : 
: i) 
: The Underwood Sundstrand Add- Underwood Sundstrand Automatic Underwood Sundstrand Portable Underwood Sundstrand Electric 
: ing Machine with Multi-Flex Con- Printing Calculator: Figuring ma- Electric Posting Machine: 10-key Adding Tabulator: prints in pre- ‘ 
trol, 10-key keyboard. chine plus printing calculator. figuring and posting machine. selected registers and columns. : 
Underwood Sundstrand Model E Underwood Sundstrand Payroll Underwood Elliott Fisher Electric Writ- | % | 
Accounting Machine with famous Machine with 20 registers and the ing Accounting Machines with exclusive eal} 
10-key keyboard. Low cost. famous 10-key keyboard. flat writing surface. Up to 30 totals. 2 5 
“| 
Underwood Samas Small 21 and 4 Samas Punch, Sorter and Tabulator Underwood Electronic Computers: magnetic = Hh 
Column Cards reduce the cost of with auxiliary machines produce : drum and tape ‘‘memories”’ for electronic compu- = 
Punched Card Accounting. economical results at high speed. ee tation, data processing and information handling. ay 


“Specify Underwood 
Corporation Supplies 


for writing, figuring, 
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® GF Co. 1954 


In the factory, it has long been recognized that 
good tools increase the productivity of workers. 
That the same relationship exists between tools 
and productivity in the office is often overlooked. 


Desks, files and chairs are office tools, compa- 
rable in every respect to presses and turret lathes 
in the factory. 


The office employee who sits in an uncomfort- 
able chair spends less time working. Discomfort 
may even contribute to absenteeism. 


A desk that ts too small, too large, too high, or 
poorly adapted to an office machine or any clerical 
job can reduce work output materially. 


Old fashioned, non-mechanized filing equipment 
takes up extra floor space, slows down filing and 
contributes to inefficiency. 


Replacement of old equipment with modern 


urniture helps 


metal furniture, as made by GF, each piece fitted 
to a specific job, just naturally leads an employee 
to do more work—and without extra effort. Result 
is that GF desks, files and chairs soon pay for 
themselves. Then they continue to pay dividends 
in reduced office expense for years to come. 


It is going to cost you a minimum of $50,000 
in salary, floor space and overhead for each of 
your clerical employees during the next 15 years. 
For slightly over 1% of this fixed expense—or less 
than 2¢ an hour per employee—you can completely 
reequip your office with the finest GF metal busi- 
ness furniture, plus proper decorative treatment 
of walls and floor, too. | 


Isn’t it merely good sense—and a good invest- 
ment—to provide your employees with the good 
office tools that will enable you to get the greatest 
possible return on each $50,000 fixed expense item? 


Good metal business furniture is @ good investment 


you cut office costs 


Like good factory tools, modern GF DESKS, FILES AND CHAIRS 
lead employees to do better work and more work 


Why not get the facts? Then you can decide for 
yourself how much longer you can afford to do 
without modern GF metal business furniture. Call 
the local GF distributor or write The General 
Fireproofing Co., Dept. R-35, Youngstown 1, Ohio. 


MODE-MAKER DESKS « GOODFORM 
ALUMINUM CHAIRS ¢ SUPER-FILER 
MECHANIZED FILING EQUIPMENT e 
GF ADJUSTABLE STEEL SHELVING 
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WHAT'S WRONG 


THE OFFICE EQUIPMENT INDUSTRY: 


They sell answers to problems 


that executives don’t know exist 


As they look at it, they are talking to themselves 
and to people with little power in the typical company. 
Here’s what they say, verbatim, about their products, you, 


your office manager, your methods and procedures. 


Here’s how to buy 
equipment... maybe 


This is one of the most complex industries in 
the country, that is, from the diversity of prod- 
ucts which we manufacture. If I were the chair- 
man of the board or the president of a company, 
it would take me five years to find out what 
would be the best system for my company. 

If you were the top man in the company and 
we bombarded you from 200 different directions, 
whether you were going to use that or this, you 
would be in a fix because it would be almost 
impossible to reach the 100 per cent answer 
we're talking about here. 

The worst of it is that there is nobody to 
whom an executive can turn to get disinterested 
advice. You have no consultants in this field, no 
engineering firms in this field; and if there were 
consultants, it wouldn’t be long before their 


T 


reputation was entirely ruined by reason of the 
competitors whose equipment they «weren't 
recommending. 

You talk about these methods men in the big 
corporations: they’re like a lot of people that 
you see. They've got an awful lot of power and 
some of them don’t know what they're doing: a 
great many of them have prejudices of one kind 
or another. 

So your management is in a terrible spot. They 
have nobody to whom they can turn, and it 
interests me greatly, watching them squirm. As 
a result, they invest hundreds of thousands of 
dollars on office equipment without any real 
knowledge of whether they’re getting the best 
system or not. 


You start with paper... 
Somewhere at the bottom of the whole thing 


is a piece of paper or a series of pieces of paper. 
If any of you have ever tried to wade through 


standard operating procedures or whatever they 
happen to be called, you know it takes an aw- 
fuliv good man to read through a chapter on 
how a production order is to be handled. 

Yet you have to be able to tell what's going to 
happen if you make a change at this end of a 
system; what result is it going to have at the 
other end of the system; and the questions of 
how many of these records are produced, what 
they are produced from, what kind of informa- 
tion they carry, how often they are produce®, 
what is done with them—quite often are the 
points on which choice of a machine must be 
made. 


Add methods and equipment... 


The other problem you get into there is that 
the different types of equipment used, even 
though they might combine eventually to give 


1] 


you the same end result, wii! stil! create a com- 


pletely different profile. You have an entirely 
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Before a common nut can be mined, fabricated and put into a workman’s 

hand, 12,227* paper forms must be made out. Analysts say the average business= 
including yours—spends a third of its time in paperwork. Yet, because 

paperwork is taken for granted, businessmen usually look for savings out in 

the plant—whereas paperwork offers a gold mine of opportunity to speed and save, 


DITTO. SIMPLIFIES PAPER WORK! 


Paperwork can be a “necessary evil” or with DITTO One-Writing Systems 
it can straighten out pay and production, anticipate material needs, shorten 
routines, release employees for productive work, cut out error and delay 
throughout your entire operation. DITTO directs, controls, coordinates and 
expedites from raw material to receipted bill. If your paperwork isn’t a 
streamlined production tool—get critical of it, make it so! 


AMERICAN INDUSTRY DEPENDS ON 


ONE-WRITING SYSTEMS! 


In these days of defense pressure and heavy 
paperwork, large companies and small declare 
that their DITTO systems, machines and supplies 
are more than ever essential for their peak 
efficiency. Today’s greatest economies and 
betterments are to be found in paperwork. 


Ask for specific data showing how the DITTO 
Payroll, Production, Order-Billing, Purchasing 
and other systems definitely streamline your 
paperwork and bring benefits all down the line, 
No obligation, just write. 


i | *ESTIMATED 
DITTO, Incorporated 
2240 West Harrison Street, Chicago 12, Illinois eo 
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different sequence of use of equipment and ways 
in which it is done and ways in which you gain 
here, or lose there. It’s a rough deal. 

One classic example is—I won’t mention the 
company, but we were surveying the records that 
they keep; and we found out that five years ago 
a vice-president asked for certain statistical in- 
formation that wasn’t regularly kept, and for 
five years it had been kevt and never asked for 
again—just in case someone might want that data. 


And end in mild confusion 


We find, further, that as a business grows in 
complexity—from a paper standpoint they all 
have—that instead of consolidating and making 
one record do the work of two, another record is 
frequently created and another Topsy-like 
growth is on its way utterly without plan. 

In this office business, it seems like a glass of 
water that’s spilled; it’s running in every di- 
rection and while you might find a plant man- 
ager who is reasonably conversant in all func- 
tions of product manufacture, I don’t think you 
ever find any office person who would be equally 
on top of all the office work that goes on in the 
company. 

So, all of these opportunities to mechanize and 
all of the opportunities to cut down one kind of 
labor cost so frequently lead to another kind of 
labor cost and additional storage requirements 
that, at best, it becomes very confusing. You 
would not find in the factory five or six ways 
to accomplish the same result, yet you find it 
in the office. 


Office equipment industry 


scores themselves 


We're hampered by the doctrine most people 
in the business spread constantly about their 
competitors’ product, “Don’t buy this: you wait 
a year and we'll have something much better; 
you're throwing your money away.” 

Well, actually, it’s just like saving, “We won't 
buy an automobile to-day because next year 


CONTROLLER 


they’re all going to have air-conditioning; there- 
fore we won't buy it,” and we’ve all seen that. 

I think we have been our own enemies in that 
respect. Every last one of us knows that new 
models don’t come out quickly, and there are 
always bugs in them of one kind or another. 
We're all pressing to put these products out be- 
fore they can be tested properly, because if we 
wait to test them, somebody else will climb in 
and the product will actually be obsolete before 
it gets to the market. 

We've got to work out of this somehow. May- 
be some will fall by the wayside. I hope it doesn’t 
get into the position that the automotive in- 
dustry seems to be trying to head for, with only 
three companies left of any stature; and then the 
question is, which one of those will be destroyed ? 

In my opinion we have fallen down on one of 
the basic tenets of selling. We've been selling 
products and plugging products until they come 
out of our clients’ ears. But we haven’t been 
selling the advantage of our equipment to the 
user. We’re just beginning to wise up in our 
company. We have stopped our salesmen using 
the word “machines”; it’s out of the vocabulary 
entirely. They sell a system; they sell a pro- 
cedure; they sell a purpose. We don’t even use 
the word “machine” in our promotion material. 
That’s shown last and talked about last, no 
matter what the application is. We've stopped all 
our men from using the nuts-and-bolts approach. 
If you sell the idea, then you've got the sale. 


“We've got to sell management 
the sizzle’’ 


Let me throw this in. In the final analysis, 
we're not selling management a system or a 
procedure. We're selling management nothing 
less than communications. But, to-day, even 
more than communications, we're selling con- 
trol. When you speak of the planning function 
of management, you speak of organizing the 
programs that show!’ result in a specific occur- 
rence. Obviously, you never get the result unless 


you control the process. Nine times out of ten, 


something put down on paver that contro! 


the process, or guides the decision. But we 
haven't been selling this. As a result, most of 


the time management is completely unaware 0 
what can be done to get the facts faster and 
cheaper with built-in controls. They take their 
present system for granted, as if it were some 
sort of genetic inheritance that couldn’t be im- 
proved. 


The industry looks at 
the office manager 


Well, what has measured the worth of the of- 
fice manager in the past? I think it has been the 
number of people he supervises, and therefore 
we find empire-builders, people who think, 
“Well, now, I've got 20 people and I'm worth 
more because I supervise more people.” He isn’t 
too interested in cutting down the people he’s 
going to supervise, because in that respect he 
makes himself less valuable. 

I think something has to be done on the in- 
centive end to make a good job done by an office 
manager be worth more. They have no power— 
or power in very few places. Management won't 
listen to them. 

Some years ago I was in the unique position 
of having control over office procedures in a 
large company. I remember one project where 
we had a proved saving of not less than $1,000 
a month, and possibly more, by the instalation 
of a set-up. It took me nineteen months to pu 
that over, and we lost about $15,000 in profits 
because you couldn't get management to appre 
ciate it and take action. 

No salesman in the world could have done 
that job: it had to be done from the inside, but 
the office staff of specialists just didn’t have 
enough influence. 

I think that management has gone on the civil 
service basis that it was a job to which a man 


was promoted; you don't get a young, ambitiou 


college graduate to go into that field, and gen- 
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CBESOLETE NEW 


NEWEST EXTRA NEW 


NEWER 


“Every last one of us knows that new products don’t come out 
ry 


quickly and there are always bugs in them.... 


erally it is somebody who was a 
faithful clerk who was always on 
time and he got the periodic raises 
until finally you looked around and 


they sometimes realize the man be- 
low the vacancy isn’t big enough 
and so they shove somebody over 
who has come up in another line. 


I think we all realize that the 
situation is not the ofhce manager’s 
fault. He, at least as far as I can see, 
is not his own boss. He has to con- 


you had a vacancy and the man was 
made. 

Isn’t that generally true? Of 
course, in the biggest companies 


* 


up girlie, If they don’t install ROL-DEX soon... 


we're all going to hire out as stevedores!!”’ 


= 


Reduce labor turnover — PHOTO-MURALS 
NO Stooping... 


NO Squatting . . 


ROL-DEX cuts fatigue... lessens chance of error. 
SAVES you 25% to 55% on record keeping costs! 


Convert to ROL-DEX working level files. 


Built to fit your needs — Use your present records 


WATSON MANUFACTURING CO., Inc. 
Rol-Dex Division, Dept. 
Jamestown, New York 


Write for information 
on how we create 
custom photo-murals 


Please send me information about ROL-DEX record units. 
outstanding photo-mural that is both 


: Know-how and imagination create an 


decorative and good for business. 


Our special equipment created this 
magnificent 7 x 40 foot mosaic photo-mural 
for the Schenectady Savings Bank of 
Schenectady, New York from original pho- 
tography by Burns Photography Inc. We 
offer you this unique product in black and 
white, sepia, or full color. 


WEST-DEMPSTER 


WATSON (established in 1887) also builds a complete line of filing 


cabinets and courthouse, bank and hospital equipment. 
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sult with about everyone who uses 
his equipment, and his decisions fall 
into a small area—the area that’s 
left after everyone else exercises his. 
I think he is basically a personnel 
man who paradoxically has to meet 
a production schedule. He is cer- 
tainly not a manager in the usual 
sense of that word, though he 


should be. 


The typical executive — 
his eye to the plant; 
his back to the office 


It’s very difhcult for management 
to get interested in things of this 
kind. We find that in our promo- 
tion of the (product) there is a dis- 
tinct reluctance on the part of top 
Management to get interested in 
what is really a top-management 
decision. They aren’t nearly as in- 
terested in the savings we can prove 
as they would have been if we'd 
gone in there with a new machine 
that would have shown the same 
savings out in the factory. 

There have been verv few com- 
panies in the country that have 
jumped out ahead and forced the 
electronics issue. Everyone else has 


had to be dragged along behind. 


It’s a paradoxical situation. Amer- 
ican industry believes in new, good 
tools; and yet in the office they’re 
doing their best to operate old ones. 
Now that might be all right in your 
own house when you have a short 
walk and you want to use the snow 
shovel, but it certainly doesn’t pay 
if you’re paying wages to that snow 
shoveler. 

Isn’t there a difference between 
the large company and the small 
company ? We all know bigger com- 
panies that have strong methods 
staffs; and those men do an excel- 
lent job, in my opinion, in evalu- 
ating present operations, and costs, 
and what is available on the market. 
In fact, some of those men are way 
ahead of our. industry. 

The problem really comes down 
to the company that doesn’t have 
the size or the desire to organize to 
make the office efficient; and that, 
of course, is most of them. 

Some army habits have gotten in 
here of continuing the status guo 
in big corporations; it’s become very 
bad. They'll do anything to fight 
change, no matter what it is. Some- 

Continued on page 108 
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Yes, thanks to LIBERTY RECORD STOR- 
AGE BOXES, system is so easy...locat- 
= ing old, but still valuable records is 
quick and sure! Save time and money 
/ your own complete Record Find- 
| ing System by utilizing the systematic 
features exclusive with LIBERTY 
BOXES. Sold by leading stationers 
and office equipment dealers. 


ONE PIECE CONSTRUCTION ... no loose ports... 
sets up in seconds... delivered flat. 


DUST-PROOF CLOSURE... patented, easy to use 


. overlapping top keeps records clean. 


SPILL-PROOF PROTECTION . even when 
dropped! Cord and tension button prevents dis- 
organization. 


DESIGNED FOR LONG LIFE... 
only highest grade corrugated fibre- 
board and quality parts used. 


Send for FREE Manual of 
RECORD STORAGE PRACTICE. 
Tells how long to keep records 
Shows best record storage 
methods. 


BANKERS BOX COMPANY 


720 S. Dearborn St. * Chicago 5, Ill. 
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win SAVE MONEY. TIME 


least expect it 


REVO-FILE gives girl finger-tip control over thousands of cards from 
sitting position. Records come to the clerk. Saves lost time, motion. 


“Like getting 60 hours work in a 
40-hour week,”’ say office managers 
who've changed from old-fashioned 
card files to modern Revo-Files. 


YOU MAY NOT have realized it, but 
old-fashioned drawer and tub files 
actually “rob” a firm of time and 
efficiency. They wear out clerks, 
cause tension, errors, lost motion. All 
of which raises your operating costs. 
A simple change to modern Revo- 
Files stops these losses. No costly 
transposition job is necessary. You 


use the same cards you have now. 
But what a difference! 


Each Revo-File brings thousands of 
cards under finger-tip control. Elimi- 
nates lost time, motion, energy. Clerks 
use it from an easy sitting position. 
It’s compact. Mobile. Takes only a 
fraction of the space you’ re using, now. 
If you have 3,000 or more active 
cards, being used for continuous 
reference and posting, it will pay you 
to check on Revo-File, today. Mail 
coupon, now, for full details! 


Why Revo-File is the world’s finest rotary file: 


Uses your present records. No costly 
changeover. 

Takes less floor space. 

Increases production. 

Reduces overhead. 

Cannot lose or damage records. 
Makes “in-out” filing faster. 
Mobile — move it where needed. 


Another fine product of % Mosler Safe Company 


MAIL COUPON FOR FREE ILLUSTRATED FOLDER! —=— 


Revo-File Division 


The Mosler Safe Company, Dep’tDR-9 320 Fifth Avenue, New York 1, N. Y. 


@ Available in manual, automatic electric 
selection, and “high-boy” models. Ac- 
commodates all standard card sizes. 


Please send me your free, illustrated folder giving details on Revo-File, world’s finest rotary oneal file. 


PIRM NAMB. 
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has reduced “outs” 25%. During the first three years with the Vi/SIrecord system, 
the number of items stocked increased from 6,400 to 14,000, without any increase 
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300% annual return on the VISIrecord investment for the first three years!” 
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More than 50,000 ViSirecord cards may be made 
accessible to one operator, in a seated position. 
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“The ViSIrecord system in our Serv 


ent 


inv 
doubling posting speed. This better control permits lower inventory inves 


“The use of ViSlrecord improves the quality of stock control work 


DUREZ PLASTICS & CHEMICALS, INC., reports: 
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“During the past twelve months, 40 various ViSirecord installations have been made at one 


of the large General Electric plants.” 


“A $2,200 ViSirecord investment has resulted in annual clerical savings of approximately $6,200!” 


“ViSirecord has effected a 30% saving in a number of operations over previous 
has improved accuracy and speeded the flow of work in the handling of individual orders!” 
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“The number of employees in the Stock Control Department was reduced from 46 to 33 
— a saving of 13 clerks! All this in spite of a significant increase in volume of work!” 
The York Purchased Parts Stock Control, illustrated above, is a 4-card ViSlrecord system: 
A Stock Record Card, an Ordering Card or Traveling Requisition, a Folder Schedule 
Control Sheet, and a “Critical Commodity” pink slip. 
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‘ STOCK CONTROL RECORD | 


RALPH C. COXHEAD CORPORATION eeports: 


“The compactness of V/Sirecord, the speed and ease of individual card loca- 
tion, have provided an ideal tool for efficiently processing bills of material, 
posting receipts, and disbursements of materials!’ The Ralph C. Coxhead 
Corporation has used V/Slrecord for over seven years on material control, 
covering Raw Material, In Process, and Finished Parts inventory. 


A few additional inventory applications on which ViSIrecord has been widely 
used: Branch or Warehouse Centralized Stock Control e Perishable Tool Inven- 
tory Records e Tool Room Loan Control Records « Machine Posted “Actual- 
Available Balance” Stock Records « Punched Card ‘Facsimile Posted” Inventory 
Ledgers e Electrical and Automotive Parts Inventory — Wholesale and 
Retail e Material Scheduling Records « Material Expediting Records. 


Offices in Principal Cities the World Over 


¥ 
4. 


R (934 ° 107 


: 

4 
me 

ae 

- 

year 

4 

; 

| 
{ 

= 
va 
) > 
| 

Bu 

Bei 

P st 
‘ i ke 
€ 

é 

| 

be 

~ 

vas 
| 
7 
= 
= 
4 

aX 


. he be 


“NOW... 


PLASTIC 
BIND 


catalogs 
reports 
presentations 
manuals, etc. 


and save money, too! 
You can definitely improve the ef- 
fectiveness of all your typewritten, 
printed, duplicated or photo- 
graphed material. You'll add pres- 
tige, utility, color, by binding all 
sizes of loose pages into attention- 
compelling books in a matter of 
seconds. Plastic bound pages lie 
perfectly flat. turn easily, may be 
quickly loose-leaf inserted or 
removed. 

Highly efficient GBC machines 
cost no more than a standard 


WHY use 
this old fashioned 
type of binding? 


WHEN you can 
bind this modern 


In 2 easy steps 


PUNCH: Sheets and covers of any size 
or weight, quickly, accurately. 


if 


BIND: Open plastic rings mechanically, Hi 
insert sheets, close rings, remove book, 


typewriter . . . give you con- 
venient and professional plastic 
binding at substantial savings in 
time and money. Anyone can 
operate .. . no training or main- 
tenance needed. 


And now you have your choice 
of over 30 styles of GBC covers 
to complete your office binding 
system. These handsome covers 
are available in a rainbow of colors 
—from low cost paper types to 
the impressive beauty of GBC 
Vinylite Plastic. 


CRC General Binding Corporation 


812 W. Belmont, Dept. DR-9 


Chicago 14, Ill. 


2 


Full color illustrated folder tells story 
of modern GBC plastic binding .. . 
with striking examples of countless 
applications, decorated GBC ccvers 
and a display of GBC equipment to 
fit any budget. Write for your copy 


108 


Ay AY AD 


Get this FREE FULL COLOR 
Plastic Binding Booklet — TODAY! 


° ° 
Please send me. . 


... my copy of the new GBC plastic 
binding booklet. 


NAME 
ORGANIZATION 
ADDRESS 


today. No obligation. CITY 


49 49 40 42D 


GENERAL BINDING CORPORATION 


812 W. Belmont, Chicago 14, Ill. 


. without obligation 


SOME 


times I’ve been disgusted by this 
lack of imagination in top-flight 
companies. 


There’s no drama 
in paperwork 

If we were to look at the machine 
tool industry and you were to say 
here is a physical product that you 
are going to turn out on it, and it’s 
costing you X dollars now and you 
will save Y dollars on the machine 
—you are dealing with something 
you can see in three dimensions. 

Well, the paperwork of business 
is the fourth dimension: you can’t 
see it and you can’t define it. As a 
matter of fact, you can even sell 
equipment and when you put in all 
these marvelous systems you find 
that it’s just a superstructure over a 
whole bunch of fourth dimensional 
paperwork that goes on in order to 
make it work without saving money. 

You can put in a system and to- 
morrow it just runs into channels 
that nobody can see, and in many 
cases the office equipment people 
get a black eye because we don’t 
follow through on that to be sure 
that we do the saving. 

If the president of a company 
finds out that a competitor is turn- 
ing out 50 gadgets a minute, and 
his company isn’t, he’s going to call 
in the engineering department and 
say, “Look, you either build or buy 
one of these things and we want it 
yesterday.” 

Now, there is apparent a sense of 
urgency. Somehow we've got to 
build the same sense of urgency in 
ofhce management so that they'll 
say to their ofhce managers, “This 
is being done elsewhere and we 
have to do it, and see that it is 
done,” then that man would have 
authority to go ahead. 


Electronics: 


Quo Vadis? 


I think a great deal of this elec- 
tronics talk has been overrated. I 
attended that AMA _ conference 
here, I believe in February; there 
were 1,699 people from all over the 
country who attended in the hope 
that they would learn something 
about electronics in the office. 

Well, actually the major part of 
that conference was devoted to ex- 
ploiting the five-channel tape, and 
that is a mechanically controlled 
operation of various types of ma- 
chines. I think it is ten years away 


NOW / NEW \ SILENT 


AUTOMAGIC 
CARD FINDING SYSTEM 


SAVES MORE TIME 


Simplafind’s touch button brain automatically 
selects the shortest path Faster than any other 
file ~— Simplafind silently and effortlessly 
places more records directly under the hands 
of a comfortably seated operator. 


SAVES MORE EFFORT 


Each Simplafind motion is easy, natural and 
directly productive The operator touches a 
button. selects her card, uses it Simprafind 
banishes a multitude of common waste mo- 
tions Simplafind operators work more accur- 
ately at a slower physical pace. yet complete 
much more work inless time with far less effort 
Just ploce your present cards in Simplafind s 
unique no-reach, removable travel- 
trays only 11" long 


SAVES MORE SPACE 


No other file places so many records within 
comfortable, scientifically tested, half-arm 
reach. The Simplafind operator at her ma- 
chine with its extra large desk surface-repre- 
sents the maximum in “space efficiency” 
Hundreds of thousands of cards are at her 
fingertips in a single machine. 


PROOF POSITIVE 


We urge you to investigate conflicting com- 

petitive claims thoroughly Your own ruler. 

stop watch and simple arithmetic can estab- 

lish Simplafind superiority 

FOR RECORDS THAT ‘COME TO YOU” 
COME TO US 


WHEELDEX & SIMPLA PRODUCTS, INC. 


copyright 1936 


57 models of specialized 
card finding equipment. 
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greatest potential source 


THE ACCOUNTING OFFICE 


gene everywhere is making this discovery 
... and confirming it. 


This represents a big change in management view- 
point. A change that’s come only recently. Just a 
few years ago it was accepted practice to consider 
the accounting office a necessary evil, to regard every 
dollar spent in it as a dollar out of net profit. 


But in those days most accounting offices were 
poorly organized and inadequately equipped. Their 
reports were sketchy at best ... infrequent. . . late 
... Often inaccurate. 

Moreover, those reports were limited to a picture 
of “where we've been.” They seldom touched on 
“where we're going.” They couldn't — for yesterday's 
accounting office didn’t have the kind of informa- 
tion which makes accurate forecasts possible. 

Then the change began. Public accountants, en- 
gineers, comptrollers, internal accountants — and 
the office equipment industry — gradually created 
a new concept of the accounting office. Out of their 
efforts came a new service to management... a 
service so valuable that it is now a virtual necessity. 

Today's accounting office supplies management 
daily with factory reports reflecting the performance 
of every department in terms of production and costs. 

Today’s accounting office accurately forecasts 
inventory and cash positions 30, 60, 90 days ahead 
— often a full six months ahead — so that working 
capital can be more judiciously employed. 


Today’s accounting office accurately estimates 
annual earnings before the fiscal year has even begun. 
Thus management has ample opportunity to revise 


sales plans, expense budgets, production methods 
well in advance of actual operation. Comprehensive 
monthly reports serve as checking points on actual 
progress toward established goals. 


Today's accounting office reports on every phase 
of a company’s business . . . so accurately, so fre- 
quently that management can identify and correct 
unfavorable tendencies before they become costly 
conditions. 

Today’s accounting office enables management 
to spot hitherto unseen profit leaks which, when 
plugged, often contribute more to net earnings than 
would be realized by a substantial sales increase. 
Gone from many an annual report is the time-worn 
phrase, “Your officers are taking steps to correct the 
situation’ — thanks to today’s accounting office. 

The McBee Company is proud to have played a 
part in furthering this new concept of the accounting 
office .. . its objectives, organization and operation. 

As a company engaged in the business of supply- 
ing answers to management, McBee has originated 
and implemented many simplified procedures which 
make it possible for any accounting office to supply 
timely and meaningful reports — without disrupting 
routine, without | increased or highly specialized 
personnel. 

More than 300 trained McBee representatives, 
located in 86 cities throughout the United States and 
Canada, are at your service. We invite you to call on 
one of them to survey any of your accounting office 
procedures or, if you prefer, to explain how McBee 
attacks a problem. 


THE McBEE COMPANY 


DIVISION OF ROYAL McBEE CORPORATION 
295 Madison Avenue ¢ New York 17,N. Y. 
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WORLD'S 
GREATEST VALUE 
IN CALCULATOR 
PERFORMANCE 


A “ONE-TWO” 
OPERATION IN 


2. Enter the multiplier 
AND DIVISION 


Read your answer in the dials 
MARCHANT 'S new FIGUREMATIC 
is the only calculator in its price range 
that brings you this automatic “one- 
two” operation in both multiplication 
and division, with automatic carriage 
control as well. 

Call the local MARCHANT MAN 
for a time-test on your own work. 
You'll discover that for fast, simple, 
accurate operaticn... 


~ 


TO MULTIPLY, 


TO DIVIDE | 


Just 
1. Enter the dividend 
2. Enter the divisor 


Read your answer in the dials 


AMERICA’S FIRST 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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| 


Find out how a MARCHANT calculator will help cut your figure- 
work costs and lighten your figuring burden. Mail this coupon 
with your business 'etterhead for free... | 


Index to Modern Ficuring by Marchant Methods . 
Descriptive Literature on Marchant Calculators. . . . 


MARCHANT CALCULATORS, INC., OAKLAND 8, CALIFORNIA 
H-9 


because the initial cost of those ma- 
chines is going to be terrific, so that 
it will take either government or 
giant industry to exploit them. I 
just don’t think we're in it yet. 


Too rich for 
the budget? 


Yet there is a great deal of in- 
terest. 1 looked at badges until I 
was blind at the AMA shindig. The 
five-channel tape and the magnetic 
tape are clearly coming, but appli- 
cations for those things have not 
been exploited to the point where 
they are appealing to the average 
business. They have a lot of devel- 
opment work on the machines todo, 
And acceptance may be slower than 
with other office equipment because 
of the terrific cost involved. 

I don’t care if it’s electronic com- 
puters or cosmic dust or what it is, 
whatever system comes up that’s 
better than what we have now is 
going to invlove a lot of legwork 
and groundwork. 

In Chicago a week ago one of the 
few men who has had direct per- 
sonal experience with electronic 
computers made a remark I thought 


was very significant. He said, in ef- 
fect, that many of the people who 
were intrigued by the electronic era 
were starting to prepare—perhaps 
through this integrated data proc- 
essing idea—other systems for or- 
ganizing their facts. They were 
starting to get ready for the day 
when they could switch over to 
electronics. 

He predicted that about 75 per 
cent of those people would find 
when they finally got their facts or- 
ganized that they would never need 
a computer! This gets to the guts 
of the matter. 

General Electric has a new com- 
puter at their Louisville plant. I 
think they have 30,000 employees 
on their payroll and they figure 
that by the use of the computer they 
will put out their payroll in four 
hours; and they figure that will 
save them, I think, half a million 
dollars a year. 7 

In addition to that, they will have 
it to use for the remainder of the 
week. If they start to go into other 
things, their savings will be tre- 
mendous. 

In studies that have been made 
by various corporations, I think it is 
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HANGING FOLDERS 


Oxford Filing Supply Co, !nc 
88 Clinton Road, Garcen Citv, N.Y 
Please send free Pencafiex catalog to 


NAME 


STREET 


New, faster marking system 
simplifies shipping! 
Yes, put away non-permanent tags and labels, 
eliminate tacking, stapling, gluing of addresses. 
Simply apply MARSH stenciled marking directly 
onto your shipments. Bold, easy-to-read 4”, %4” 
and 1” letters. With either electric or hand oper- 
ated machines it’s faster, and costs you less than 
complicated methods. Ask us for proof today. 


For more information or a free 
demonstration mail us this ad with your 
name and business letterhead 


MARSH STENCIL 
MACHINE 
62 sh 
Belleville, ti. 
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Exclusive “AUTOMATION 
speeds all figuring work... 
makes the Monro-Matic the most 
economical automatic calculator! 


Here is an entirely new, an 


incredibly szmple concept of 
figuring control. To operate 


the Monro-Matic requires 


no more skill than — 
1) feed it figures... 2) push buttons. 


That’s all. Anyone can do it. The 
Monro-Matic controls itself automatically. 


Try the Monro-Matic with exclusive Automation a week or oo % 
so on your own figure work, in your own office —on us. 1 
Monroe Calculating Machine Company, Inc., Orange, N. J. 4 


Sales and service everywhere. 


OPERATORS WHO KNOW... PREFER M O N R O E CALCULATING, ADDING, ACCOUNTING MACHINES 
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RALPH COXHEAD CORPORATION 
| 720 Frelinghuysen Ave., Newark 5, N.J. 


| Please send me Vari-Typer Booklet “I 
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“A normal salesman in a terrt- 
tory gust can’t visualize him- 
self talking to a top execu- 


fair to say that it is cheaper for a 
company to use a computer service 
bureau than it is to rent or own 
their own, provided that their serv- 
ice charge isn’t over a quarter of a 
million a year. But there are many 
companies that can well afford to 
pay, say, $5,000 a week for maybe 


just an hour of computer time. 


Why slow sales 


on fast calculators? 


It’s really a question of costs and, 
of course, they can come down. 
Also, we have the terrific problem 
of educating industry. First, they 
had to be taught to realize that a 
hole meant something; now we've 
got to teach them that there is 
something that means something 
that they can’t see, feel, or taste. 

The older generation that under- 
stood horses and mules is going out. 
We now have, figuratively speak- 
ing, the automobile executives. In a 
few years we'll have the electronic 
executives. 

One of the biggest impediments, 
as I see it, to the development and 
general use of electronic equipment 
is going to be the training of per- 
sonnel and supervisors. 

Other than a handful trained by 
electronic equipment manufactur- 
ers, there are not very many. Those 
trained in the colleges are a little 
too scientific. They’re not conscious 
that the main thing is the over-all 
cost; and they will spend weeks to 
program something just a little bit 
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Turn this fl 
MOUNTAIN 


into a 


MOLEHILL! 


Put the Todd 
FORM-MASTER 
System 
to work on your 
payroll records 


It’s easy to see what’s causing all 
the confusion in this bookkeeping 
department! It’s those dreaded quar- 
terly tax reports. They mean over- 
work, overtime, more overhead. 
They must be ready on time or else... 

Why not take steps right now to 
prevent a repeat performance of 
this scene next January? 

It’s as simple as this: 

Put the Todd FORM-MASTER 
System in operation in your office. 
With it, any clerk or bookkeeper 
can prepare your quarterly tax 
reports without tying up the indivi- 
dual employee earning records and 
without costly overtime. It changes 
a major accounting task to a minor 
bookkeeping operation. 

If you haven't already asked for 
details about the Todd FORM- 
MASTER System, mail the coupon 


now. There’s no time to lose. 


COMPANY, INC. 


NEW YORK 
PRINCIPAL CITIES 


ROCHESTER 
SALES OFFICES IN 


DISTRIBUTORS THROUGHOUT THE WORLD 


THE TODD COMPANY, Inc., 
Rochester 3, N. Y., Dept. DR. 

Gentlemen: I’m interested in learning how 
the Todd FORM-MASTER System can help us 
prepare quarterly payroll tax reports. Please 
have your representative contact me fora 
demonstration—without obligation on my part. 
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MODERN 


¥ Installed at each end of your private telegraph 
line, teleprinters send and receive messages. 
Anyone who can use a typewriter can operate a 
teleprinter, the heart of nearly every system, 
which permits instantaneous contact between 
points where telegraphic connection is desired. 


In large systems, message traffic is channelled 
through this ingenious electronic ‘‘control cen- 
ter.’’ Pushbutton operation permits one attend- 
ant to handle and re-route a tremendous volume 
of traffic per day ...directly to any and all 
points in the system. 


If you are currently spending more than $75 a month for com- 
munications, both oral and written, between any two points, 


ask yourself these questions: 


@ Would instantaneous, continuous telegraphic contact be- 
tween any two or more points—branch offices, ware- 
houses, plants, etc.—add to the speed, ease and efficiency 


of present operations? 


@ Will a permanent, printed record of all incoming and out- ; 
going communications make for a more orderly handling ° COPY TODAY 


of the company’s business? 


y Almost 4,000 Custom-Built Systems are now in 


use, each engineered to the specific communica- 
tion needs of a specific company. You may re- 
quire a system covering thousands of miles, con- 
necting branch offices, plants and warehouses all 
over the country... 


5, Medium-size systems use a semi-automatic 


routing center. Incoming messages, on tape, are 
picked up by the attendant who notes the 
destination and places the tape in the correct 
sending slot. A push of a button speeds the 
message on its way. 


WIRE SERVICES, 


FREE BOOKLET tells what you should know about 


Private Wires and their application to modern business, 


3.-.or your needs may be simpler—requiring 


only a two-station system to connect a plant 
with your main office, or to link two divisions in 
neighboring cities or states. Either way, chances 
are you can save time and money witha Western 
Union Private Wire System. 


In addition to handling general messages, all 
types of business paper work such as orders, 
tabulations, accounting records, inventory forms, 
may be sent over your private telegraph system 
...greatly increasing its value to company 
operation. 


on what such a system can do for your business, send for 
“WHat You SHOULD KNow ABOUT WESTERN UNION PRIVATE 
a booklet covering all types and applica- 
tions of private wire communications. No cost or obligation. 


COLLECT 
FOR YOUR : 


WESTERN” 


PRIVATE WIRE SERVICES DEPT. 09 COLLE 
WESTERN UNION TELEGRAPH CO. 


UNION 


WF MARSHALL. 


CT 


@ Has today’s trend toward ‘“‘decentralization”’ of business Just hand 60 HUDSON STREET, NEW YORK, N. ¥, 

multiplied our own communications problems? this text to Please send, without obligation, 
@ Should we take advantage of volume purchasing of com- your secretary. copy of Private Wire Booklet. 

munications, as we do in most other business items? Stee 

Comp Title 
If your answer to any of these questions is “‘ yes,”’ it will pay panna 
you to investigate the efficiency and economy of a Western 
Union Private Wire System. For more complete information City State 
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YOUR OFFICE 
practical and attractive 


¥ 
$ 


better when it is nothing more than 
just a one-shot problem. 

In commercial use we find too 
great a tendency on the part of large 
companies with big methods groups 
to want something designed to or- 
der, and then they want it at mass 
production prices. 

We tell them frankly that by 
changing a few requirements it may 
add millions to their bill. But there 
are something like 175 companies 
advertising that they are making 
electronic computers of real magni- 
tude, and some of them are doing it 
under their costs. 

Eventually, most of them will be 
taken over by a large company. 
They can’t afford to service any- 
thing. They sell an occasional spe- 
cial at such a low price they go 
bankrupt. 


Selling office equip- 
ment: The case of 
the elusive buyer 


We've got to sell above normal 
channels. We’ve got to go to the 
top. I don’t see why we can’t in this 
business get to the presidents and 
directors of the companies; yet all 


of our salesmen tell us, “Oh, no, we 
can’t get out of channels; we must 
talk to the purchasing agent or his 
assistant—his second or third assist- 
ant.” Our problem is to get beyond 
that. 

We sympathize with our custom- 
ers and prospects because they've 
got to organize to go through chan- 
nels. I say again it gets back to the 
type of person you have in your 
sales organization and what you do 
in the way of training and sales 
promotion methods. 

Well, it probably would be a 
long-term project in advertising. 
Don’t you think the office should 
be sold to management as a produc- 
tion unit like the machine shop? 
We should plug hard the fact that 
the office should be put in competent 
hands from the management and 
research standpoints so that pro- 
cedures can be simplified and mech- 
anized to produce an ofhce profit. 
By that I mean a reduction in the 
over-all office costs. 

We have been spending upwards 
of $1 million in sales research, on 
how to sell our products. I particu- 
larly refer to our new product 


which is XXXXXXX—I'm not try- 
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¢ SAVES EYESTRAIN 

PROMOTES ACCURACY 

¢ INCREASES PRODUCTION 
¢ ADJUSTABLE TO VISION 


¢ TAKES ANY WIDTH COPY 
FROM TAPE TO 20 INCHES 


HOLDS NOTEBOOK 
¢ COMPLETELY PORTABLE 


Showing Rite-Line Copyholder 
with Line Magnifier (extra) 
attached. 


A touch of a finger on the space bar moves the copy up one, two or three 
spaces. The Telescopic Eyeguide accommodates copy of any width from a 
machine tape up to 20 inches. Price $17.75 plus tax, includes Telescopic Eye- 
guide. Line Magnifier extra. If your stationer doesn't carry Rite-Line, write us. 


STOW & DAVIS 


EXECUTIVE FURNITURE MANUFACTURERS 
GRAND RAPIOS, MICHIGAN 


Send for illustrated bulletin 
RITE-LINE CORPORATION, 4209 39th Street, N. W., Washington 16, D. A 


RITE-LINE cOPYHOLDER 
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Photographing 350 checks per 
minute in a Recordak Triplex 
Microfilmer, one of 6 models de- 
signed for copying office records. 


To cut your costs... 


Look to these everyday uses 
of Recordak Microfilming 


Recordak Microfilming does much more 
than provide valuable extra protection and 
save up to 99% in filing space. It rs being 
used today by over 100 different types of 
business .. . thousands of concerns— 


(1) To eliminate costly manual transcription 
in daily routines. Cost studies show that, even 
where a few words are transcribed from one 
record to another, Recordak Microfilming saves 
time and dollars. 


[] To get a photographically accurate and 
complete record of checks prior to deposit in 
your bank. Time-consuming description 1s 
eliminated . . . errors, too. 


[1] To speed data to other offices . . . allow- 
ing tighter control . . . eliminating manual 
transcription and mistakes. 


(1) To photograph punched card reports. No 
need to produce them in duplicate—Recordak 
Microfilm copies cost less than carbons. 


[] To make a photographic record of any 
document in the fastest time and at lowest 
cost. Up to 250 letter-size documents or 500 


check-size ones can be copied in a minute. 


[1] To cut posting operations 85% in billing 
departments. 


[] To speed reference. No problem when data 
must be added periodically—Recordak Micro- 
filming and Filmsort cards work hand in hand 
to simplify any job. (Recerdak is an author- 
ized Filmsort distributor.) 


It will certainly pay you to double-check 
your routines with a Recordak Systems Man 
soon. Write Recordak Corporation (Sub- 
sidiary of Eastman Kodak Company), 444 
Madison Avenue, New York 22, N. Y. 


(Subsidiary of Eastman Kodak Company) 


originator of medern microfilming—and 
its application to business routines 


“Recordak’’ is a trade-mark 
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YOU NOW GET up to $25,000 insurance coverage at 


no extra cost with Cummins Check Signers—proof that there’s 
nothing safer than a Cummins-signed check. See advertise- 
ment On opposite page. 


can do interesting things 
for your business, too! 


Cummins Perforators quickly number all 
business forms —incoming orders, your 
order set, packing slips, shipping labels, 
bills of lading . . . any form you have— 
consecutively, uniformly and perma 
nently. You always have an accurate 
check of all transactions to insure that 
your company ships everything that is 
ordered, and that you bill everything that 
is shipped. 


Cummins Perforators punch holes you 
can read in 20 papers at a time... in one 
swift operation. No tedious typing of 
numerous copies, no hunting around for 
the next consecutively numbered form. 


And Cummins Automatic Numbering 
Perforators permit you to use plain busi- 
ness forms, eliminate more costly pre- 
numbered forms. 


Automatic consecutive numbering by 
Cummins perforation makes rigid typing 
concentration unnecessary, does away 
with costly numbering errors so common 
in type-as-you-go systems. And Cummins 
multiple marking insures that all papers 
in any transaction have exactly the same 
number — perfect cross-reference control 
of business transactions at all times. 


Model 32) 
Numbering 
Perforator 


CUMMINS BUSINESS MACHINES 
Division of Cummins-Chicago Corp. 
Dept. DR-94, 4740 N. Ravenswood Ave. 
Chicago 40, Illinois 


Please send full information on Cummins High 
Speed [] Perforators [] Endorsers 


For full injormation, mail coupon or 
phone Cummins Business Machines sales 


and service offices in principal cities. i 


Since 1887 Name 


Name of Business 
Address of Business 


City .... State 


“In a few years we'll have the 
electronics executive.” 


ing to advertise anything—but we 
have the product, been at it two- 
and-a-half years, sold the first thou- 
sand and then, bangs, it stopped. 

We sold at first because this is a 
nation of gadgeteers—guys will buy 
something new even if they put it in 
a corner, but the real sales we know 
should be here were stopped, and 
do you know why? The very meth- 
ods man we've been talking about 
is the guy who stops us when he 
has no power to purchase. 

We have made researches of in- 
dependent companies to find out, on 
orders we have closed, that they 
take from three to six months and 
that about 90 per cent of them have 
to go to an executive and in some 
cases to the board of directors and 
In many cases to the president. 

We found all that out, and so we 
send an ordinary salesman out, ex- 
pecting results from him. The guy’s 
butting his head against the wall. 
First of all, except for our very top 
men, he can’t do it; he’s not the 
caliber man to talk to the methods 
man. If you talk to that type guy, 
youve got to talk for a long time. 
Plus the fact that the methods man 
is trying to protect his job, and if 
he’s got some system in there that’s 
working in a mediocre way, he’d 
just keep on working with it. We 
have stayed with him for a couple 
of vears and then didn’t succeed. 

We have found our greatest difh- 
culty with him, and we just won't 
wait. The first thing we say to the 
man whose system is going to be 
thrown out is “Can you buy?” 
Then we do everything we can to 
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ew Ways to 
ut Your Shipping 
‘osts and Time... 


| with Weber 


Label and Marking Systems 


Stencil is prepared 
in same operation 
as invoice or 
bill of lading 


On Ste ncil 


The new Weber Tab-On Stencil ad- 
heres over ‘‘ship-to’’ area. In one typ- 
ing, forms and stencil are prepared. 
Stencil clips on Weber hand printer 
for addressing direct-on-container at 
a rate of 50 per minute. 


eid Just One Stencil 
Print facsimile 
labels and address 
direct-to-container 
in one fast operation 


to Container 
System 


| 
2 1 


Now low cost stencils already custom 
cut with a facsimile of your own ship- 
ping label. By just typing the “ship-to : 
address on these stencils . . . clip on 
Weber hand printer and you’re ready 
to print shipping label and address di- 
rect to container’in one fast operation. 


Prints and 
Addresses Any 
Size Label In 
One Operation 


2035-45 | 
| 


Custom Label 
System 


Low cost machine prints shipping or 
product identification labels and au- 
tomatically cuts them to size. Simultan- 
eously, it duplicates the shipping ad- 
dress or other information. Prepares 
and counts 100 labels per minute. 
Prints from inexpensive stencils. 


Send For FREE Folder 
on WEBER Systems 


WEBER LABEL AND MARKING SYSTEMS 

Div. of Weber Addressing Machine Co. 

Mt. Prospect, Ill. Dept. OR-94 

Send me free folder giving detailed information 
on [] Weber Tab-On System 
Weber Direct-to-Container System 

[] Weber Custom Label System 


Name 


Firm 
Address 
City State 
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get near top-level management : 
from controller up—the controller NUMERICAL CONTROL of business forms is of utmost 


in some corporations has a great importance to every business. For a description of the safest, 
ok deal of power. simplest, most foolproof numbering system, see advertisement 
We just will not talk to anvbody | on Opposite page. 
ALWA READY below controller. We hire a certain | 
i type of man to be able to get in — | 
for reproduction there and open his own doors, and 


we say, “Don’t talk to the fellow 


AC aye downstairs.” We’ve wasted so much 


time and money trying to do that 
| ©O on the lower levels of management. 


We recognize the importance of 
the systems man, and we get all 
fouled up with him and time is con- 
sumed. But we try to use him as a 
bridgehead within an organization 
to get an opportunity to study and 
make a survey of that particular 
— company’s needs. Then we go back 
| and make a proposal and try to see 
7 Pm, to it that the systems man, either as 
our ambassador or going with him, 


presents that proposal to the person 
who has authority to buy. Usually, 
thought not always, if you can get 
the systems man on your side, you 


can come out ahead. | 


You Save Time ial Money The real problem, as I see it, is to | WITH 


get the salesmen themselves to rec- 
ON CATALOGS, PRICE LISTS, PARTS | CHECK 
SIGNERS 


ognize the value of a top-manage- 
LISTS, DIRECTORIES, INDEXES, etc. 
Now . . . Cummins Check Signers — always 


ment approach and then have the 
| 
| safe, always reliable—come to you with a 


x any time the contact. It all reverts to the fact 


Get your catalogs, price lists, parts that a normal salesman in a terri- 


lists, directories and indexes out tory just can’t visualize himself talk- 
faster, more accurately. Save 


courage to just go out and make 
paid-up insurance policy, issued by one of the 


ing to a top executive. world’s best known underwriters, positively 
Of course, the thing that hap- 2 oy indemnifying you and your bank, in amounts p 
= any size pens ts that when our men do be- e Up fo o} up to $25,000, for any loss due to forgery or e 
gin to make the big, deep prunge, 5 000 alteration of a Cummins-signed check! 
smaller or same size. Include they hind that RP: en cold; ne $2 ’ a This extra protection costs you nothing. 
presi too. warm. There's nitial lack FOR Loss  Itis provided by Cummins simply to reassure 
commercial reproduction. of interest because most manage- TO) if you need reassuring, that you can 
ment doesn't have an ofhce manage- FORGERY enjoy the economies in your business that 
- fast and ea sy ment background. You have to sell e it . only a Cummins Automatic Check Signer can 12 
in terms that make sense to an €x- 3 provide —and with absolutely no risk of loss! 
setting. Your typewriter is your procuction ALTERATIO Signs perfectly 450 checks a minute; saves 
that job them the back- hours of executive time; converts in seconds 
ground, I think it’s going to mean pn om. which dates and stacks in- 
the si coming checks, expedites bank deposits. 
Yo appen to be a fhinancial man, 
“ie In sali office and I have the opportunity to say | 


Always under your conical and 


| 2. IN BUSINESS AND BANKS SINCE 1887 
yes, not only with respect to office 
Compactly filed. Protective equipment, but factory equipment, 0087 
envelopes keep them clean. Send too. My teeling is that if a salesman 
for complete information today. sae 
Write Department 200. can come in and honestly show me a 
that there is a saving in using his | CUMMINS BUSINESS MACHINES 
equipment over a reasonable time, Send coupon, | Division of Cummins-Chicago Corp. ; 
a Dept. DR-94, 4740 N. Ravenswood Ave., Chi o 40, Ill, 
VISIBLE or some other definite advantage, or refer to | Bhi spon ee 
ti , High Speed 
that he shouldn’t have any trouble Cummins listing 
Acme Visible Records, inc. in selling it at any executive level. in Classified | y i) 
ame 
you? Well, of course, that’s another Directories in Name of Business i 
thing. I don’t want a lot of sales- principal cities. 7 Address of Business i 
men coming in. City State 


Continued on page 115 
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Save time now wasted 
in retyping, copying! 


In your own office, check the time spent in 
retyping for extra copies—time that could be 
spent on more important work . .. And you’ll 
understand why the Bambino can add hours 
to your office day. 


Little larger than a typewriter and electrically 


operated, this new Ozalid" machine copies 

a letter in less than a minute, for less than two 
cents. And turns out up to 200 copies per 
hour ... of anything typed, written, printed 
or drawn on translucent paper as wide as 

nine inches, any length. 


THE BAMBINO makes extra copies cheap and 
plentiful. Reproduction is instantaneous 
on chemically coated Ozalid paper, film, 
or fabric, at high speed and low cost— 
without stencils, plates, inks or developing 
solutions. And delivers clear, dry copies. 

Economically priced at only $410, the 
Bambino will soon pay for itself even 
in the small office. 

Call the nearest Ozalid distributor 
(see phone book) for a demonstration. 
Or write for free brochure to 
Ozaway, Johnson City, New York. 

OZALID—A Division of General Aniline & 


Film Corporation... From Research to Reality. 
In Canada, Hughes Owens Company, Ltd., Montreal. 


copying machine for the office 


You can’t sell 
management equipment— 
you can sell a dream 


Let me give you an example of 
the type of selling job we should be 
doing. Aluminum Company of 
America is one of the biggest or- 
ganizations in the country. Right 
now they’re in the process of con- 
verting several of their systems that 
reach from one end of their organi- 
zation to the other. 

The equipment that was involved 
in the changeover to that new sys- 
tem was fantastic as far as the 
amount of investment was con- 
cerned, the number of machines, the 
variety of machines. It involved 
communications equipment: type- 
writers, bookkeeping machines, 
duplicating machines; to some ex- 
tent some product of everyone 
who is sitting here at this table 
today. 

That job couldn’t possibly be 
done through channels. Before a 
lick of legwork was done on it, and 
there’s been better than two years of 
infinite detail that went into that 
project, before a lick of that work 
started, the chairman of the board, 
the president, were exposed to the 
idea. It was simply a dream off on 
a pink cloud compared to anything 
they'd done before, but the company 
that sold them talked about the 
things that would accrue to the 
benefit of the company if this thing 
were possible. 

As a result of these hypnotic ses- 
sions, they began to get steamed up 
and the equipment that was in- 
volved, the physical changes in 
plant, office, and communications 
systems and all the rest became in- 
cidental. 

Once they captured the grand 
design, they were in a position to 
look across divisional and depart- 
mental lines. They could see that 
though the initial cost would be 
considerably more, they would get 
it back and more from five or ten 
different operations. They thought 
it was going to cost a quarter mil- 
lion, but it has passed the $1 million 
mark now. 

To wrap this long spiel up, I 
think we, as an industry, are on a 
merry-go-round unless we can con- 
vince the big brass that his invest- 
ment, his profit margin, his profit- 
and-loss statement, all have some 
heavy fingerprints in them from his 
office and clerical operations. 


BUNN machine 
ties packages 
in seconds! 


YY With a Bunn Package Tying 

Machine, you tie packages of 
different sizes and shapes as much as 
10 times faster than hand tying! And. 
the machine adjusts itself automati- 
cally to successive variations in 
package size and shape! Machine- 
precise wrapping and knotting saves 
thousands of feet of twine every 
year. With 5 minutes training, any- 
one can operate. Send coupon 
TODAY for details! 


soft goods mailing tubes meats 
specialties paper board rolled papers 


! 
i 


ESTABLISHED 1907 


B. H. Bunn Co., Dept. DR-9 
7605 Vincennes Ave., Chicago 20, Ill. 


SEND 


for this free, 
highly-illustrated 
tell-all booklet. 


B. H. BUNN CO., . 
Dept. OF-° 
7605 Vincennes Ave., Chicago 20, ill. , 
Please rush me Ecoxlet 200 describing 
how Sunn machines cut costs, save twine. 4 
lick labor turnover. i 

NAME 
COMPANY 
ADDRESS _ 
CITY ZONE STATE ] 
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SAVE 2 out of 3 eo st with 


MULTIPLIER 


For complete volume billing work the Burroughs 
Miracle Multiplier Typewriter-Billing Machine is 


Computes and types the the world’s fastest answer. One big reason—on 
Va complete invoice in one most applications, the usual three-step billing 
we 5G continuous operation. procedure of (1) calculating, (2) typing, and (3) 


machine checking, is reduced to one. Calculating 
and typing is a single, continuous operation; no 


machine checking is needed. 


Computes by direct 
\/ multiplication ss C In fact, this machine types and computes an in- 


ae by repeated addition. voice in less time than it would ordinarily take 
to copy it! 


Here’s the proved-in-use way to cut your billing 
Prints quantity, then prints operations ... cut your billing costs. Get the full 
unit price and total amount story soon, from your Burroughs man. The Bur- 
simultaneously— no need roughs branch office near you is listed in the 

\iU for machine checking of yellow pages of the phone book. Or write direct to 

“7 ‘\ quantities and price. Burroughs Corporation, Detroit 32, Michigan. 


4 
WHEREVER THERE’S BUSINESS THERE’S Burroughs 
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To Check up on Office Management 
Here’s Where to Start 


If you can help your office manager save $1,500 a year and if your net profit 


is running 3 per cent, the savings are the equi alent of about $50,000 in 


hard-to-get, extra sales. Check off below questions you have explored. Most 


executives will not be able to clear more than 10 per cent out of 177 questions. 


Have you analyzed your office organization? 


How much actual training has your ofhce manager in [_] Do department heads know the budgeted and actual costs 
scientific ofice management? of their operations? Were they consulted when the 


ree budget was made up? 
How many people are responsible for ofice management 


in your company? Does this include small offices in the 
plant—the inventory clerk, for instance? If your com- 
pany is typical, would you tolerate this division of author- 
ity on your production line? 


Do you subject clerical applicants to psychological tests 
to determine their suitability for detail and repetitive 
tasks? 


4 


~] ¢} Is the office manager training an understudy? 


[] Does vour office manager have authority to study office 
functions, make changes, set standards, and control pro- 
duction? If he doesn’t, what is the background of the 
executive who does? 


What costs are charged to your office manager for which 
he is not responsible and which he cannot regulate? 


Do you have a current organization chart, with [] If vour clerical costs exceed $200,000 annually and are or 
reporting channels and lines of communication cearly can be centralized, has someone been delegated to study 
drawn? the complex applications of electronic data processing and 


| the common language tape systems? 
Does your office manager try to develop versatility in 


his stafl—or is he overcome by the efhiciency of speciali- Does the executive to whom the office manager reports 
zation ? make most of the important decisions himself ? 
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[| ] Has your company ever made detailed studies of reports, invoices, sales analyses, 
communications, to discover whether you can get them faster and at less cost? 


[_] How many of your middle and top-executive decision-makers are thoroughly fa- 
miliary with all of your office operations, methods, procedures, and equipment? 


a 


[_] Do your methods and procedures compare with your plant in efficiency? Are they 
a product of intensive research or have they developed like a patchwork quilt? 


[_] What about your office organization. Ts your office manager hamstrung by lack 
of prestige, no power to make big decisions? How many men does he report to? 


Is the office manager rated as high on your organization |_| How does your office manager actively encourage sugges- 
chart as other departmental heads? tions for simplifying procedures? 

How does your office manager co-ordinate his personnel [-] If you—and many other companies—have had a systems 
requirements with the volume of work? What honest and procedures program bog down, was it because you 
facts does he work with? tried to include all possible variations, rather than fitting 


in only routine cases? 

|_| How does the office manager control absenteeism? ; 
Is your organizational rating of the ofice manager based 
on job title, or job content? 


| | Do you have, in the office as in the factory, an established 
pattern for handling grievances? 


If you find that standards or rules are not being ob- 
served, do you: 

Forget them? 

Enforce them? 

Take them off the rule books? 


Have you ever tried to plan an incentive system based 
on accuracy and on output? 


Are ofhce managers encouraged to make their own deci- ‘ 
sions and are they held responsible for results? 


Are your methods archaic or scientific? 


The odds are you honestly don’t know... 


[] ¢} Are easiest-to-reach file drawers reserved for files 
used most often? 
|] The last time your office manager told you a report would 
take three days to complete, did you analyze the problem 
objectively with him to see if a faster routine could be 
developed, as you would a problem within your own | _] If you have flow process charts, have they been used as 


|_| Does your company use flow process charts showing the 
actual work flows in the office? 


area of responsibility? Or did you say OK—and wait? key tools in a work simplification program? 


|_| How often are machine operators checked for compliance Has every task or position which is measurable in terms 


with standards? of units been measured and standards been established ? 
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[1 (} Is every delay analyzed and 


reported on? 


(_] Has your company tried to com- 
pare actual with budgeted perfor- 
mance in the office, graphically or 
otherwise ? 


{_] Are there uncalculated peak pe- 
riods in the ofhce workload which 
create overtime and backlogs? 


[| If you systematically schedule 
office work, what controls have you 
that point out weak spots? 


{_| Do you have a stenographic pool 
as centralized as is possible? 


Has every executive’s  steno- 
graphic output been measured and 
averaged to determine the average 
stenographic workload? 


{_] Has the office operation been 
costed so that reports are available 
showing unit costs of each type of 
work and actual output? 


{_| Do you charge costs to depart- 
ments using office services? 


(10 Do you insist that all dic- 
tators have facts in mind before 
using dictating equipment? 


—\ 
Yours OF 


ER -REGARDING- 


|] Have you tried to compare your 
methods and your costs with other 
companies with similar volumes 
and methods? 


(| Does your office manager have 
every task definitely assigned? 


|] What is your clerical turnover 
rate? How does it compare with 
other firms, or with your plant? 


[| Do you have job descriptions 
that are complete and accurate or 
are they generalities? 


[] Are all tasks standardized? If 
they have been, are checks made 
regularly to make sure they’re be- 


ing done by the book? 


| | If you have made job descrip- 
tions, have you followed up with 
job specifications? 


|] If you suggested to your office 
manager that he begin a systems 
and procedures study, did he reply, 
“It costs more than it’s worth”? If 
you let it drop, why did you? How 
do you know your office costs are 
the lowest possible ? 
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Without obligation 


in MODERN duplicatice. 


A. B. DICK. & and AZOGRAPH are rogietered (radumarks of A. 


, Chicago 31, Hlinots 


Send intormanon about AZOGRAPH—the complies): 


* The research engineers who developed this new, patente. 


duplicating process given it speed, <onveritence and sim. 
plicity far superior to that of the aniline dve (spirit) duplicacn. 
process. And the staining problem is gone. AZOGRAP 
Mides positive cleanliness in duplicating copies of written, 


= 


Even though they spend ail their time 
typing duplicate masters (ani 
ing corrections) now—for firsi 
time—when the work is finis 
hands are clean, cjothes are clean and 
typewriters, tabulating machines sod 
teletype machines are Gone 


‘the need for buying countless jars of 
cleansing soaps. 


Suppose you want a dozen of more 
copies of a special bulletin in a matter 


of minutes. Simply take 2 fall point: 
pen or pencil and write it on an AZO. 
GRAPH. master uri. Then make the 
copies—probabiy less time than 
took you to wfite the original, AZO. 
GRAPH is that fast-—-chet simple. Po: 
business Men, enginevrs, teachers 
and. many others, AZOGRAPH gets 
paperwork through in literally half 
the time--and with clean hands, 


* For more information about AZOGRAPH and/or a demon. 
stration without obligatioti, simply mail the coupon below. 
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AUTOMATIC ELECTRIC COMPANY — A GREAT NAME IN COMMUNICATIONS 


moves mountains of work! 


FOR EXECUTIVE 
CONVENIENCE— 


A_ special ‘‘Executive 
Direct-Line’’ unjt, 
which gives two-way 
loudspeaker conversa- 
tion at the flick of a 
switch, can be supplied 
with any P-A-X., lilus- 
trated circular sent on 
request, 


Write for this useful information today! P-A-X users have helped us prepare illustrated case studies de- 
scribing P-A-X in daily use for: a financial institution; a manufacturing plant; a processing 


Paperwork moves at double speed when your 
organization is equipped with a P-A-X Busi- 
ness Telephone System. That’s because, with 
P-A-X, the facts are only seconds away! 
Let’s look at the P-A-X idea of automatic in- 
side telephone service—it’s potent with man- 
power savings! With a turn of the P-A-X dial, 
your people can reach each other anywhere 
...give or get facts and instructions instantly... 
stay at their posts working, instead of walking 
and waiting to get a job done. 

Everyone saves time and energy—cuts confu- 
sion and errors. Routines hum along smoothly, 
and emergencies can be dealt with quickly 
when P-A-X unites the efforts of an entire 
organization. 

Thousands of companies have found that 
P-A-X telephones speed up work flow and 
hold down overhead. To get the facts, write 
or call: Automatic Electric Sales Corporation 
(HAymarket 1-4300), 1033 West Van Buren 
Street, Chicago 7, Illinois. 


PAX 


® 


plant; a school; a railroad; an oil company. Specify the case studies which interest you. 


\ 


Are there “dead periods” 


when some workers wait for mate- 


rial delayed at some stage of the 
system? 


Have you segregated your office 
costs as thoroughly as you have vour 
manufacturing costs? Do you know, 
even roughly, what your average 
costs per letter are? 


[-] Is each task or step always done 
in precisely the same way? By all 
employees performing it? 


|] Can your office manager justify 
every step or every task in a pro- 
cedure or routine? Can he prove to 
you there is no more efficient way 
to do it? Has he tried, for each 
task, to: 

|_| Eliminate? 

|_|] Simplify 

Combine? 

|_|] Change sequence? 
[| Has your office manager worked 
out an office workload schedule to 
even out peaks and valleys by 
proper distribution? 


[] Is your clerical work specialized, 
broken down into as many jobs as 


possible ? 


| ] If you have work standards, are 
they based on readily identifiable 
work units? 


|_| Have you established clerical 
work standards? 


[| Have you, personally, checked 
the files you have created which are 
not absolutely necessary for proper 
executive functioning? How many 
that you thought you may need 
have you actually referred to and 
how often? 


_| Have you devised a routine for 
distributing work during peakload 
periods to cut down overtime? 


| Do you use form letters wher- 
ever possible? Has your office man- 
ager ever audited correspondence 
with this in mind? 


|_| If form letters are impossible, are 
you using form paragraphs for 
main bodies of standard replies? 

| | How many times is office rou- 
tine upset by unreasonable execu- 
tive demands to “handle this first”? 


Does your OM cover these 
bases before he specifies 


a new piece of equipment? 


1 GO How will new equipment 
affect morale? If workers are dis- 
placed, can you justify retaining 


them on other operations? 
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| DDO-X § 
: always bright and figures right ... with A | 


WESTERN ADOO MACHINE CORP. 2921 BEVERLY BLVD. 
LOS ANGELES, CALIFORNIA, TEL: DUNKIRK 5-2247 a 


if 

Recent laboratory tests show the new ADDO-X’s lightness and shortness of key a i 

ADDO-X is speedier and requires far less minimizes finger travel and’saves operato) i 

energy to operate than the four other Figures based on an 8 hour Working day: ie 

well-known comparable machines on the market. 

at adding machine cost when multiplying. Machine “D” required 270%ifiore 

Write for descriptive literature, Dept. M 
; ADDO MACHINE COMPANY, INC., 145 WEST 57TH STREET, NEW YORK 19, N.Y., CIRCLE S-6940 a* a i 
WEST COAST BRANCH 
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WRITE FOR THESE FREE 
METHODS. BULLETINS 


SERVING SMALL BUSINESS e BIG BUSINESS e EVERY BUSINESS 
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mechanizes any 
repetitive writing job 


ITH Addressograph methods you write 30 to 50 times 
faster than with ordinary methods. Errors are elimi- 
nated. Paperwork routines are simplified. 

Addressograph methods work efficiently in the office— 
in the factory—or in the warehouse—wherever repetitive 
writing needs to be done. 

Addressograph machines range from simple hand-oper- 
ated units to automatic models that combine writing, ac- 
counting, statistical and duplicating operations in a single run. 

Call our nearby office to learn how you can save by 
mechanizing your writing. Addressograph-Multigraph Cor- 
poration, -Cleveland 17, Ohio—Production Machines for 


Business Records.* 
© 1954 A-M Corporation 


*Trade-Mark 


2250A — Unit Stock Control and Inventory Procedures 
2286A — Modern Shipping Procedures 

2309A — Flat Rate Billing Procedure 

2310A — Personnel and Payroll Records 


C {} How adaptable is the ma- 
chine? If you change your routines, 
will the machine handle it? 


__| Before you buy, do you demand 
a trial period or at least a demon- 
stration using your materials and 
fitting in with your routines? 


__| How does your company deter- 
mine which piece of equipment is 
the best for your purposes? In actual 
practise, do you accept all of the 
salesman’s statements? What types 
of proof do you demand? 


{_] Do you expect to make changes 
in routines during the accounting 
period allowed for obsolescence on 
new equipment? How stable are 
your systems and methods? 


_| Can you get, without training, 
competent operators who, otherwise, 
meet your standards? 


|| Will the equipment handle the 
exceptional situations —the peak 
loads? If not, can you lease extra 
equipment for a limited time? 


|| Have you set up an alternate 
method of operation to handle peri- 


ods when the machine is being serv- 
iced or repaired ? 


[] How many jobs that might be 
done cheaper by another method 
are being included in the machine’s 
schedule in order to meet your pay- 
off requirements ? 


|] If the machine is part of a sys- 
tem (most are), do you know how 
many and what kinds of exceptions 
to routine happen in your office? If 
the machine will not handle them, 
do you have estimates of this effect 
on total costs? 


_ | How much will it cost to supply 
and maintain the equipment? 


|_| What will the costs be in terms 
of additional supervisory time and 
clerical training? 


_] How quickly, on the basis of 
past experience, is the design of the 
equipment likely to become obso- 
lete? If rapidly, can equipment be 
leased more profitably ? 


x {} Is there an actual need for the 
extra reports or material of any type 
that the machine will make avail- 
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able? How important are they in 
your decision to buy? 


[_] Will you have to keep your old 
system going while the new ma- 
chine is being installed and work- 
ers trained? If so, how long? 


|| Does the equipment supplier 
have dependable on-the-premises 
service maintenance facilities? 


[_] Can arrangements be made to 
borrow a machine from the local 
supplier during breakdowns? 


Do you need new equip- 
ment? These will help 
you decide... 


|_| Is the cost of sales obtained on 
each invoice as part of your billing 
system 


| | Are sales analysis figures ob- 
tained as a by-product to preparing 


invoices? 


OO can a payroll clerk write at 
least 100 checks and related records 
in an hour? 


[1 4} Does your system have safe- 
guards against customers’ state- 
ments going out with errors? 


[| Does your system have safe- 
guards against errors in invoices? 


|_| Does management daily know 
company income, expenses, cash on 
hand, and outstanding liabilities? 


|] Do you write a new set of billing 
copies covering each _back-order 
shipment? 


[_}] Do you know how many sepa- 
rate writings you require to get your 
orders billed and shipped? 


[| Are customers’ statements al- 
ways in the mail on time? 


[_] Are customers’ statements, ledg- 
ers, and the accounts receivable 
journal prepared simultaneously ? 


(| Are balances of customers’ ac- 
counts always up-to-date ? 


|] Are totals of accounts receivables 
always ready for management? 


(_] Can one bookkeeper post about 


i 


Multigraph 


performs paperwork 
magic for you 


ITH Multigraph Methods you write once. Blank paper 
is transformed into as many sharp, clear, permanent 
originals as you need. Reproduce in black or colors, 
complete with variable information, in a single operation. 


Multigraph paperwork magic simplifies the reproduction 
of business records — whether typed, handwritten or printed 
material, drawings, photographs or any combination. You 
can economically produce half a dozen or many thousands. 
No other duplicating process does so many things so well. 


New, moderately-priced Multigraph duplicators make 
bigger savings available than ever. Call our nearby o‘tice 
for demonstration. Addressograph-Multigraph Corporation, 
Cleveland 17, Ohio—Simplified Business Methods.* 


© 1954 A-M Corporation 


 Addressagraph-Multigrap 


PRODUCTION MACHINES FOR BUSINESS 


*Trade-Mark 


No. 99M— Purchase Procedures Using Multigraph Methods 


WRITE FOR THESE FREE No. 97M—Planning and Production Order Writing 
METHODS BULLETINS No. 87M— Simplified Order-Invoice Procedures 


No. 92M—Multigraph Methods for Accounting Reports 


SEPTEMBER 195 4 


SERVING SMALL BUSINESS e BIG BUSINESS e EVERY BUSINESS 
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In offices where the mail is opened by hand, highly 
_ paid sales and office workers lose valuable time 

every morning. A PB electric MailOpener 

speeds up the opening and distribution of mail, 

can often save an extra 5 or 10 minutes of each 

person's working time. Swiftly, safely takes a 

thread-like edge off each envelope, any size... any 

kind of paper. 

Other models, hand and electric for the smallest 
or the largest offices. Ask the nearest PB office for a 
demonstration, or write for free illustrated booklet. 


PITNEY-BOWES, INC., 1582 Pacific St., Stamford, Conn. f 
Originators of the postage meter, 93 offices in U.S. & Canada. x sue 


PITNEY-BOWES 


MAILOPENER 


This is an executive — 
fussing with 
details a clerk 


should be handling! 


How many extra hours do your 
department heads spend searching 
for the many tiny details that 
make up the all important picture 
of a departments overall operation. 


The answer to this problem — as 
thousands of others have found — is 


PRODUC-TROL 


Produc-Trol is a visual control system that gives you 
facts, automatically compared and analyzed, at a single 
glance. Whether it’s Order Control, Inventory, Parts 
Available for Assembly, Sales Statistics, or 
one of the other many and varied applica- 
tions, Produc-Trol eliminates the time-waste 
and inaccuracies that hamper executive de- 
cisions. Send the coupon today — let us 
WASSELL ORGANIZATION INC. : show you how Produc-Trol can save time 
money — and increase efficiency in your 


m interested in |} TENSIVELY FOR CONTROL OF: 

oem | © Purchase Orders ® Traffic 

Name Parts Available Sales 

Title for Assembly 

Compeny | © Parts in Process 
| © Manufacturing 

Orders 
State le Maintenance 


“Effective Tools for Effective Management” 


® Personnel 
® Dispatching 


® Machine Loading 


Adaress ... 


City 


180 remittances per hour, simulta- 
neously preparing the ledger, state- 
ment, cash receipts journal? 


[} Can one bookkeeper prepare 
about 180 statements and related 
records per hour? 


[] Are accounts payable totals up- 
to-date to facilitate the month-end 
preparation of the profit-and-loss 
statement 


[] Are invoices received processed 
immediately so that purchases and 
expenses are recorded to-day? 


(| Are remittances credited to cus- 
tomers’ accounts, turned over to 
treasurer's ofhce immediately ? 


[] Are the remittance advice, check, 
check register, and distribution 
ledger prepared in the same opera- 
tion? 


|_| Are accounts payable discounts 
always taken advantage of? 


(| Are payroll checks, statements 
of earnings, earnings records, and 
the payroll journal prepared in one 
operation? 


|| Are total earnings and taxes 
paid to date automatically computed 
and printed on earnings records for 
the preparation of government re- 


ports 941A and W-2? 


| Are job-cost tickets extended for 
payroll at the rate of up to 500 per 
hour? 


|| Does your production control 
system show the quantities of each 
item on hand, on order, and used? 


(| Does your production control 
system assure that all parts are on 
hand when needed? 


_| Is the profit-and-loss statement 
submitted to management soon aft- 
er close of accounting period? 


_] Is the trial balance obtained rap- 
idly after the close of the accounting 
period 


|| Has your ofhce manager ever 
measured the clerical hours devoted 
to mailing preparation? And com- 
pared the costs with inserting and 
mailing machines? 


(| What studies has your office 
manager made recently to deter- 
mine how to keep ofhice machines in 
use a larger proportion of the time? 


(_} Other than receiving salesmen, 
how does your ofhce manager keep 
abreast of new equipment develop- 
ments? 


New Booklet tells of... 


160 Ways 
to Use 
AUTOMATIC 

YPING 


It’s no secret that individually 
typed letters bring better re- 
sults. But hand typed letters 
can become very expensive 
when used in volume for 
routine correspondence or 


direct-mail selling. 


Automatic typing of personal- 
ized letters by Auto-typist 
equipment is the economical 
solution. Just how automatic 
typing can be used to cut 
costs and increase returns is 
contained in the 16-page 
booklet, “Howto Use the 
Auto-typist.” Present appli- 
cations by business, industry 
and institutions are listed 
along \¢ith comments on the 
equipment. Fill out the cou- 


pon to receive your copy. 


Awie-tyPist 


World’s Largest Manufacturer of 
Pneumatic Typing Machines 


AMERICAN AUTOMATIC TYPEWRITER CO. 
Dept. 49 
614 N. Carpenter St., Chicago 22, Ill. 


Gentlemen: 


Please send me a copy of ‘‘How to Use the 
Auto-typist.’’ 


Name 


Company & Title 
Address 


City Zone State 
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MO DERN 


Unshipped Orders, 
Bills of Lading 


$ 


Inventory 
Contra 


Correspondence, 


Receivable 


Checks, Cash, 
Collection Sheets 


* Fire can’t burn any of the 
records in this office 


.-. ALL ARE PROTECTED BY UNDERWRITERS’ LABELS 


OU are looking here at no ordinary 

office scene. The difference is a new 
means of record keeping, now revolu- 
tionizing office methods—fire protec- 
tion for all records right where they are 
being used. 

This modern “‘time-engineered’’ 
Shaw- Walker equipment not only gives 
right-on-the-job fire protection during 
working hours when most fires (55%) 
occur, it pays for itself by saving time 
and space. All of the savings from this 
efficiency go directly into profits. 


“Built Likea 
Skyscraper” 


GHAW-WALKE 


Card List 


Voucher Checks 


~ 
Current Work, 


Reports, Contracts 


Accounts 
Payable 


EACH DRAWER A SAFE! Jn this mod- 
ern, good looking Shaw-Wal*er fire- 
proof equipment, fire walls stand 
between your irreplaceable records 
and possible destruction. Fire-File, 
with corner cut away shows: Thick, 
steel-walled steel-reinforced fire insu- 
lation on all six sides of eac.. crawer. 
Vault-like interiocking drawer front. 


Shaw-Walker makes 46 different 
types of this time-saving, fireproof 
equipment — Desks, Fire-Files, Post- 
ing Trays. In them your records will 
be completely safe, always ready for 
instant use, even after a fire. You can’t 
afford to gamble—57% of the busi- 
nesses who lose records in fires never 
fully recover. 

Shaw-Walker has been helping 
American business save time and step 
up office output since 1899. There are 
4,000 Shaw-Walker products—chairs, 
desks, filing cabinets, Fire-Files, loose- 
leaf and payroll equipment — every- 


thing for the office except machines— 
each “‘time-engineered’’ for the needs 
of every job and worker. 

So if you are modernizing or setting 
up a new office, make sure you use 
Shaw-Walker throughout. It will help 
you stretch time—the most critical 
factor in business today. It may save 
your business! 


THE BOOKLET, “TIME AND OFFICE WORK” is packed 
with ideas for stretching office time. A wealth of 
information on “‘time-engineered”’ office svstems 
and equipment. 36 pages! Many color illustra- 
tions! Write today, on business letterhead to: 
Shaw-Walker, Muskegon 8, Michigan. 


Largest Exclusive Makers of Office Furniture and Filing Equipment in the World 
Executive Offices at Muskegon, Michigan —Branches and Exclusive Dealers in All Principal Cities 
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oly TelAutograph 


Telescriber Systems 


instantly transmit handwritten 
messages as you write! 


Errorless, effortless communication! Anybody 
who writes can operate a TelAutograph Tele- 
scriber. Instantly the handwritten message ap- 
pears on one or more, near or distant, receivers. 
Used in every industry to speed information and 
increase efficiency, TelAutograph Telescriber 
Systems save time, steps and money. 


pine COMP, 


, TELAUTOGRAPH ‘ 
SHU 
TELESCRIBERS 
employs a continuous pack of busi- 
ness forms designed to your needs! 


*TM Reg. U.S. Pat. Off. tTrade Mark 


CORPORATION 
Dept. DR-49, 16 West 61st Street, New York 23, N. Y. 


Please send me brochures on TelAutograph’s use in 


[_] Sales Orders _] Job Costs & Accounting 
Production Control Transportation Control 
Materials Control Central Files 
Quality Control Announcing 


Name 


Street 


City 


Company 


|| Do you have a “trade-in” file 
listing practises of each manufac- 
turer of equipment you now own? 


(] Have you analyzed your equip- 
ment maintenance bills? Do they 
justify hiring a mechanic? How 
does your equipment down-time 
jibe with manufacturers’ estimates? 


|_| What office operations you are 
now performing could be done bet- 
ter and cheaper by an outside firm? 


Has this been checked ? 


|__| Have you compared your pres- 
ent stenographic costs with those 
available with dictating systems? 


|_| Have you compared microfilm- 
ing costs against your present costs 
for fling permanent material? 


| Have you considered an auto- 
matic typing machine for repetitive 
mailings: Direct mail, follow-ups, 


and so on? 


_| Have you considered dictation 
equipment for use when the steno- 
graphic staff is overloaded ? 


|_| How many hours each month is 
each piece of ofhice equipment stand- 
ing idle (your office manager may 
know this as machine usage ratio) ? 
Proper work scheduling may reduce 
your equipment purchases. 


|_| Do you know that reliable analy- 
sis shows productivity increases up 
to 8 per cent when clerical help 1s 
provided with scientifically designed 
desks and fitted chairs? 


__| Does your system for office pur- 
chases route through one centralized 
authority? Is standardization of 
equipment and furniture one of his 
responsibilities ? 


Forms and record analyses; 
there’s dough in details... 


On what basis did your office 
manager make a decision between 
contract printing and job printing 
of your office forms? 


Joe 


[] Does your office manager have a 
forms retention schedule? A scien- 
tific one, or one inherited and hal- 


ALL THIG... 
AND DICTATION Too! 


With a Peerless DRI-STAT photocopier, 
a good secretary can get out a stack of 
copies like this and still keep up with her 
regular work — without overtime. 

Letters, invoices, orders, reports, 
charts, drawings, technical articles, tax 
returns—DRI-STAT makes clean, sharp, 
black-and-white copies of them all, in 
just One minute per copy. Originals on 
Opaque paper—printed on both sides— 
in colored inks, with half-tones, bearing 
pencil notations—DRI-STAT can repro- 
duce more kinds of material than any 
other photocopy equipment. 

Ask your Peerless distributor to show 
you how DRI-STAT can pay for itself 
quickly in your office. Call him for a 
demonstration, or mail the coupon. 


PEERLESS 


PEERLESS PHOTO PRODUCTS, INC. | 
Shoreham, L. New York DR-9 
[] I'd like to see a demonstration of 
DRI-STAT on my work. 


[] Please send me your free brochure 
describing DRI-STAT. 


NAME 


TITLE.. 


ADDRESS 
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Costs less than 
a typewriter... 


saves more than 


it costs! 


Hand folding is no 
longer a necessary nuisance 
in any office. Now there are 
small, electric Pitney-Bowes 
folding machines that make 
quick and efficient work of folding 
bulletins, form letters, announcements, 
other gnail enclosures. Your highly 
paid office workers are freed from 


The FH costs less than 
a standard typewriter 


lowed by tradition, but heavy with 
cost? 


[] Are your forms designed to 
eliminate unproductive motions— 
use of tabular stops, proper sequence 
of writing from the various source 
documents? 


(] Do you always determine the 
best possible writing method—hand 
or machine written? 


= 
\ 
- 
a 
i } 


[_] {} What controls are established 
to make certain that obsolete file 
material is junked on schedule? 


|} What would happen to your 
vital records in event of fire? Is 
your permanent storage in the same 
building as your current files? 


_| Do you take advantage of me- 
chanical devices and forms handling 
equipment to cut costs? 


tiresome hand-folding. Yousave plenty. 

The litthe FH model, for instance, 
which costs less than a typewriter, folds 
five to ten times as fast as a person can 
fold by hand—can double-fold as many 
as 5,000 letter-sized sheets an hour. 
It makes eight different folds, handles 
sheets as large as 842 by 14 inches— 


|] Do you use similar rules for 
your office stockrooms as in the 
plant? (Similar stock in same place, 
bulky items on lower shelves, bulk 


even when stapled together. 

Electrically driven, with semi-auto- 
matic feed, the FH can be used by 
anybody. It takes but a few seconds ; 
purchases, protective wrapping, pre- 
O se O ...@asy as 

tuning | cise purchase specifications, and so 

your TV! Requires little space. And on.) 
it’s so light it can be carried anywhere 


If your office sounds like an 3 


atomic proving ground, 


make this simple test today. 


|] Does your office take advantage 
Place a Kil-Klatter pad 


it’s needed. all dj 
of all discount opportunities’ 

Ask the nearest Pitney-Bowes office 4 — 

under each typewriter. en 

for a demonstration, orsendcouponfor | __] Are forms designed to be cut iS 
f dard size sh ith ; notice how disturbing and 
a free illustrated booklet. rom standar size sneets wit al ‘ 
minimum of waste or none at all? distracting noises caused by | 

typing are immediately 

. reduced. See how errors & 

and typing mistakes caused 


automatic FM will fold 
up to 19,000 sheets an 


by noise fatigue are 


Move indicator knobs lo widths wanted hour wonderful time “ 
... And it's ready to go! and work saver. reduced, and how your office as 
ty 
efficiency perks up. 
PITNEY-BOWES 
1558 Pacific St., Stamford, — 
[1¢} How many private ofhices $425 
4 © S d . ‘ ag 
Folding Machines! could you eliminate if you dis. AT YOUR STATIONER 
olding Machine to: 
| regarded injured egos and con- OR OFFICE SUPPLY DEALER “* 


| Name — | sidered only functions? 
\fade hy Pitnev-Bowes, Inc.... originators | 
o} the postage meter ...93 branch offices, | Firm Are you going overboard on i i - LATT 


with service in 259 cities in U. S. and Canada. ; > 
| quality paper purchases? In other 


THE SCIENTIFIC TYPEWRITER PAO 


; Address 
words, do you demand best quality 
where a cheaper grade is consistent : 8 
5 “The Answer to a quietes 
with the function served? ae 
may be under your typempriters 
_| Are all forms involved in an ¥ 
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CONTROL 
OF WALL CLOCKS 


EASY EXTERNAL 
KEY RESETTING 


EXTRA CO-ORDINATED MORE FLEXIBLE 
TIME SIGNALING RECORDING 


ing flexibility . . . automatic signaling of start- 
ing and stopping time from built-in bell. . . 


MORE and BETTER SERVICES! programmed control of bells, chimes, horns 


remote from recorder. . . automatic coordina- 

from IBM fully-automatic tion of time indicating units with time record- {i 

mee ing and signaling . . . easy resetting by external * 
key. You get all of these services and more 


ATTENDANCE TIME RECORDERS from the new IBM Attendance Time Recorder. ; 


Write or call IBM for full information. b. 


TURES You get accurate, indisputable records of 
NE f EA employee IN and OUT time. . . greater record- 


IBM JOB COST tk 
RECORDERS 


ELECTRONIC CLOCK 
. AND SIGNAL SYSTEMS 


Feature around-the-clock 
self-regulation ... as much 
as 12 hours when required. 
Need no special clock and 
signal wiring. Easy, eco- 
nomical to install, alter, 
expand. 


IBM ELECTRONIC 
UTILITIES CONTROLS 


Save time, effort, money by 
eliminating need for manual 
supervision in control of lighting, 
heating, air conditioning, ven- 
tilating, and water flow. 


Record direct job time. P 
Provide sound basis for FE 
figuring costs. Register I 
START and STOP time au- 
tomatically. Help you 
control non-productive . 

time. 


You’re RIGHT on TIME with | JB 
= M WALL Equipment 


INTERNATIONAL BUSINESS MACHINES e 590 MADISON AVENUE, NEW YORK 22, N.Y. 
Branch Offices Located in Principal Cities 
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Your bulky First Class Mail can 
be sealed without moisture 


speed 


operations . . . eliminate errors 


increase efficiency ... lower costs 


There’s a right envelope for each pur- 
pose — to speed mail delivery, reduce 
postage, eliminate errors, get prompter 
replies . . . permit faster payroll make- 
up, better interoffice communication, 


safer 


J 


For example: 


and more accessible records, 


easier sampling. 
Get this free booklet that gives 26 
ways envelopes can help you. 


\\ 


It’s no trick to make ‘em stick, even when 
cram-packed with 5 pounds of mail! Just 
press to seal! The double strips of Self Seal 
adhesive on flap and envelope meet and 


cling in a double grip that never lets go. The 
twin strips provide an expansion factor — 
hoJd securely even when the flap is folded 


down short. 


\ a 


ANY 
S 


PAYROLL ENVELOPES 


Speed and security for 


interoffice mail 


with one of these open end or open side 


envelopes — with or 


without see-through 


holes to assure removal of contents at each 
stop. Available in many styles — plain flap, 
clasp fastener or the new COLUMBIAN® 
snap fastener, which can be easily snapped 
and unsnapped many times, always holds 


securely. 


DUBL-GRIP 
SELF SEAL® ENVELOPES 


Seal Payroll Envelopes 
in half the time 


As you fill an envelope, fold and press 
the flap down so that the two latex sur- 
faces touch each other. They’ll cling. 
Now take a handful of filled envelopes 
and press down firmly on the folded 
flaps. They're sealed. Other Self-Seal 
styles for check payroll systems. 


INTER- DEPARTMENTAL 


EC-1 


ust 


COMPANY 


CITY AND STATE 


ATTENTION OF 


Send samples of DUBL-GRIP (|) 


UNITED STATES ENVELOPE COMPANY 


Springfield 2, Mass. 


PAYROLL SELF-SEAL () 


INTEROFFICE ENVELOPES 


over-all system studied at one time 
for the possibility of combining or 


‘eliminating? 


(_] If you have a forms control pro- 
gram, are checks made regularly to 
determine obsolescence and the op- 
portunities for simplifying, combin- 


ing, and so on? 


|] Does every form have on it some 
type of routing instructions? 


all 


[] Is every form numbered, 
recurring information printed? 


(] How many months’ supply of a 
form is ordered? (Six months 1s 
usually considered maximum.) 


|_|] Are your forms inventory stocks 
measured against estimated use so 
that reorders can be made in bulk 
and grouped? 


|_| How much duplicate material is 
in your files? 


|] Are you using special forms that 
can be standardized in either or 
both construction and paper stock? 
If you do, you can get a cheaper 
gang run printing rate. Check for 
unessential data. 


[-] Is there available a system analy- 
sis sheet for each form used? 


(| Is your office manager certain 
the quality of paper used for records 
is adequate to survive the number 
of handlings and length of time 
records must be stored? 


__| How many reports do you not 
study? How many could be sub- 
mitted less frequently ? 


|] How many reports you are re- 
ceiving have details in them that 
could be eliminated? 


__| Which forms are you receiving 
that you don’t need, or need so 
rarely that you could borrow them 
when wanted? 


_| Are receipt slips for removed 
files conveniently placed to elimi- 
nate excuses for “lost” files? 


|| Are files indexed, clearly label- 


ed? Are contents lists kept current? 


Whose grandm other designed 
your office layout? 


|_| Does office work physically flow 
in as straight a line as possible, with 
little backtracking? 


|] Are desks facing the same way, 
with no more than two to a row? 


How’s Your 


LETTERHEAD? 


Get your FREE copy of our useful new 
brochure ‘“‘Letterhead Logic,’’— just off the 
press. Then, turn to the check list used by 
experts to gauge letterhead effectiveness. 
See for yourself how your letterhead rates. 
If the tests show room for improvement, 
HILL’s 40 years of specialized experience 
is at your disposal. 

Learn how HILL craftsmanship can 
create for you a letterhead you'll be proud 
of ...one that truly reflects the character, 
personality and prestige of your firm... 
a scientifically designed letterhead with 
built-in sales appeal . . . and at prices 
much lower than you'd expect. 

““Letterhead Logic,”’ containing impres- 
sive samples, is free — without obligation — 
to users of 5,000 or more letterheads a year. 
To get your copy, simply jot down the 
quantity your firm uses on your present 
letterhead and mail to HILL now. Write: 


r.oHHILL Ne. 


Fine Letterheads and Business Cards 
270 Lafayette Street - New York 12, N.Y. 


How’s Your 


BUSINESS CARD? 


Get our new Business Card Buyers’ 
Guide and find out! This unique 
guide, containing a Business Card 
Analysis Chart, is free—without ob- 
ligation—to users of 5,000 or more 
cards a year. To get yours, just send 
us a sample card, noting quantity 
used per year. Write: R.O.H. HILL, 
INC., 270 D7 Lafayette St., New 
York 12, N.Y. 


f 


OR A MILLION» 


5 


IN 5,000 LOTS 
6¢ in 1,000 Lots, $7.99 per 100 
Postcards: $23 per 1,000 
Mounted Entargements (30’'x40") $3.85 
Copy Negative 8’’x10", $1.25 
Postcards, 75¢ 
(24 hours service on request) 
FULL COLOR POST CARDS 3M $99.50 


* A Division of JAMES J. KRIEGSMANN 
Plaza 7-0233 
165 W. 46th St., New York 19, 


PHOTOGRAPHERS , 


LIVER WHAT WE ADVERTISE 
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VERY DAY 
27 NEW FIRMS 


are wide-awake enough 


to change from 
old-fashioned 


carbon paper 


The LETTEREX CORPORATION 
1640 Connecticut Avenue 
Washington 9, D.C. 


Prints big, read- 
able, indelible 
serial numbers on 
rough wood, card- 
boord, and alli 
shipping papers. 
Automatic, self- 
inking. Consecu- 
tive, duplicate 
and repeat action 
in one machine. 
Prompt delivery. 
Write for prices 
ond catalog. 


WMA FORCE 
OMPANY INCORPORATED 


NICHOLS AVENUE, BROOKLYN 8,N.Y. 


MODERN 


__] Are there noisy machines ‘ocated 
near areas where concentration is 
required? Have you tried to sound- 
proof them—or move them? 


_| If frequently used files open 
onto an aisle, was the aisle space fig- 
ured with file drawers open? 


|_| Are departments which work to- 
gether located adjacent to each other 
to minimize “commuting time?” 


[] Is your office planned on the 
basis of a certain number of square 
feet per various types of employees 
plus equipment and storage space? 


OO Are working files placed close 


to users—or across the room? 


|} When did your office last have 
an audit of lighting facilities? 


|] Have your offices ever been 
sound rated? 


|_| Does your office manager know 
how many foot-candles of illumina- 
tion at desk level are desirable for 
various types of work? 


(| Do you know that scientific 
standards have been published es- 
tablishing optimum measurements 
for aisles, desks, and corridors? 
How much space have you wasted? 


|] Is your layout static? Have you 
considered movable partitions and 
modular furniture for a more flexi- 
ble and efficient layout? 


|] Where two or more types of 
ofiice equipment are roughly similar 
in price and performance how does 
your ofice manager make a deci- 
sion? Does he ask about the actual 
operator's preferences? 


[] On how many types of office 
equipment and furniture is your 
office standardized? 


[_] An expert states, “An office lay- 
out that has not been reviewed for 
36 months is probably wrong.” 
When was yours last reviewed ? 


[J Is your duplicating and other 
reproduction-type equipment placed 
together in an area where sounds 
will not disturb personnel? 


WALKING TIME 


| 


Which 
pay for? 


‘ 


|_| WORKING TIME 


New Executone intercom stops 
wasteful walking, speeds output, 
cuts costs, quickly pays for itself! 


Don’t let non-productive “walking 
time” walk away with your profits! 
Make every working hour give you 
more working minutes! Executone’s 
instant and crystal-clear voice-to- 
voice contact links departments in 
split seconds. You get more work 
done faster—at lower cost! 

Get the proof that Executone pays 
for itself quickly—and many times 
over! Learn how Executone banishes 


the time and money waste of snarled 
switchboards, hard-to-locate emp. ov- 
ees, and delayed production! Tnov- 
sands of firms, large and small, have 
cut costs, increased output and profits 
with Executone. And Executone’s 
many plus features make it the world’s 
most advanced intercom system. Ma?! 
the coupon now! Let us show you how 
Executone can be profitably applied 
in your business. No obligation. 


@ Executone distributors maintain staffs of 


factory-trained technicians who provide dependable 


service on your premises. 


INTERCOM SYSTEMS 


EXECUTONE, INC., Dept. J-3 415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send me | 
full data on Executone Intercom., 


| 
I am particularly interested in: Name 


INTER-OFFICE COMMUNICATION | Title 


Firm 


SWITCHBOARD RELIEF 
LOCATING PERSONNEL 


In Canada— 


SEPTEMBER 193 4 


| Address_ 
[_] HIGH NOISE LEVEL COVERAGE 


31 


Ave., Toronto 
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America’s Finest 
Intercommunication 


| 

auto firm’ 
trouble-free service 
in constant 
hard use 


has proved sound,”’ 


judgment in choosing 


the genuine Teletalk inter-office 
communication system six years ago 
says the general manager of a 


* Name and 
interesting Prominent Western automobile agency.* ‘‘Teletalk has 
details given us perfect service and has required almost no 
on request 


maintenance, despite constant hard use. 


‘‘Based on our experience, we consider that 
Teletalk is not only the most satisfactory inside com- 
munication system, but is actually the most economical 
in the long run.”’ 


YOU NEED TELETALK 
IN YOUR BUSINESS 


Regardless of the size or nature of your business, 
Teletalk can help you cut costs and increase efficiency 
by saving time, steps and energy. Your local dealer 
(see Yellow Pages) will gladly show you the wide 
range of models —and suggest, without obligation, the 
best and most economical installation for 


your needs. Write for booklet, ‘‘Costs Drop.”’ 


ELECTRIC 


WISCONSIN 


WEBSTER \V/ 


RACINE 


“Where Quality is o Responsibility and Fair Dealing an Obligation” 
WEBSTER ELECTRIC COMPANY, RACINE, WISCONSIN - EST. 1909 


In Canada: Dominion Sound Equipments, Ltd., Montreal 


|] For peak, overload periods, has 
your office manager checked into 
the possibility of leasing office fur- 
niture as well as equipment? This 
technique has certain advantage 
and an increasing broad variety of 
equipment and furniture is being 
offered. 


|_| Have you investigated the pos- 
sibility of greater noise reduction 
through scientific sound condition- 
ing? New materials are not only 
efficient, but attractive. 


_| On the basis of proven produc- 
tivity increases, the National Ofhce 
Managers Association predicts that 
within ten years (page 78) most 
ofhces will be air-conditioned. Are 
you on the band-wagon yet? 


|| Office workers spend most of 
their time sitting down. Do you 
know that new types of posture 
chairs reduce fatigue, improve per- 
formance as much as 15 per cent? 


(| Is your layout centralized? 
Have you, wherever possible, used 
one large area in preference to a 
number of smaller ones? You'll get 
better supervision, ventilation, and 
communication if you do. 


Are all office departments in 
constant contact with the public 
placed so that concentrating work- 
ers are not disturbed ? 


How many files placed, with 
seeming logic, at dead wall space 
should be put next to the worker 
to reduce expensive “commuting” 
time? 

Before your present layout was 


finalized, 
plot, 


did your ofhce manager 


using fairly standard tech- 


“I'll tell him you called, sir. 
Shall I also tell him what you 
called him?” 


YOUR finger 
Typing 


The TYPE TIMER, the plastic sheet placed over 


the page above, shows the time required —for 
any typing and dictation-taking. SAVE TYPING 
PAYROiL by comparing actual typing time with 
this standard, disclose up to 20% waste time. 
State if wanted mainly for Elite or Pica style. 
With complete instructions 

Other operating standards available or de- 

signed to fit, for effective reduction and con- 

trol of costs. We train in management research, 


simplify procedures, apply advanced sta- 
tistical analysis, and design new technical 


aids to progressive management. Write 


Wiherg 


CONSULTANTS 


‘HIGHLAND PARK ILLINOIS 


GRAPHIC VISUAL CONTROL 


THE BOARDMASTER SYSTEM 


% Graphic Picture of Your Operations — Spotlighted by Color 
% Facts at a Glance — Saves Time, Money, Prevents Errors 
tx Simple and Flexible. Write on Cards, Snap in Grooves 
tx Made of Metal. Compact, Attractive. Over 40,000 in Use 
Some Typical Applications me 
PRODUCTION © TRAFFIC SALES 50 
INVENTORY © SCHEDULING 49 
LOADING ¢ AND MANY OTHERS 
24-Page Illustrated 
FREE ) s0oktet no. DI00 
Without Obligation 
Write Today for Your Copy 
GRAPHIC SYSTEMS 
55 West 42nd Street © New York 36, N. Y. 
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FOR PROFITABLE 


POSTURE? 


] Your Do/More representative ex- 

plains the “why” and “how” of 
proper seated posture. Without this im- 
portant explanation, no employee will 
be interested in better posture. 


3 Chair is anatomically fitted by an 

expert according to the user’s job, 
height, weight and physical proportions. 
This enables employees to feel their 
best, work their best. 


Prove to your 

own satisfaction 

that nothing less than this complete 
program promises the benefit of profitable 
posture... yet costs ne more! 


WHAT IS THE 


It isn’t the chair alone, it isn’t the employee alone... 


nor is it the chair and the employee together. 

The formula for profitable posture has other ingredients, 
as proven by Do/More during the past quarter-century. 
This time-proven formula, as explained below, 

is known as the “Do/ More Posture 4 Program.” 

Among all chair manufacturers, Do/More alone performs 
each of the vital steps necessary for profitable posture. 
That's why companies who are interested in greater 
employee health and comfort, and in lowered office costs, 


have standardized with Do/ More chairs throughout. 
PROPER CHAIR 


© 


9 The right chair is recommended 

after careful analysis of both the 
job and the individual’s requirements. 
All Do/More chairs have exclusive de- 
sign features. 


Call-backs are made to check on 

the user's posture progress and for 
inspection of the chair itself. Only Do/- 
More provides this important follow-up 
service. 


SEND COUPON TO GET THE FACTS FOR YOUR OFFICE! 


DOMORE CHAIR COMPANY, INC. Dept. 961, Elkhart, Indiana 

We have _employees in our office. Please tell me what the ‘‘Do/More 

Posture 4 Program” can do to cut our costs and increase employee output. 
NAME 
COMPANY 
ADDRESS 
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ble! It’s Low Cost! 


The new Apeco Private Eye 
Auto-Stat is completely portable. 
Light weight, easy to carry—any- 
where! Available in attractive 
zipper carrying case for easy Car- 
rying outside of the office right 
to the work source. 


The new Apeco Private Eye Auto-Stat Portable elec- 
tric photocopying machine prints, processes and dries 
automatically. It is fast—copies in seconds! It is con- 
venient—carry it anywhere—it’s ready for instant use. 
It is easy—anyone can operate it. Saves up to 80% on 
copying jobs. Eliminates hand copying, checking and 
costly outside copying service. Makes legally ac- 
cepted black and white copies from any original up 
to 11” x 17”—printed on one or two sides. So low 
cost... it is America’s lowest priced complete 1 unit 
electric copying machine . . . priced well within the 
budget of even the smallest firms. 


Send for FREE Book 


AMERICAN PHOTOCOPY EQUIPMENT COMPANY 


1955 West Peterson Avenue ® Chicago 26, Illinois 

Please rush me without obligation your free 12-page booklet on 
the Apeco Private Eye Auto-Stat. | understand this booklet will tell 
me how to use Auto-Stat to save time and money in my business. 


in Canada: Apeco of Canada Ltd., 134 Park Lawn Rd., Toronto, Ont. 


DUN’S REVIEW and Modern Industry 
99 Church Street, New York 8, N.Y. 


One year subscription to U.S. A. and Posses- 
sions, Canada - $5. Elsewhere, $10. 


Enter my one-year subscription 
[_] Payment Enclosed or [] Bill Me 


Send to 


Name 


Firm 


My Title 


Address 
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niques, the flow of work, the vol- 
ume of work at each “station,” and 
the type of work? 


[] Do you know that, in terms of 
efficient use of space, private offices 
run only about 50 per cent of that 
of open office areas? 


__] Do you know that in many cases 
the cost of putting up movable par- 
titions is only about 15 per cent of 
that of the older type plaster wall? 


[] Many of your office aisles are 
probably too wide, taking up valu- 
able space. Do you know that a 
five-foot corridor can handle about 
850 people in five minutes? 


(_] Are all supervisors placed at the 
rear of their working personnel for 
best control? 


|] Are employees who work to- 
gether most of the time located near 
each other? 


[] Do you know that efficiency 
experts estimate that the proper use 
of mechanical dictation equipment 
increases by at least three times 
ordinary typewriter activity? And 
that one-third of a typical stenogra- 
pher’s time represents typewriter 
idleness or “downtime?” 


|] A study of offices in the Chi- 
cago area showed that they averaged 
only from 46 per cent to 73 per 
cent of the minimum amount of 
foot candles of light established by 
the Illuminating Engineering So- 
ciety. Does your office manager 
know what that minimum is—do 
you have it? 


|_| Check your square footage in 
ofhice space. If it runs to more than 
200 square feet per person (includ- 
ing filing, equipment, and so on) 
you have a waste factor. 


“Well, if I dictated it, I'll 
bet I could read it!” 


TRUE COPIES IN 
SECONDS 


anywhere! 


BB Researchers, Sales Engineers, 
Office Managers, Accountants 
are taking Contouras into 
libraries, offices, the field. 
Make quick, error free copies 
of anything written, drawn or 
printed: Book pages, articles, 
tables, specifications. Low 
Cost. Fully portable. Easy to 
use. Guaranteed. Write for 
full details. 


F.G. LUDWIG, Ine. | conn, 


Quickly, Easily, Effectively Destroy conti 
dential papers, records in your own office! 
NEW SHREDMASTER 


portable shredding machine designed especially 
for office use! Quiet, compact, streamlined! 


Never before an office shredding 
machine combining the speed and 
economy of the new SHRED- 
MASTER BANTAM 10. Anyone can 
operate it. No fuss, no trouble! 
Greater cutting width, speed, 
capacity, and power than ever 
before! Safety throat! Smart func- 
tional design, about size and 
weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 


YOUR PAPERS 
GO IN HERE 


FREE: Colorful, illus- 

er, | es 

FREE TRIAL details. | 

Write “SHREDMASTER SHREDS 

BANTAM 10" on your \ OUT HERE 

letterhead or postcard, .\ 

and mail today to: se . 


SHREDMASTER_ 
8 Division of Self Winding Clock Company, inc. 


195 Willoughby Avenue 
Brooklyn 5, N. Y. 
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A sure method 
of improving your 


*Logistics, in the military sense, consists of moving 
men and materiel to places they’re needed. Military 


success is often decided by logistics. 


Office logistics consists of moving words, ideas, facts, 
figures, notes, memos, correspondence—from one mind 
to another. And these days, when records of business net 
profits show that a hundred dollars saved is equal to a 
thousand dollars’ additional sales, office logistics are 
often decisive. 

Dictaphone has perfected the most efficient method 
ever devised of communicating thoughts from one mind 
to another. It employs the TIME-MASTER dictating ma- 
chine (and the exclusive flexible plastic record, the 
Dictabelt) the recording medium of unmistakable clarity 
. . . and, when indicated, Dictaphone TELECORD, the 
phone dictating system which can be expanded, as de- 
sired, with ‘building block” simplicity. 

We'll gladly give you a survey of the communication 
situation in your office: simply send in the coupon. No 
obligation, of course. Or contact your local Dictaphone 


representative. 


Dictaphone, Time-Master, Dictabelt and Telecord are registered trade-marks of 
Dictaphone Corporation, 


CORPORATION 
DICTATION HEADQUARTERS, U.S.A. 


CLIP THE COUPON NOW 


7 
| 
: Dictaphone Corporation, Department B94, | 
l 120 Lexington Ave., N. Y. 17, N. Y. 
7 Please contact me to arrange a Dictaphone survey of my office without obligation. | 
| 
| Name 
| Address 
| 

>! | 
| 
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Now watch the community’s money go to work! 


When a bank moves in, every- 
body benefits. Here’s what it 
means to you. 


‘To thrive, a community must have a 
market place, schools, places of wor- 
ship, roads, utilities and all the many 
other institutions and services essen- 
tial to health and welfare. lo get most 
of these it must have a ready source 
of available money. [That’s where the 
bank comes in. 


Putting Money to Work 
Bank loans made possible by the 


community’s deposits and invest- 
ments help finance the butcher, 
baker and candlestick maker. Banks 
advance mortgage money for new- 
comers, help old settlers to expand, 
and assist in obtaining the funds 
needed for schools, highways and 
other public improvements. 

Most important of all, they put the 
community's money to work /ocally. 

That means a great deal because 
wherever money works men and 
women work, too. In the community 
—or the entire nation if you will— 
this results in better living and a 
wider opportunity for all. 


14,000 Banks at Work 


More than 14,000 commercial banks 
across the country are busy making 
money work. They help to make 
money move more safely, swiftly and 
economically into a stream of pay- 
ments that gives life to business in 
every community. 

The Chase National Bank, which 
serves as New York correspondent 
for more than 3,800 U. S. banks, is 
proud to be a part of the American 
banking system. 

The CHASE National Bank 


OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 
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DEVANEY PHOTOGRAPH 
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Just the Type Let Robot Do It 


That the history of an object as One of the best ways to approach 
prosaic as the typewriter can pro- the awesome subject of robotizing 
vide fascinating reading is a trib- the office is by thumbing through 
ute both to the author’s skill and the new booklet, Business Applica- 
the colorful character of the in- tions of Electronic Machines: An 
dustry. As ubiquitous as was once Annotated Bibliography. In addi- 
the office cuspidor, the typewriter tion to describing scores of articles 
is sometimes thought of as having and books on the various aspects of 
risen full-grown out of nothing. processing office data, this booklet 
Such a concept would undoubtedly also gives detailed information on 
be quickly banished by reading the present electronic installations in 
new, stimulating illustrated volume, business and lists the seminars, con- 
The Wonderful Writing Machine, ferences, and courses of instruction 
by Bruce Bliven, Jr., which encom- which are to be offered during the 
passes such amusing addenda as year, starting this Fall, on the busi- 
keyboard athletes, typewriter thieves ness applications of electronic de- 
and detectives, literary pianos, and vices. 
other oddities in the history of this Readers interested in some partic- 
dedicated device. It should provide ular aspect of the subject as well as 
pleasant moments not only for office the general field of electronic equip- 
management specialists but for oth- ment will find the references to spe- 
ers who recall the days when a type- cialized publications most worth- 
writer wore skirts. while. 


Controllership Foundation, Inc., 1 East 
Random Hotse, 457 Madison Avenue, 42nd Street, New York 17, N.Y., 46 pages, 
New York 22, N.Y., 236 pages, $3.95 $2 ($1.50 to Controllers Institute members). 


ZIPPO 
keeps your trademark 


your customer’s hand 


Suppose you could figure out a way once a fellow gets to using a Zippo, 
to have your customers carry your it seems to become part of him. He 
trademark always with them, and misses it too much to leave it behind. 
look at it 20 or more times a day It goes into action at meetings and 
year after year? Here’s how to do it! banquets—everywhere from theater 
Just give them Zippos as business parties to camping trips. 


gifts. With your trademark on its 
gleaming surface, Zippo does the rest. 


Every Zippo is guaranteed to light 
easily, anywhere, always. That gives 


People are proud to get Zippos your trademark or slogan the utmost 
because of their superb quality. They mileage. The investment is modest 
use them because of their easy oper- —the prestige value very high. Mail 
ation and downright faithfulness. And coupon for atl details. 


LIGHTS EASILY... ANYWHERE... ALWAYS 


ZIPPO MANUFACTURING COMPANY, BRADFORD, PA; 
In Canada: Zippo Manufacturing Co., Canada Ltd., Niagara Falls, Ont. 


Zippo Manufacturing Co. 
Dept. D-4, Bradford, Pa. 


Please give me full information about business gift 
Zippos— prices in large or small quantities, time of 
delivery, opportunity to use color, and the help your 
design department will give us in making a beautiful 
and distinctive gift. 


Name 


Firm 


Address 
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HANDS with 
how-to-do-it 


...keep payroll costs in line 


 — 


People with hands like these make up the highly skilled 
working forces in the West Penn Electric service area in the 
five states of Maryland, Pennsylvania, West Virginia, Ohio, 
and Virginia. These folks are qualified for almost any job 

in modern business and industry, whether heavy or light 
manufacturing, fabricating, or processing. 


In many parts of this area, female employment is normally 
only half the national average—which means a vast pool of 
intelligent, dependable workers for clerical work and 

light manufacturing. 


An electric company in serving an area gains intimate 
knowledge of the quantity and quality of its labor force. It 
knows how good location can lower labor costs and turn red 
ink into black ink. Before you locate your new plant or 
business anywhere confer with us and learn how to profit by 
being in this center of America’s industrial activity. 


Send for folder “7 Good Business Reasons” describing advantages 
enjoyed by business and industry in the West Penn Electric service area. 


Write or phone: Area Development Department, 
The West Penn Electric Company, Room 915 50 Broad Street, 
New York 4, N. Y. WHitehall 4-3740. 


‘|. Major Markets 2. Room to Grow 

3. GOOD WORKERS 4. Natural Resources 
5. Materials 6. Shipping Facilities 

7. Electric Power 


Why Executives Fume 


By applying the techniques of 
sociology to the role of the business 
man, Robert E. Lane, a professor at 
Yale, has praduced a rather refresh- 
ing reprise of the entire problem 
of government “interference” with 
business men. Not content to ac- 
cept the economic interpretation for 
the dissatisfaction of business men 
with government regulation, the 
author conducted dozens of case 
studies of individual business men 
to arrive at a systematic understand- 
ing of the problem. 

As revealed in the recent volume, 
The Regulation of Business Men, 
government action resulted in so 
many thumping tirades because first 
of all it “challenged the business 
man’s be‘ief system .. . lowe-ed his 
status,” and reduced his functions 
in the over-all management areas 
where complete freedom to make 
decisions had so long been accepted 
as fundamental. 

Management men should find, in 
this well-documented volume, per- 
spicacious perspective into their po- 
sitions in our society, while govern- 
ment people may discover many 
balms for the chafed feelings of 
business men. 


Yale University Press, 143 Elm Street, 
New Haven 7, Conn., 144 pages, $3.75. 


Finding Company Skeletons 


While the title, Corporate Struc- 
ture of the Corporation, may seem 
somewhat redundant, this new 
study is decidedly not supernumer- 
ary, for it treats a topic seldom 
touched. By presenting 28 searching 
questions, this study offers probing 
tools for detecting signs of weakness 
at the policy-making level. Not 
merely a checklist for cursory ques- 
tioning, this volume provides illu- 
minating answers from the experi- 
ences of many companies on such 
ticklish topics as the relative pow- 
ers of the president and the chair- 
man of the board, the value of com- 
mittees, how to handle disputes over 
authority, and many others. 

Serious effort to answer these 28 
queries and the more than 100 on 
personnel policy should lay bare 
the true structure of a corporation 
which may be obscured by resound- 
ing titles and cumbersome commit- 
tees. No absolute standards of cor- 
porate structure are promulgated; 
instead managements are offered 


OY 


the means to relate their teams to 
particular goals. 


American Institute of Management, 125 
East 38th Street, New York 16, N.Y., 109 
pages, $]2. 


Shares Without Stocks 


The most comprehensive study of 
the subject in fifteen years, Profit 
Sharing Patterns, by P. A. Knowl- 
ton, is an exhaustive analysis of 300 
plans covering about three-fourths 
of a million American workers. 
Since it has been estimated that 
approximately 1,000 plans are beirg 
installed each year, management 
men should welcome this volume 
which describes in detail the recent 
achievements and disappointments 
in proht sharing which may be the 
shape of industry in the future. 

Among the forest of facts ex- 
plored in this study was the ability 
of profit sharing to instill a sense of 
real participation and to improve 
group incentive. Most valuable are 
the reasons given for the failures of 
plans which outwardly appear to 
merit employee enthusiasm. 


Profit Sharing Research Foundation, 1322 
Chicago Avenue, Evanston, Ill., 144 pages, 
$10.50. 


Words at Work 


That business men live in a world 
apart where a special jargon is 
known to the initiated is the prem- 
ise on which the new volume, The 
Dictionary of Business and Indus- 
try, was built. For those who would 
move freely about in this milieu 
and in the various trades of which 
it is composed, editor Robert J. 
Schwartz has combed through tech- 
nical lexicons, consulted trade asso- 
ciations and authorities, and count- 
less other sources to put together 
this compendium of more than 
45,000 terms. 

The dictionary grew from the 
need of one company to standardize 
the jumble of jargon abounding in 
its 400 branch offices. Other com- 
panies in an entire spectrum of 
trades from textiles to steel should 
find similar use in standardizing 
terms while simultaneously storing 
the signs and symbols of other 
trades for possible use. 

If you would know the meanings 
of such trade terms as birdnesting, 
fish eyes, kitten’s ears, Q-factor, and 
many others, then this is the book 
for you. 


B. C. Forbes & Sons Publishing Company, 
Inc., 80 Fifth Avenue, New York 11, N.Y., 
561 pages, $7.95 (with thumb index $8.95). 
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ABLE LABEL AIDS 


Here is a variety of ABLE LABELS 
used by national organizations to 
Advertise, Identify, Deliver, Sell. 


send for free samples, prices 


A 1 ABLE-STIK PRESSURE SENSITIVE LABELS 

For product labeling and _ point-of-sale 
promotions. No gumming, moistening, or 
glue required. 


A 2. ADVERTISING AND BRAND LABELING 

Backs up national advertiser, establishes 
product integrity, makes effective promos 
tions in myriad ways. 

A 3. ADDRESSING & MAILING LABELS 
Made-to-order or stock designs in various 
sizes, colors. In rolls (for typewriter 
addressing), cut single, or padded. 


& 4. PACKAGING AND INFORMATIVE LABELING 
For cans, bottles, boxes, and other pack- 
ages — for brand identification. Required 
by law for consumer products. 


A 5. HEAT SEAL LABELS AND TAPES 
For heat applied use on plastics, cello- 
phane, and hard-to-label surfaces. 


A 6. COLLECTION AND COURTESY LABELS 

Slow payers respond cheerfully to “able 
baby” appealers, while courtesy labels 
build good will. 


& 7. WRAPPERS, BANDS & PRESSURE-SENSITIVE TAPES 
Tie-ins on merchandise, special promotions 
— in strips or roll form. 


8. SPOT-CARBON LABELS 
For saving time in multiple addressing. 
No carbon sheets or stencils needed. 


A 9. FOIL EMBOSSED LABELS 

Luxury effects for advertising and 
packaging. 

x 10. HI-GLOSS KROMKOTE LABELS 

High gloss finishes that reflect quality 
at no penalty in cost. 


A 11. SALES PROMOTION GIMMICK LABELS 

All types and shapes for special promo- 

tions and selling aids. 

& 12. THE ABLE-LABELER and other informative 
mailing 

Have us place your name on our mailing 

list for our information-packed house 

organ, news on labels, new ideas in 

merchandising. 


Fill in your personal name on the coupon, 
clip to your letterhead, and mail today. 


allen hollander, co., inc. 


Dept. DR, 385 GERARD AVE., N.Y. 51 


j Without cost or obligation, please j 
| mail samples of number circled: | 


Capital Performance 


The ravages of time as they affect 
man’s handiwork rather than him- 
self are given most assiduous con- 
sideration in the new publication, 
Realistic Depreciation Policy, by 
George Terbough. After pointing 
out that estimates place the allow- 
able depreciation of American busi- 
ness each year about $7 billion short 
of the “realistic allowance” for cur- 
rent capital assumption, the author 
demonstrates the meaning of “real- 
istic depreciation.” 

While this concept doesn’t em- 
phasize capital replacement as have 
some other proposals, it would 
amount to that, since it encompasses 


MONKMPFYER PHOTOGRAPH 


accelerated depreciation and adjust- 
ment for price changes. Sufficiently 
technical to hold the attention of 
economists and tax administrators, 
the book is not so abstruse as to 
repel business men. 


Machine and Allied Products Institute. 
120 South LaSaile Street, Chicago 3, Hl., 197 
pages, $6. 


Short Note 


@ Those difhcult delights, dollars, 
never seem as numerous as the tasks 
to which they could be put by small 
business men. This situation should 
be alleviated at least partly by the 
publication of the new booklet, 
Loan Sources in the Federal Gov- 


ernment (Management Aid for 


10 12 | from the Small Business Adminis- 
7 Attention of tration, Washington 25, D.C., this 
| | | eight-page booklet doesn’t provide 
| | new sources of funds but rather 
brings together all of the various 
places within the maze of the Fed- 
eral Government where money can 
be borrowed. 


H 


when competition crowds you 


INVESTIGATE HELLER FINANCING PLANS FOR BUSINESS 


Many businessmen are now feeling a 
pressure of competition that could be 
eased, in a few days, by more cash for 
current Operations. 

With cash you can do business more 
efhciently and economically. You can 
buy to better advantage, take trade 
discounts, extend broader credits to 
your trade, buy more efficient equip- 
ment, cut your internal operating 
costs. 

In. many cases, the dollars exist in 
your business in the form of receiv- 
ables, inventory, or other assets which 
can be turned into immediate cash by 
a Walter E. Heller & Company plan of 
commercial financing fitted to your 
special needs. 

Throughout America, companies of 
various sizes in many different lines 
of industry are now using Heller 
funds and Heller plans at the rate of 


DEPT. DR 


lO E. 40th ST 


BANKERS BLDG 


more than $600,000,000 annually. 
Management and profits are not 
affected by Walter E. Heller & Com- 
pany financial arrangements, which 
are purely a financial service. This serv- 
ice is available to companies which 
qualify, for any required period ... 
months or years, in amounts as little 
as $25,000 or more than $3,000,000. 
Banks know and recommend Heller 
service as a supplement to normal 


bank financing. 


If competition now has you in a 
corner, it will pay you to write im- 
mediately for a free copy of ‘Operat- 
ing Dollars for Every Business’’ which 
will give you a general picture, with 
case histories, of Heller operations. 
Write today. If you have a financial 
problem to which our service might 
apply, tell us about it in confidence 


or invite us to telephone. 


Walter E. Heller & Company 


IOS W. ADAMS ST., CHICAGO 90 
NEW YORK 16, NEW YORK 
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Handy, hardy and handsome 


Another Case for Royalite! 


Time was when a “portable” radio was about as easy to 
carry as a suitcase. But this one’s actually “pocketable”! 
New materials, like midget-size radio tubes, and tough, 
lightweight U.S. Royalite, make this marvelously com- 
pact Sears, Roebuck & Co. radio possible. 

This new U.S. Royalite housing is extremely thin 
and lightweight, yet so tough and hardy it defies break- 
age—even if dropped! And it has a richly grained sur- 
face, with built-in color that can't peel, chip, or scratch 
off. 

What's more, this attractive U.S. Royalite case is 
quickly and easily formed in two sections by matched 
metal molds —takes and holds sharp mold details for 
lasting beauty. 


Silvertone Radio sold exclu- 
sively by Sears, Roebuck and 
Co. U.S. Royalite case molded 
by Durable Formed Products, 
New York City. 


You can see the case for U.S. Royalite is a strong 
one. With its great toughness, high dimensional stabil- 
ity, resistance to most chemicals, clean good looks and 
pleasant feel, and ability to be as hard or flexible as the 
case demands, U.S. Royalite might well be just the 
solution to your case. 

Why not find out about it? It’s as easy as writing 
to the address below. 


R B ER CO MPAN Y 


2638 NORTH PULASKI ROAD «+ CHICAGO 39, ILLINOIS 
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NEW METHODS 


AND MATERIALS 


New Product Builders 
from Old Matertals 


Wood: new chemicals, panels, 
cushions, insulators 


Wood processors are using every- 
thing—including the bark—these 
days. Wood chips, sawdust, fibers, 
bark, and even papermaking wastes 
are being turned into a host of new 
materials and products for use in 
plant maintenance as well as in pro- 
duction of chemicals, textiles, petro- 
leum, ceramics, and leather. 

Plywood companies are offering 
new paneling and veneers, both 
man-made and imported. And lum- 
ber is being upgraded for new jobs. 

Both bark and _ papermaking 
waste are sources of new dispersing 
agents and boiler scale inhibitors. 
Pacific Lumber Company, San 
Francisco, Cal., for example, makes 
chemicals like these from redwood 
bark; while the Chemical Division, 
Marathon Corporation, Rothschild, 
Wis., offers a whole portfolio of dis- 
persing and surface-active agents 
from papermaking wastes (see 
Modern Industry, August 1952, 
page 109.) 

Wood fiber also forms the basis 
for Wood Conversion Company's 
versatile series of “Tufflex” mate- 
rialsx—for package cushioning, 
sound absorption, vibration damp- 
ing, and heat insulation. 

Reconstituted wood products like 
Oregon Lumber Company’s “All- 
wood,” and Forestrong’s moldable 
“Castwood,” are becoming increas- 
ingly popular. And many of the 
older hardboards are appearing in 
new forms to tap new markets. 
Minnesota & Ontario Paper Com- 
pany, for example, now supplies its 
“Insulite” hardboard in perforated 
“peg-board” form to fit the “Do-it- 
yourself” trend. 

New machines are being devel- 
oped for making hardboard from 
wood-processing plant wastes. One, 
an extrusion unit designed by en- 
gineers at Lane Company, Inc., 


well-known maker of cedar chests 
and furniture, is said to turn wood 
chips into board or core up to four 
feet wide at the rate of several thou- 
sand feet a day. Adamson United 
Machinery Company, Akron, Ohio, 
is now licensed to build it. 

Lumber and plywood become in- 
creasingly useful and durable as ad- 
hesives and laminating techniques 
are improved. Georgia-Pacific Ply- 
wood Company reports, for in- 
stance, that a new water-resistant 
glue makes it possible to guarantee 
plywood sheathing for the life of 
the building on which it is used. 

And Timber Engineering Com- 
pany, research afhliate of the Na- 
tional Lumber Manufacturers Asso- 
ciation, points out that new lami- 
nating techniques in combination 
with new adhesives are making it 
possible to build much stronger, 
longer-lasting wood products of all 
kinds, from ladders to all-wood mil- 
itary equipment like boats and 
truck bodies. 

New design possibilities are also 
opened up by new imports. Un- 
usual plywood veneers are coming 
in from such widely separated spots 
as Africa and New Guinea. 

The New Guinea veneer, which 
sports the name “Klinki,” is said to 
be unusually strong and void-free 
and to have a low shrinkage factor. 
Fiddes-Moore & Company, Chi- 
cago, Ill., is the distributor. 

The African veneer, a hardwood 
known as “Samara,” imported by 
U. S. Plywood Company, New 
York, N. Y., is said to combine 
many of the characteristics of ma- 
hogany and Spanish cedar. It’s red- 
dish-brown and has a bold grain. 


Bamboo: grow it here 
for industrial jobs? 
Another old material that may 


soon be added to industry’s quiver 
is the ancient bamboo, now best 


THROUGH THESE PORTALS 
pass the world’s most powerful 
bombers .. . the new jet-powered 
B-52°s . . . built by Boeing for 
the U.S. Air Force and freighted 
with importance for the entire 
free world. 

And what an entrance it takes 
to fit a hangar for these jet 
giants! Here are 13 telescoping 
canopy sections, each 60 feet 
long by 65 feet high, each op- 
erated by its own 15 H.P. mo- 
tor. Here is a total wall-to-wall 
entrance length of 780 feet, an 
over-all opening that measures 
50,700 square feet — fully 
opened or closed in less than 
2 minutes and free of all vibra- 
tion in operation. 

Here is more than enough 
door area to blanket a football 


2009 EDGAR STREET 


Telecanopy Hangar Doors Designed, 
Fabricated and Erected for 
BOEING AiRPLANE CO. 

Seattle, Washington 
By 
INTERNATIONAL STEEL CO. 
In Co-operation with 
JOHN W. MALONEY, A.I.A. 
Seattle, Washington: Architect 
W. H. WITT CO. 
Seattle, Washington: Engineers 
HOWARD S. WRIGHT & CO. 
Seattle, Washington: Contractor 


Multi-Ton ‘Front Door’ 
FOR SEVEN JET GIANTS | 


field . . . stretching the length 
of almost 3 such fields . . . over 
a million pounds of single door- 
way, and longest of its type in 
the world! 

This is not the first installa- 
tion International has made for 
Boeing. It International 
Steel that helped to engineer — 
fabricated — 
largest door for 


and completely 
the world’s 
Boeing’s newest Wichita, Kan- 
sas B-47 flight hangar. 

International’s wide experi- 
ence and completely integrated 
services are also at your com- 
mand, always ... and on all 
problems related to steel fab- 
rication. And that holds for all 
projects, large or small. Mail 
the above coupon 
your International handbook on 
newest industrial and aviation 
door advances. 


today for 
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_ Mr. Tire Manufacturer: 


WHAT ARE YOU DOING ABOUT NYLON? 


Let’s face it. The day of the nylon 
cord tire is here to stay. Industrial 
Ovens, Inc. can help you get ready 
for volume ‘production. Shown 
here are some of the companies 
now using full width tire cord 
latexing equipment made by IOI, 
the world’s largest producers of 
this type of machinery. 


Write fer LOI Bulletin, “Tire Fabric Machinery” 


EQUIPMENT: 


13805 TRISKETT ROAD 


Armstrong Rubber Company 
West Haven, Conn. 


Gates Rubber Company 
Denver, Col. 


General Tire and Rubber Co. 
Akron, Ohio 


Armstrong Tire and Rubber Co. 
Natchez, Miss. 


OVENS, INC. 


CLEVELAND 11, OHIO 


DETROIT 
/ 
MICHIGAN 


CHICAGO ¢ TOLEDO 


PEORIA 
4 


ILLINOIS INDIANAPOLIS 


INDIANA 


BUFFALO 


QA NEW YORK _ 


FT. WAYNE 


CANTON 


y WHEELING 
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LOOKING FOR INDUSTRIAL SITES? 


Let ‘Nick Plate’’ send you our detailed and accurate “Along 
the Line” surveys covering natural and agricultural resources, 
utilities, labor and other pertinent data relating to each specific 
location. Just tell us the area or type of location you are inter- 


ested in. Call or write: 


INDUSTRIAL DEVELOPMENT 
DEPARTMENT 


1407 TERMINAL TOWER + CLEVELAND 1, OHIO 


known as an ingredient of chow 
mein and a source of splints and 
sticks for baskets, furniture, and 
novelties. 

According to a recent report from 
the Georgia Institute of Technol- 
ogy, potential uses for bamboo range 
reinforced concrete, 
nails, and phonograph needles to 
tool handles and scaffolding. The 
plant could also be an important 
source of activated carbon, alcohol, 
Diesel fuels, and waxes. 

Though considered a foreign 
plant, bamboo could be grown here 
on a large scale if the demand de- 
veloped. 

The Georgia Institute report, 
G.I.T. Bulletin No. 18: A survey of 
the bamboos, may be obtained with- 
out cost from the Engineering Ex- 
periment Station, Georgia Institute 
of Technology, Atlanta, Ga. 

This is, incidentally, the fifth in a 
series of surveys on industrial raw 
materials of plant origin being pre- 
pared for the U. S. Department of 
Agriculture. Earlier volumes (also 
published by the Institute) covered 
vegetable fats and oils; vegetable 
waxes, gums, and resins; candelilla 


from paper, 


and candelilla wax; and jojoba (a 
Southwestern plant which has edi- 
ble, oil-bearing seeds). 


Rubber: new facts, new 
methods bring new products 


Rainproof rubber coatings that 
breathe ... “talking rubber” that 
records sound magnetically ... col- 
lapsible rubber drums that hold as 
much as 2,500 gallons ... O-rings 
and gaskets barely two hundredths 


Stretch and recovery must be care- 
fully controlled to build durable 
telephone cords. Here is one way 
Bell Laboratories tests elastomers. 


of an inch in diameter. . . . These 
are only a few of the exciting new 
products that have been made pos- 
sible by increased knowledge of this 
“old” material. 

Key to the new coatings that 
breathe, as to many other recent 
developments, is better application 
and closer control of processing, 
rather than some special additive or 
blowing agent. These coatings, 
which stop water, but permit pass- 
age of moisture vapor, were origi- 
nally developed by Goodyear for 
the Navy. Now, coated fabrics 
(both natural and synthetic) are 
being produced for industrial and 
consumer use by Aldan Rubber 
Company, Philadelphia 34, Pa., un- 
der the trade name “Aldair.” 

“Talking rubber” is one of many 
innovations stemming from Bell 
Laboratories’ research on elastomers 
(see photograph below). Actually, 
it’s rubber which incorporates mag- 
netic iron oxides. Bell is using it in 
weather-announcing systems, mes- 
sage-taking machines, and applica- 
tions where a statement must be 
played back over and over again to 
each person who calls. Rubber pro- 
vides a durable medium that an- 
swers this requirement, and the 
iron oxide provides a fast and efh- 
cient method for recording the 
necessary information. 

Less glamorous, perhaps, but 
equally important are new rubber 
shipping containers, O-rings, heat- 
resistant hose, and adhesives. 

The shipping containers, first in- 
troduced in the 55-gallon size by 
U.S. Rubber Company about three 
years ago for bulk handling of flour, 


Heat resistance of new B. F. Good- 
rich rubber hose is demonstrated by 
tough steel mill job. Here, it car- 
ries water to cool furnace doors. 
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Heat Treatin 
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with TOCCO Induction Heating 


Mechanics Universal Joint Division of Borg-Warner 
Corporation now combines automatic heat-treating 
and metal-working operations on the same machine!* 


A Tocco Inductor Coil, matched to one spindle of a 
multiple spindle automatic screw machine, heat 
treats the inside diameter of automotive trunnion 
cups—after they have been completely formed on 
the same machine tool. Twenty-two, 20 and 50 kw, 
450,000 cycle TOCCOtron Induction Heating units 
and 44 automatic screw machines (installed here 
and in other plants) make up this high-speed pro- 
duction team, 


THE OHIO CRANKSHAFT COMPANY 


This new method permits the use of SAE 1144 steel 
and eliminates costly, time-consuming copper plat- 
ing and carburizing operations formerly required. 
Heating and quenching cycles total approximately 
10 seconds per part, and production is in excess of 
300 parts per hour from each machine. 


If your products or their components require heat 
treating, soldering, brazing or forging it will pay 
you to investigate TOCCO for better, faster ways of 
producing them at lower unit cost. 


*A patented process. 


-————-—~—~— Mail Coupon Today ——————— 


| NEW FREE 
| BULLETIN THE OHIO CRANKSHAFT CO, 
| Dept. 1-9, Cleveland 1, Ohio 

Please send copy of “Typical Results 
of TOCCO Induction Hardening and 
Heat Treating.” 
Name 
Position 
Company 
Address 
City Zone State 
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“Don't worry, Joe... 
it’s packed in a General Box!” 


Your product arrives safe and sound—wherever it goes—when 
it’s wrapped in the tough protective shell of a General Wire- 
bound Container. Expert packaging engineers make swre of that 
in our designing and testing laboratories. 


Why not let them design a lighter, stronger, safer container for 
your product. There’s no obligation and no charge for this serv- 
ice. Have one of our engineers call. And send for your free copy 
of “The General Box.” It’s full of cost-cutting packaging ideas. 


ENGINEERED CONTAINERS FOR EVERY SHIPPING NEED, 


Factories: Cincinnati; Denville, N. J.; East St. Louis; Detroit; Kansas City; Louis- 
ville; Milwaukee; Prescott, Ark.; Sheboygan; Winchendon, Mass.; General Box 
Company of Mississippi, Meridian, Miss.; Continental Box Company, Inc., Houston. 


GENERAL BOX COMPANY, 1861 MINER STREET, DES PLAINES, ILL. 


abrasives, and other granular and 
powdery materials, and now made 
in two larger sizes (500 gallons as 
well as 2,500), offer the advantages 
of product protection, light weight, 
and collapsibility for ease of storage 
and return shipment. 

The miniature O-rings, in sizes 
down to 0.020 inches I.D., and 0.010 
inches in thickness, are injection 
molded by Minnesota Rubber & 
Gasket Company, Minneapolis, 
Minn., for use in microswitches, 
miniature air valves, watch cases, 
and many other products. 

The heat-resistant hose pictured 
on page 146 is B. F. Goodrich Com- 
pany’s answer to a long-term steel 
industry problem: cooling open 
hearth furnace doors at least enough 


to keep them from melting. To 
make it, the BFG Industrial Prod- 
ucts Division combines rubber, wire, 
and asbestos with a special slag-re- 
sistant construction. 


Glass: fibers team with 
resins in fans, dies, cars 


Strong, corrosion-resistant, form- 
able. . 

Small wonder consumption of 
glass fiber-reinforced plastics has 
been growing at the rate of nearly 
40 per cent a year. From early mili- 
tary applications as radomes and an- 
tenna housings, they've branched 
out into translucent glazing, sport- 
ing goods, signs, trays, tote boxes. 
truck tanks (see March 1954, page 


Glass fiber laminates take over a job long held by linoleum-covered wood 
in this new Bassons Industries hobby kit. Company says plastic-faced glass 
fiber-resin blocks are easier to use, and that they are less expensive, too. 


Dual advantage is gained through use of glass fiber laminate for window 
fan housing. It won't corrode, and, because it's transparent, it does not 
shut out light. Materials used are Fiberglas and a Bakelite polyester resin. 
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ear motors 
for ‘the right speed, the right power” §& 


Many controls manufactured by the Automatic Temperature Control Co., Inc., of 
Philadelphia, are powered with JANETTE Gear Motors. On this page is pictured 
one of several types designed and built by JANETTE since 1937 for this internation- f 


ally prominent manufacturer. 
Hundreds of great corporations depend upon JANETTE for “the right speed— Ky 
the right power.” This is constant evidence that superior quality and dependability i 


Gear Motors are assured when Top Management selects JANETTE Gear Motors and Speed f: 
Reducers. 
Whether your problem is electrical or mechanical—for resale or plant use— Ae 


JANETTE’s extensive engineering catalog covers over 239 standard types with if 


ig | Speed Reducers our engineers are at your service. | i 


more than 5,000 gear ratios. | 
b; Consult your Classified telephone directory for the name and address of your i: 
4 | : nearest JANETTE Representative or write direct for information covering JANETTE s Hh 
new merchandising plan and prices. 
J tte Electric Mfg. Co. § 

qnette G. 0. & 


Subsidiary, Gerity-Michigan Corp. Sa 
Morton Grove, Illinois 
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No matter where they're bound 


SHIP THEM WIREBOUND! 
and Stack ‘em High As You Like 


LOWER 
SHIPPING 


Costs Modern handling methods call for quick 
and easy storage — in a minimum of space. 
The special Wirebound construction of 
strong steel wire and light, tough wood suits 
itself to modern methods of materials 
handling. You stack ’em fast, efficiently 
and high as you like. Shown above are 
some high-stacked Wirebound pallet boxes 
that are used for inter-plant shipments 
and parts storage. No other container is 
so perfectly suited to fork truck handling. 
They appeal to economy-minded manage- 
ment. We will be pleased to give you all 
details on versatile Wirebounds, regular or 
pallet boxes and crates. Write today. 


MAIL THIS COUPON Now 


WIREBOUND BOX MANUFACTURERS ASSOCIATION 
Room 1100, 327 South La Salle Street, Chicago, Illinois 


yn) (] Have a sales engineer give me the whole story 
” (J Send me a copy of “What to Expect from Wirebounds” 


Name 


Address 
City, Zone and State 


99), and even to automobile bodies. 

Not all the proposed applications 
—including some which looked 
most promising at first—have 
proved economically practical so far. 
But new companies are coming into 
the field, and all sorts of new items 
are appearing. 

General Electric, for example, 
now uses a reinforced polyester 
resin for welding electrode holder 
parts. They were made from wood 
fiber tubing, but, says GE, the glass- 
plastic offers better heat resistance, 
greater stability, and lower cost. 

Auto companies are not only 
turning out reinforced plastic car 
bodies, but also reinforced plastic 
dies for stamping out metal body 
sections. Both must still be labeled 
“experimental,” but both look very 
promising—for lower-volume _pro- 
duction items, at least. 

Other new glass-plastic products 
include chemical tanks and crocks, 
flexible loop-type cable clamps, and 
consumer items like those pictured 
on page 148. These can be thought- 
starters for many others. It should 
be remembered, though, that while 
glass fiber is now an established ma- 
terial, glass fiber-resin combinations 
are still new. It’s a good idea to 
stop, look, and test carefully before 
embarking on any new application. 


; 
3 
ae | 4 
2% 
3 


This one helps copper 


New extrusion presses, designed for 
greater flexibility and versatility, 
are helping American Brass Com- 
pany turn out bigger and better 
a and copper alloy tubing, 
rod, and shapes. This one will take 
round solid billets up to ten inches 
in diameter and turn out tube blanks 
almost seven inches in diameter, 
weighing as much as 350 pounds. 
Madera equipment like this 1s doing 
much to help old materials compete 
with new. 


IN FLORIDA 
USE THESE BANKS 


For Complete Banking 
Service When Establishing 


Your Business or Home in 
This Area 


Location Name of Bank 


BARTOW FLORIDA NATIONAL BANK 
BELLE GLADE FLORIDA NATIONAL BANK 
BUSHNELL FLORIDA BANK 
CHIPLEY FLORIDA BANK 
CORAL GABLES FLORIDA NATIONAL BANK 
DAYTONA BEACH FLORIDA BANK & TRUST CO. 
DELAND FLORIDA BANK 
FERNANDINA 

BEACH FLORIDA NATIONAL BANK 
FORT PIERCE FLORIDA BANK 
GAINESVILLE FLORIDA NATIONAL BANK 
JACKSONVILLE FLORIDA NATIONAL BANK 
KEY WEST FLORIDA NATIONAL BANK 
LAKELAND FLORIDA NATIONAL BANK 
MADISON FLORIDA BANK 
MIAMI FLORIDA NATIONAL BANK 

AND TRUST COMPANY 

OCALA FLORIDA NATIONAL BANK 
ORLANDO FLORIDA NATIONAL BANK 
PENSACOLA FLORIDA NATIONAL BANK 
PERRY FLORIDA NATIONAL BANK 
PORT ST. JOE FLORIDA BANK 
ST. PETERSBURG FLORIDA NATIONAL BANK 
STARKE FLORIDA BANK 
WEST PALM BEACH FLORIDA BANK & TRUSTCO. 


Total Capital Funds over $31,000,000.09 


FLORIDA 


NATION A L 


GROUP OF ~/ 
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SATISFIED CUSTOMERS AND GOOD MANAGEMENT 
HAVE BUILT THESE BANKS 


Improve the 


GAFETY RECORD 


of your fleet with 


TACHOGRAPH 


Thousands of fleet operators have found 
that Tachographs do put efficiency into 
their modern, over-the-road trucking opera- 
tions and improve their safety records. 
Tachographs have done much to cement 
the good relations between drivers and 
owners. Drivers, who at the outset shunned 
Tachographs, are singing praise for these 
recording speedometers because they verify 
ood driving and protect them against 
alse speeding charges. The recording 
charts are helpful to fleet operators, too, 
because they give a graphic record of every 
trip. This information is valuable in com- 
piling mileage, fuel, tire and repair records 
so necessary in profitable truck operations. 


_MAIL THIS COUPON... TODAY! 
Wagner ELECTRIC CORPORATION 
6439 Piymouth Avenue, St. Lovis 14, Mo. 

Please send me free bulletin SU-3 

NAME 
COMPANY 
ADDRESS. 
CITY 
We operate (number)______ vehicles $54-12 
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SHELL MOLDING: 


It’s catching on in 


Britain, too 


British shell-making machine 1s 
small and compact, semiautomatic. 


Use of bonded-resin wafers in- 
stead of heavy, rammed-sand flasks 
to cast both ferrous and non-ferrous 
metals is solving British as well as 


American production problems (see 
page 40), as the pictures here show. 
The machine is a Fairbairn Lawson 
Combe Barbour Ltd. “Shelmolda 
Duplus,” designed to handle pat- 
tern plates 16 by 24 inches and turn 
out 50 to 60 molds an hour. It has a 
thermostatically controlled gas oven, 
and automatically operated dump 
box and ejection station. 

FLCB, which also makes textile 
machinery, now shell molds such 
parts as bobbin carriers, base plates, 
operating bars, eccentric runners, 
and rollers. Other British manufac- 
turers are using the process in pro- 
duction of parts for bicycles, valves 
and meters, engine cylinders, and 
many other products. 


Step-by-step pictures show how 
it’s used. Here pattern is cleaned. 


Oven cure makes shell hard and 
durable. Heating cycle can be preset. 


DS 'N I N 


Sand-resin mixture, deposited on 
heated pattern, forms casting shell. 


Finished shell is removed from ma- 
chine, ready for immediate use. 


eee: 


From open pit mine to production line 


Industry is getting radio-expedited 


In one of America’s largest mining oper- 
_ ations, Motorola Radio plays a vital role, 
producing copper at lower cost. 


With this new tool, one central 
dispatcher can supervise fore- 
men and locomotive engineers 
in every remote corner of the 
pit. This instant command over 
the whole area means greater 
efficiency, increased flexibility, 
less ‘‘lost time’”’ . . . more ore pro- 
duced at more profit. 


REA 


Motorola 2-way Radio helps lower costs 


In similar manner, Motorola 
2-way Radio is applied effec- 
tively and profitably in many 
fields of public safety and indus- 
try. Whatever your individual 
industry requirements may be, 
Motorola engineers are ready 
with the right equipment, serv- 
ice organization, and know-how 
that only Motorola’s long and 
specialized experience in mobile 
radio can give you. 


Write, phone or wire today and get the com- 
plete story of how you can apply this modern tool 
at a profit in your own operations. 


Motorola Communications & Electronics, Inc. 
A SUBSIDIARY OF MOTOROLA, INC. 


4501 W. Augusta Bivd., Chicago 51, Illinois 


Rogers Majestic Electronics, Ltd., Toronto, Canada 
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BO YOU HAVE As 


: learn how this was solved in 
the “Wonder Drug” industry 


i | handling small, easily tipped 


at high speeds, then you'll want 
to know how this production 


If you're having trouble 


containers which must travel 


headache was overcome in 


the pharmaceutical industry. 


PACKAGE PROBLEM? 


This illustrated 8-page brochure tells in detail how a 
nationally known antibiotic manufacturer set up a highly 
efficient production operation for tough-to-handle containers. 


And, if automation looms in your future planning, 


you'll find many a thought-provoking idea in this 


informative work. Send for your free copy now. 


EQUIPMENT CORP. 


27-01 Bridge Plaza North Long Island City 1, N.Y. 


PACEMAKERS OF PROGRESS IN CONVEYING AND MATERIALS HANDLING | 


For New Business 
... Look to CANADA! 


The world’s fastest growing industrial nation may well be 
your best prospect for broader markets, expanded sales, 
or more diversified investment. The first and best step 
toward successful Canadian relations of any description is 
to contact The Dominion Bank. Facts and figures 

about the Canadian market and banking services of a 


highly individual nature 
your best interests 


services which are designed for 


are our contribution to the American 


and Canadian economies. Inquiries are invited. 


COMPLETE 
BANKING SERVICE 
ACROSS CANADA 
Head Office: 
Toronto, Canada 
152 


THE 


om INION 


BAN K 


New York Office — 49 Wall Street 


MANAGER 


Continued from page 39 


business, and to decide what man- 
agement’s public responsibilities are. 

Similarly, one cannot, as a young 
man, learn what managing worker 
and work means. Nothing is more 
futile or more pathetic than the 
young man who has learned “per- 
sonnel management” in a business 
school, and who then believes him- 
self qualified to manage people. 
And no one can do quite as much 
harm—or as little good. 

Finally, “work” of 
the manager—setting objectives, or- 
ganizing, communicating and mo- 
tivating, controlling by measure- 
ments, and developing people— 
makes sense only to men who have 
done these things. Otherwise, it is a 
formal, abstract, and lifeless classi- 
fication. But to a manager who can 
put the flesh of his own experience 
on the bones, the terms can become 
extremely meaningful. The classif- 
cation can become a tool by means 
of which he can organize his own 
work, examine his own perform- 
ance, and improve his own results. 

For young people who have no 
management experience, this classi- 
fication appears the way French ir- 
regular verbs appear to a schoolboy 
in rural Idaho: An assignment to be 
learned mechanically. All they can 
do is to parrot mechanically “the 


the specific 


sixteen principles of control are... 
That may get them a good mark in 
an examination, but it is of very 
little use or meaning to them in 
their work. The experienced man- 
ager, however, can be brought to 
see and to use these classifications 
the way a mature French poet 
would use the study of the same 
irregular verbs: As a tool to gain 
greater insight into his language, to 


“Ed’s secretary has everything— 
no looks, no figure, no personality.” 


Your marketing 
costs can be cut! 


Marketing costs are notorious for getting out 
of hand. They need careful watching. Ex- 
penses swollen beyond normal must be cut. 
But the big question has always been .. . 
WHERE? 


The answer can now be had by means of a 
NEW & ORIGINAL technique for allocation 
and controlling marketing costs and expenses 
for each product and for each class of customer. 


PROFIT 
ANALYSIS 


DISTRIBUTION COSTS, 
WORKING PAPERS 
BY FREDERICK M. EISNER, 
B.C.S., LL.M, C.P.A. 


The FIRST book to exvlain modern MAR- 
KETING COSTS ACCOUNTING through 
clear, easy-to-follow text and profuse illustra- 
tions. 


New technique in PROFIT ANALYSIS en- 
ables you to prepare statements studded with 
meaningful figures. Weak points in your 
marketing structure are pinpointed by mere 
inspection of the data obtained. It is your 
key to day-by-day accurate control over every 
phase of business operation. 


364 pages: $10 postpaid. 
10 day money-back guaranteed. 


F. M. EISNER, DEPT. D 
70 Linda Ave., White Plains, New York 


IDEAL XMAS GIFTS 
FOR YOUR 


BUSINESS FRIENDS 


SILVER DOLLAR 
MONEY CLIP 


TIE-CLASP 


Metal Arts Advertising Specialties 


Give your business friends a Christmas 
gift of lasting remembrance—an attrac- 
tive, useful advertising specialty from 
Metal Arts bearing your advertising mes- 
sage, seal or trademark. 

Hundreds of suggested items to choose 
from, including smartly styled letter open- 
ers, ash trays and memo pads... all 
made of satin-smooth bronze by skilled 
Metal Arts craftsmen. Each one is individ- 
vally gift-boxed, ready for mailing. 

See your local advertising specialty job- 
ber, or write today for catalog showing our 
complete line of business gift suggestions. 


METAL ARTS CO., Inc. 


742 Portland Ave., Rochester 21, N. Y., Dept. 45 
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rain greater skill as a writer, and 
greater depth as a thinker. 

To discharge to-morrow’s man- 
agement tasks, we therefore will 
need advanced education for people 


already in management. 


On The Way 


We have already made the first 
steps in this direction, as witness the 
countless “advanced management 
programs” that have come into be- 
ing in this country in the last ten 
years. And it is a fairly safe bet that 
the focus in education for manage- 
ment will increasingly shift to ad- 
vanced work for the adult, experi- 
enced manager. | 

That the business manager needs 
a systematic attempt at his own ad- 
vanced education is a new develop- 
ment. But it is not unprecedented. 
All armies have what in this coun- 
try is called the “Command and 
General Staff School,” a school for 
professional training in the specific 
“work” of a senior ofhcer. All ar- 
mies have learned that this training 
cannot be given to young men 
learning to be ofhcers, but only to 
mature men with considerable ex- 
perience in actual command and in 


~ 


actual performance of military 
duties. 

Likewise, the oldest elite corps, 
the Jesuit Order, does not subject 
its men to training in advanced 
theology and philosophy until they 
have had many years of practical 
experience in the study of such lay 
subjects as medicine, sociology, or 
meteorology, in teaching and ad- 
ministrative work. It has been found 
that the most advanced, the really 
professional, training for being a 
Jesuit does not “take” until a man 
has acquired actual experience in 
the work that his advanced studies 
organize, make meaningful, ap- 
praise, and focus. 

In fact, that management has a 
need for advanced education, that 
it has a need for systematic manager 
development, means only that man- 
agement has become an institution 
of our society. 

Yet intellectual and conceptual 
education alone will not by itself 
enable the manager to accomplish 
the tasks of to-morrow. 

The more successfully to-mor- 
row’s manager will do his work, 
the greater the impact of his actions 
and decisions. The greater, there- 


—“GUNITE” | 


MODERN 


Miami, Florida 
7541 N.E. 3rd Place 


SOLVES STRUCTURAL PROBLEMS 


Tough, versatile, durable for difficult 
construction and restoration. “GUNITE” 
—pneumatically applied sand and cement 
—is placed direct, conforms to any 

shape specified. Get GUNITE" — the 

most practical construction material 

since 1912— adapted to your toughest 
problems by ''GUNITE” Associates, Inc. 


“GUNITE” ASSOCIATES, INC. 


GUARANTEED PERFORMANCE...tHROUGHOUT THE SOUTH 


\ 


Atlanta, Georgia 
1013 Bouldercrest Dr., S.E. 


Affiliate of BAILEY-LEWIS-WILLIAMS 


base your automation plans 


on demonstrable facts = 


not on fuesses but on facts such as these from Baker-Raulang, 


Cleveland, O., one of the oldest and largest builders of Power Industrial 


Trucks and Tractors. They report— 


SUCH 5 TO 1 PRODUCTION GAINS ARE AVERAGE WITH THE 


NEW MODEL M BAR TYPE 


Acme-Gridley Automatic Turret Lathe 


but we can show you where and how other customers are getting up to 


°€ We used to average 2 pieces per 
hour from 2 machines with 2 
operators. We now get 10 pieces 
from 1 machine and 1 operator.°? 


(Part is 333° diam. x 314," long) 


10 times their former output. One main advantage of this machine is 


that it provides automatic control of the cycle time for every job—the 
complete machining of every piece is at the same predetermined rate at 
the end of a shift as at the start. This means faster and more accurately 
scheduled production. And, additional operations can be put on this 
machine to more nearly complete the piece without rehandling— 
eliminate the extra man-hours and release both labor and machines for 


other needs. 


If this is important to your shop, have your engineers ask ours to 
submit guaranteed figures on your particular single spindle work. Instead 
of vague talk about highest output at lowest cost and without experiment- 
ing at your expense, we will make our claims a reality—for your 


comparison. 


You can't do TODAY’S job——with YESTERDAY'S ‘tools 


ACME-GRIDLEY 
and CHUCKING AUTOMATICS 
(1, 4, 6, and B Spindle} ——Hydraulic Thread 
Rolling Machines—Automatic Threading 
Dies ond Taps—timit, Motor Starter and 
Control Station Switches—Solenoids 
Contract Manuf 


... and be in business TOMORROW. 
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fore, the integrity required of him. 
oe The impact on the business of 


the decisions that the new tech- 
nology requires, their time-span, tines 


aa ES and their risks, are so great that MAGNESIUM. 


= the enterprise must demand of the MOBILE LOADING RAMPS 


man entrusted with their making 


that he put the common good of . aa = 
| the enterprise above his own self- 
The impact of these decisions on —, ) 
the people in the enterprise is so 
great that they must demand of the | di d k h | 
aan rer making them that he have a fogging dock on whee s! 
anas akins é ay 
= RD. @ Loads Yard Cars, Highway Trailers—Quickly, 
genuine principles and _ stick to Easily 
Now you can revi ew them, rather than give in to ex- @ One Man Moves It —Trailer Hitch Optional 
for Long Distance Towing 
300 plant locations at your desk @ Eliminates Hand Loading—Car Spotting 
Demurrage 
Industrial executives called the first Southern New And the impact - these decisions © Bridge aia Magnesium Construction 
Jersey SITE-MAP “the most valuable tool” in plant on the economy 1s so great that @ Locks Securely in Position 
site study. Second Edition, just released, is jam packed with society will demand that the mana- 
lid stuff, graphically presented. In addition to 300 available ; @ Standard Models and Sizes to 16,000 Ibs. 
ger making them behave respon- Capacity Others on Request 
sites from | to 4,000 acres, SITE-MAP shows 5 re 
ibly A loading dock on wheels! Where you 
railroads, highways, Turnpike and Parkway, wey want it... when you want it! Services 
92 municipalities, ownership of sites, airports, yard cars or highway trailers. Light- 
ater resources, rivers, etc. Freely available to ' ; weight—easily moved about. Hydrau- 
Integrity and Action lic lift positions it. Use as a dock or 
Second Edition famous SITE-MAP. Truly, the new tasks demand of 
HQ FOR CONFIDENTIAL DATA 6 the manager of to-morrow that he “Seno cilities. They're 
G _ practical, eco- 
SOUTHERN NEW JERSEY Y root his actions and decision in ea | nomical, and 
3000 wiles — | efficient! Get the 
DEVELOPMENT COUNCIL the bedrock of principles; that he ——— ME facts today. 
Z lead not only through knowledge, ee WRITE TODAY FOR 


skill, MAGLINE INC. | 
vision, courage, integrity, and re- 1951 Mercer Street + Pinconning, Mich. 

sponsibility. 


20 CENTRAL PIER® E. L. GERBER, DIR. ATLANTIC CITY 4-3338 Qe 


competence, and skill, but through 


| | education or what his adult edu- 
é' _) | cation as a manager, what will still 
CLi THIS CoUPO be decisive, before and above all— ARE YOU USING 
-. | what should never be left out, never 

; AND FIND OUT HOW YOU CAN _ | be forgotten by the individual, by THE POWER OF ? 
D O UBLE YOUR DI STRIBUTO R’S management, and society—is 


that the one absolute requirement 


STOCK WITH OUT CREDIT RISK! for the manager is neither education 


nor skill, but remains integrity of 


character. 
i se If everyone were clothed with in- 
iP . If credit limitations are keeping your distributors frank, kindly, the other virtues 
me 2 . would be well-nigh useless, since 
from carrying adequate stocks at peak seasons, let 
v | us show you the Field Warehousing plan now used “re oe patience the injustice 
of our fellows. | 
by many leading manufacturers. It permits you to Moliére 
es 4 retain legal title to the merchandise, doubles the THE END 
distributor's credit without additional risk to your 
ompany, acts as a collection control and supplies 
PP Why wait for the holiday season for 
ete ne accurate 30-day inventory records. company gift giving when I&R jewelry : 
en “e, awards can sell your company good will 
every month of the year. 
Whether it’s sales achievements, service 
ae. ie, > e friends . . . whatever the occasion, our 4 
“& © 25 South William Street . production makes a gift you can be justly 
° > proud of. Why not write us for further 
New York 4, N. Y. information? 
INDUSTRIAL DIVISION 
complete information. TTT TTT STATE. “I want this kept someplace where 95 estnut Street, Providence, R. 
SSOHSSSSHSSSHSSSSSHSSHESSSCHSSESESEEESHESEESEEEE you can find it. Stick it on the wall 
with your chewing gum.” 
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Traffic tells the elevators what to do 


‘pr. 
RAILWAY EXCHANGE BUILDING 


Chicago 


The 17-story RAILWAY EXCHANGE BUILDING is replac- 
ing its original 10 passenger elevators with 9 new Otis 
AUTOTRONIC operatorless passenger elevators. This is 
one of more than 175 new and modernized office build- 
ings, hotels, hospitals, banks, and department stores 
that have given AUTOTRONIC elevatoring an overwheim- 
ing vote of confidence—by buying it! 


Architects-Engineers: Naess and Murphy, Chicago 
Contractor: Krah! Construction Co., Chicago 
Owner: Standard Office Building Corp., Chicago 


Elevator traffic is people. They step into operatorless cars and press buttons for the floors 
they want. They touch upper floor corridor buttons to call UP or DOWN cars. 
These calls vary constantly in number and frequency during a busy building’s day. 


—as we can show you on an Otis AUTOTRONIC indicator panel in the lobby of a 

busy building. 

The completely automatic supervisory system of AUTOTRONIC elevators is kept aware of 
every traffic change—by the traffic itself! Passenger calls and waiting 

time data are measured continuously. A change in the traffic pattern is detected 


automatically—and the group operation of the elevators is changed immediately 
to give today’s finest service. 


Completely automatic AUTOTRONIC elevatoring is in operation day and night, holidays, 
and weekends. And each car with its “automatic elevator operator” 

is on duty every minute of every day—electronically! Call any of our 

268 offices for details. 


Otis Elevator Company, 260 11th Ave., New York 1, N. Y. 


COMPLETELY AUTOMATIC 


UTOTRONIC 


ELEVATORING 
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CITIES SERVICE 
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Executive Offices Prove These 
Foremen Are Management Men 


EMPLOYER RELATIONS 


Wirn tongue in cheek, Dun’s 
Review Mopern Inoustry last Spring used 
the cartoon at top right to illustrate a piece of 
advice to management readers: 

“Don’t make the foreman stand around like a 
floorwalker in the wrong store; give him a neat 
ofhce, warm, lighted, with comfortable seat and 
plenty of room for paperwork... .” 


Just how far a management can go, when it 
believes in its contention that foremen are part 
of management, has since been shown by Master 
Lock Company, Milwaukee. The four distinctive 
offices below are typical of the workplaces it has 
provided for its first-line supervisors. 

When Master Lock not long ago enlarged its 
plant, every foreman was invited to help design 


“GIVE HIM A NEAT OFFICE... 
—DR&MI, APRIL 1954 


and decorate his own office at company expense. 
These are the kinds of offices they came up with, 
each expressing in some way the occupant’s per- 
sonality, and all the equal of many a president’s 
sanctum. 

“Foremen are the key personnel of any pro- 
duction operation,” says General Manager Harry 
Soref. “They're management's link with the 


Horticulture hobbyist Alex Stahl, Maintenance, has this greenhouse office. Glass blocks, indirect light, and green paneling were John Preschat's idea. 
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LIVE ROLLER CONVEYERS 


one of the many types of high-quality power 
and gravity conveyers in the MATHEWS line 


Live Roller Conveyers may be belt or chain driven, although belt- 
driven conveyers are generally used for package handling. Having 
certain advantages over other power conveyers, it 1s possible to 
deflect smoothly from Live Roller Conveyers and, where necessary, 
to stop the load on the conveyer without stopping the conveyer 
itself. 


Live Roller Conveyers are frequently used for conveying materials 
that could not be practically handled on belt conveyers. They 
may be hung from the ceiling, set at working level, or operate 
between buildings. 


If you need complete information about Live Roller Conveyers, 
call your nearby Mathews representative. You'll be glad you did. 


Write for Catalog HB-53 for details of Live Roller 
Conveyers ... and for Catalog No. 853, which illus- 
trates many installations that will help you with your 
conveying problems. 


MATHEWS CONVEYERS 


GENERAL OFFICES 


ar Mathews Conveyer Company 
ELLWOOD CITY, PENNSYLVANIA 
PACIFIC COAST DIVISION Mathews Conveyer Company West Coast 
SAN CARLOS, CALIFORNIA 
Mathews Conveyer Company, Ltd. 
PORT HOPE, ONTARIO 
ENGINEERING OFFICES OR SALES AGENCIES IN PRINCIPAL AMERICAN AND CANADIAN CITIES 


CANADIAN DIVISION 


main force of the employees, and 
they're management’s right arm in 
maintaining production standards. 

“Foremen’s personalities, too often 
overlooked in mass production, are 
priceless assets for effective man- 
agement. ... The fact that a fore- 
man’s working quarters have been 
designed to suit his individual taste 
bolsters his sense of belonging and 
strengthens his all-important feeling 
of job security.” 

Effect of the innovation went 
beyond the foremen—figurines and 
other ornaments in many of the 
ofices, and a radio in one, were 
contributed by employees who got 
into the swing of the thing when 
they saw special recognition going 
to their group leaders. 

Lively color, extensive use of 
glass brick is characteristic of the 
whole modernized plant, not just 
supervisory oflices. Each department 
has natural light, noise is reduced 
by special mounting of presses, 
trucks and tables have been rede- 
signed to reduce fatigue, and in 
some cases new equipment has been 
built to meet the physical needs of 
workers. 

Seating for women doing high- 
precision assembly work is individu- 
ally adjusted for greatest comfort, 
and lockers, brightly painted, are in 
small units established near work- 
places, instead of being bunched in 


Picture-window box car 


‘ 


A box car with Plexiglas “windows” 
and electric speedometer (above) 1s in 
use on Missouri-Kansas- Texas Railroad 
to show employees damage done by 
coupling at too high speed. Speedom- 
eter “locks” at coupling speed so men 
can keep eyes on action. 


one central location. The plant has 
no piece work, uses no time clocks. 


New medical data for 
hearing-loss problem 


New research data on the hearing 
ability of the general public was 
gathered at last month’s Wisconsin 
State Fair in Milwaukee, under 


Classroom on wheels 


It’s easier to move one classroom than 
many pupils, especially when it’s like 
this trailer-housed training unit used by 
the Grand Union Company (cutaway 
view below, class at left). In it are cash 
registers, movie and slide unit, check- 
out counter, dairy counter, for training 
the new employee. 
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direction of the American Academy 
of Ophthalmology and Otolaryn- 
gology. 

Results of 5,000 or more hearing 
tests made in specially constructed, 
soundproof booths in the Wisconsin- 
at-Work Building are being tabu- 
lated and should provide industry 
as well as the medical profession 
with new benchmarks for use in 
judging loss-of-hearing claims in 
industrial compensation cases. 

Sampling of the big cross-section 
of the public attending the state 
fair was expected, in advance, to 
be much more expensive than two 
previous attempts-to learn just how 
well the average citizen hears. The 
earlier mass samplings were at the 
Chicago and New York World 
Fairs. 

Physical provision for the booths 
and other requirements were ar- 
ranged by the Wisconsin Manufac- 
turers’ Association, which acted as 
sponsor at the request of the medi- 
cal group. The Wisconsin employer 
group has been taking a leading role 
in developing methods of meeting 
the new hearing-loss claims as a re- 
sult of the filing of many large 
compensation cases there in the last 
two or three years. 

Equipment manufacturers and 
the American Academy provided 
audiometers for the tests, the Acad- 
emy and Wisconsin doctors inter- 
ested in industrial noise manned 


the booths, and industrial nurses 
lent by local industries assisted them. 

One result of the tests will be 
to obtain a correlation between 
individuals’ ability to hear the 
spoken word and their responses on 
pure-tone tests. The latter are now 
in general use in _loss-of-hearing 
cases. 


Industrial recreation 
broadens out 


Time was when the industrial 
sports and recreation program con- 
sisted primarily of a bowling league, 
a softball team, and a Summer pic- 
nic. These activities still rate high, 
a survey of 21 various-sized plants 
in Cleveland, Ohio, indicates, but 
an impressive number of activities 
aimed at the non-sportsminded are 
finding their way into the plant 
programs. 

The survey, conducted by the 
Associated Industries of Cleveland, 
showed 21 companies sponsor bowl- 
ing, 20 golf, 16 picnics, 15 theater 
tickets at a discount, 14 softball, 
13 banquets, 10 Christmas parties. 

But among the newe~ activities 
(see art shows illustrated below) 
are fishing, social dancing, chess, 
fashion shows, roller skating, box- 
ing, camera clubs, choruses, cook- 
ing classes, hiking, hunting, play 
production, public speaking, stamp 
clubs. 


Art’s recreation, too 


Industrial recreation programs continue 
to broaden their appeal to all employ- 
ees with such non-sports activities as art 
shows. Norfolk & Western Railway, an 
old hand at employee art shows, this 
year held its fifth; some 800 employees 
took part. Left: the winning oil paint- 
ing. Below: the judges. 


Change Wet or Oily Floors to 
DRY FLOORS 


in seconds with 


TORNADO. CLEANING 


How do you clean oil and water from the floors in 
your shop? If you're doing it any way other than 
with a Tornado vacuum, chances are you're wasting 
a lot of time. 


SS 
RY 
SZ 


The Cincinnati Gear Company saves plenty of time 
and labor with Tornado cleaning. One stroke of 
Tornado’s 300 m.p.h. suction and “Whoosh”, wet or oily floors are dry. 
Then, with their Tornado, they instantly clean metal chips and dirt from 
machinery and fixtures. (Incidentally, you don’t have to do a bit of 

“conversion” to change Tornado from dry to wet pickup. ) 


What’s more, they use the Tornado heavy duty neoprene hose that isn’t 


affected by oil and stands up 
under the most severe abuse. 


Find out how Tornado clean- 
ing can improve and speed up 
your plant cleaning operations. 


We'll be glad to send a Tor- 
nado Demonstration Team to 
your plant. Just tell us the 
time and place. 


5106 NORTH RAVENSWOOD ae e CHICAGO 40, ILLINOIS 
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UP TO 39.4°% MORE POWER than 
other 2-, %4-, and 1-ton trucks. It's low-cost 
power, too! Dodge V-8 pick-ups offer most 
horsepower for your truck dollar. 


new 145-hp. 
P 0 W ER -DOME /-8 i rah OFFERS MORE MILES PER GALLON on 


regular gas—most hp. per cu. in. dis- 
More power than any 


Power- 
Dome design... 
proved in higher ton- 
nage models ... 
means fewer power- 
stealing ‘‘hot spots”’ in 
combustion chambers. 


Test for yourself the flashing 
acceleration, the big power re- 
serve of this new 145-hp. 
Power-Dome V-8 ... the ultra- 
modern truck engine that gives 
Dodge pick-ups and stakes ....... 

more power than any low-ton- = | More proof that 

ble Dodge truck dealer to show | Dodge trucks offer a 
you a new Power-Dome V-8 better deal for the 
or a 110-hp. thrifty six! man at the wheel! 


DODGE 
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WHAT’S NEW AS OBSERVED BY THE EDITORS 


tical sensitivity plus a high 
degree of accuracy are claimed for a new elec- 
trical instrument designed to follow and con- 
trol the flow of liquids inside pipelines. De- 
veloped by Gulf Oil Company’s research labora- 
tory, the new instrument, called a capacitance 
recorder, is to be made and sold by Instruments, 
Inc., Tulsa, Okla. Gulf engineers were, of course, 
looking for a better way to control the flow of 
petroleum products through their pipelines. But 
the unit should prove useful to other industries 
as well. According to Gulf Research & Develop- 
ment Company, the new instrument is both 
simpler and more flexible than those previously 
available and its sensitivity is such that it can 
even distinguish between two batches of a prod- 
uct of similar specifications—a single grade of 
gasoline from two sources, for instance. 


Conversion without computation is Pick- 
ett & Eckel’s motto for its newest slide rule. 
With a single setting, any one of 64 different 
factors—linear, liquid, energy, and the like—may 
be converted into their common equivalents 
(inches into centimeters, liters into quarts, horse- 
power into foot-pounds, and so on). Conversion 
factors are on the back of the rule; while the 
front carries all the standard scales plus a trigo- 
nometric conversion line. List price of the slide 
rule, with carrying case and instruction manual, 
is $7.55. Rules with special conversion factors 
can be made to order, and company names 
can be imprinted. Pickett & Eckel  head- 
quarters are at 5 South Wabash Avenue, 
Chicago 3, Ill. 


Roofing packages for maintenance and re- 
pair use are the latest additions to the Lexusco 
line. Designed to simplify ordering and elimi- 
nate guesswork in computing quantities re- 
quired, they may be obtained from Lexusco, 
4815 Lexington Avenue, Cleveland 3, Ohio. The 
repair package contains 150 feet of fabric roofing 
membrane, five gallons of plastic cement, and a 
steel trowel. The resurfacing package has a rub- 
ber squeegee, a roofing brush, roofing mem- 
brane, and 20 gallons of roof coating. 


The weather may be balmy right now, but 
it’s not too soon to start thinking about cold 
weather technical and sales problems, in north- 
ern climes at least. Too often, Winter products 
and literature seem to appear in time for rueful 
hindsight instead of helpful forethought. One 
company that deserves congratulations for not 
letting the grass grow on its sales and promo- 


MO D E R N 


tion plans is A. M. Byers, Pittsburgh, Pa. It’s 
out now—and in plenty of time—with a new 
engineering report on “How Snow Melting 
Combats Winter Trafhc Problems” that tells 
how heated water mixed with anti-freeze circu- 
lated through wrought iron pipe coils or grids 
embedded in pavement can eliminate Winter 
hazards in driveways and parking areas as well 
as roadways and airports. Copies of the 30-page 
report may be obtained from the company’s 
Engineering Service Department. 


Magnets can serve as welding positioners, 
suggests Carboloy Department of General Elec- 
tric. American Blower Corporation, Dearborn, 
Mich., was plagued by movement of fan parts 
during welding the vane assembly. By mount- 


ing magnets in a 16-inch circular steel plate, 
they were able to hold the vane hub in place 
throughout the operation, while blades were 
welded between hub and outer ring. The 16-inch 
plate can hold work up to almost seven feet 
in diameter. 


Round tables can save plenty of time and 
money in production—on a wide variety of pro- 
duction, assembly, and finishing jobs. They 
make it possible to work on several parts at once, 
or to feed or remove one part while another is 
in process. Two good examples are pictured on 
page 162. The top photograph shows a rotor- 
brazing setup that takes advantage of the rotary 
technique. Engineered by Selas Corporation of 
America, Philadelphia 34, Pa., the installation 


Blueprints and paint booths take to the air 


The two unusual applications for overhead handling equipment 
pictured here come, not surprisingly, from makers of aircraft prod- 
ucts. But the ideas themselves might prove useful to manufactur- 
ers of many types of products. Using overhead handling equip- 
ment for jobs like these can free valuable space, save time. 


Paint booth, appropriately named the “‘ How- 
dah,’” is suspended on an overhead crane so it 
can travel back and forth along Super Constella- 
tion fuselage, or from plane to plane. Lockheed 
engineers say it cuts five days off production time. 


; 
aa: 
2 
r 


Blueprints speed from file room to engineering 
department on overhead conveyor at Pratt & 
Whitney Aircraft, free needed space in engineer- 
ing section, permit service within three minutes 
after request enters message-carrying chute. 
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MircoR * y: / Ki f Deck makes it possible to braze 64 copper 
) (2) 2, 00 bars to the end ring of a rotor in 
| ° only fifteen minutes (actual brazing plant-location 


offers cost-cutting advantages time is less than five minutes) as nows 
you can't afford to overlook 2 


How to get facts i 
on raw materials 


Just what do you need to know about raw 
materials before you pick a new plant site? 
Where to get aluminum castings ina hurry? 
How much it will cost to deliver 200 tons 
of Connellsville coal daily to your door- 
step? Are synthetic yarn suppliers near at 
hand? Where can you find large and avail- 
able quantities of high calcium limestone? 
Can you expect a continuing local supply 
of veneer logs? Storage and terminal facili- 
ties for handling bulk items? A chemical 
analysis? A cost schedule? 
| Whatever you need to know about a 
Available in or as permanent steel forms for con- | material—whether it’s of local origin or 
lengths up to 20 ft. 3 in. crete floors. comes from New Zealand, whether it’s 
Milcor Steel Roof Deck gets 5 There are other advantages, also: compared to the hour and a half still in the earth ora semi-processed state 
you under cover fast. It can be wi. Aaa se ge supports. High —New York State’s Industrial Location 
Strength-to-weight ratio, Fire resistance. Service will give you the answers fast. And 


that is adaptable 
te any type of 


required for other techniques, and 


erected anytime — in any weather a ~ 
man can work. ap eo pk cost. LK ; gas cost 1s a mere traction of the there’s no cost or obligation 
Versatile! Use it for flat, pitched, or and layouts to meet your special needs. previous figure. I don’t think there’s any industry we 
‘curved roofs ... sidewalls and partitions Write for Milcor Steel Roof Déck catalog. The picture below shows a new can’t serve. No matter what your special 
problems, we'll tell you where to locate 
air-operated rotary table for surface | heeded materials and supplies. Because 
grinders of flanged studs and bush- most of our clients are sticklers for per- ‘ 
JL JVI PP fection, we are, too. We'll describe the 


quality of raw materials, and give the total 


4151 W. BURNHAM STREET @© MILWAUKEE 1, WIS. ae 
cost for delivery to any destination you say. " 


eset Gesign BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 64 Rapin St. — 
ets erector CHICAGO 9, ILL., 4301 S. Western Bivd.—CINCINNATI 25, OHIO, 3240 Spring Grove Ave. 
nest and lap —CLEVELAND 14 OHIO, 1541 E. 38th St.—DETROIT 2, MICH., 690 Amsterdam Ave — The full story in two weeks 


KANSAS CITY 41. MO. P O. Box 918 — LOS ANGELES 58 CALIF. 4807 E. 49th St. 
— NEW YORK 17, N. Y., 230 Park Ave. — ST. LOUIS 10, MO., 4215 Clayton Ave 
"Reg. U. S. Pot. Off. 


sections fast, 
then anchor by 
welds or clips. 


Recently a manufacturer of glass bodies 

for electronic tubes wrote us for informa- 

tion on the materials vital to his operation 

—glass sand and natural gas. Our ILS 

staff set to work as they always do (like 
bloodhounds on the trail!). They studied . 
geological maps, analyzed samples, tabu- 

lated supply data, sent out information 

requests to district ILS offices, and con- 

sulted experts in the field. Within two : 
weeks the manufacturer had a complete, 
concise report on his desk covering several ? 
desirable locations. 


your 


advertisin mn 
Quick and easy to read 


He didn’t have to wade through compli- 
cated charts, graphs, and heavy-going par- 


DLN \ I |. \ | |: AY ings, forming rolls, and other parts | @gtaphs. The report was current, concise, 
and it was complete. 


ae Modern deictey) with convex or concave surfaces. He didn’t have to follow up footnoted 

state ‘ OS Vulcan ‘Tool Company, Dayton, references, or check so-and-so’s special re- 

FREE Ohio, makes it, in six- and ten-inch | port on the sands of Upper Hollow. With 
the data furnished in our report, he could 


‘droulor . diameters, says it can be attached to pick the best possible plant location with 
CUT CO STS will reach the any surface grinder. unerring accuracy. | 
: Other free plant-site services 
with Accidental grounds on power | Raw materials won't be your only concern 
lines “sound off” three ways in a | when you're looking for a new plant loca- 


ALLEN Punch Press decision-making new ground detector and alarm. In- rg 
volved, can be of help. Free reports 
dicator lights fade, a warning red | are available on transportation, markets, 


l-Ton Power Bench Type 


Powerful, Dependable. Economical light flashes on and off, and a bell | water, labor, available buildings and sites, 

For light work—stamping, forming, riveting — executive or horn is actuated. Furthermore, regulations—to men- | 

Overall height 1714"... Base size 844" x 4 the warning remains in force until ie booklet called “Industrial Location ae 

the trouble has been rectified. The | Services’ shows how you can put this valu- 

comm device is obtainable from Parr Man- | Popy, just write me atthe New York 

treet, ewark ), state street, any /,N. X. 


The machine of a thousand uses! Adequate for 
many types of work now done on large presses 


at greater expense 
30-Day Money-Back Guarantee Surface roughness ane 
Order TODAY. Price $97.50 F.O.B., Clinton, Zs ON BUSINESS specially designed for checking, by 


Director, Industrial Location Service 


Mo. (Ineludes Motor bracket, V-belt, motor 
pulley, less motor) sight and touch, the finish produced | | 4 
ALVA F. ALLEN, DEPT. DR, CLINTON, MO. on cylindrical surfaces by such op- eeicoeumares : 
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50,000 FIRMS 
SPEED SWEEP 


Sweeps faster, cleaner, 
Outlasts Ordinary Brushes 3 to 1! 


WRITE FOR STYLES, SIZES AND PRICES TODAY 


Milwaukee Dustless Brush Co. 
530 N. 22ND ST., MILWAUKEE 3, WIS. 


Saves Typing Time... 
Stops Eye Fatigue! 
PANAMA 


opy-HOY” 


Panama-Beaver’s exclusive patented carbon 
paper box has a built-in copy holder that 
flips open with a flick of the wrist. Keeps 
copy material upright and in full view... 
speeds work... cuts office costs. Folds up 
neatly under box !id after use. COSTS 
NOTHING EXTRA when you buy Panama- 
Beaver Carbon Paper—America’s sharpest- 
writing, cleanest-erasing smudge-free 
carbon! 

Have the Panama-Beaver representative 
near you show you the Copy Holder Box 
without obligation! 


4? 

 PANAMA-BEAVER 

MANIFOLD SUPPLIES CO.,19 Rector St., N.Y. 6,N.Y. 


Ebony Duplicating Carbons + Eye-Saver 
Unimasters * Lustra Colorful Inked Ribbons 


erations as grinding, lapping, hon- 
ing, and boring. Made by the In- 
strument Department, General Elec- 
tric Company, Schenectady, N. Y., 
the new scales are dual units, with 


both concave and convex surfaces to 
simplify checking of internal as well 
as external finish. Microinch cate- 
gories on each unit are identified 
by stamped markings. A typical set 
might include 4, 8, 16, 32, and 63 
microinch categories on one scale 
and 16, 32, 63, and 250 on the other. 


A rollover hopper that holds 
the original parts container as well 
as serving as a parts-dispenser, is 
introduced by Chas. Wm. Doepke 
Manufacturing Companvy,8828 Blue 


Ash Road, Rossmoyne, Ohio. The 


original container, lid removed, is 
placed in the hopper and secured 
by a back panel. The unit is then 
tilted over and parts flow into the 
dispensing tray ready for use as 
needed. 


V-belting for replacement of 
round leather belting on business 
machines, printing equipment, shoe 
machines, and the like, is offered in 
a new fabric-and-neoprene construc- 
tion by Boston Woven Hose & 
Rubber Company, P. O. Box 1071, 


Boston 3, Mass. Conveniently 


MODEL E2ST @ Cap. 2,000 Ibs. Also available in 3,000 | 


Electric 


TIERING TRUCK 


ANOTHER LARGE WAREHOUSE octually halved its aisle space with a 
RAYMOND Tiering Truck! Aisles 12-ft. wide were reduced to 6-ft. 
Result: more useable storage space. 


b. cap. model. 


NOW YOU CAN make comparable space savings in your own plant or 
warehouse with:a RAYMOND Tiering Truck. Because this truck actually 
right-angle tiers 4-ft. pallet loads from aisles only 6-ft. wide. Think what 
this means in increased storage capacity without enlarging your present 
facilities! 

RAYMOND TIERING TRUCK .. . operates in narrow aisles due to its 
short length and patented* off-set drive wheel with 200° turning arc. 
The truck's lightweight permits use on low-capacity elevators, floors. 51” 
free lift enables loads to be stacked in low-ceiling areas, truck trailers, 
boxcars without increasing overall height. Truck is equipped with new 
power unit that opens up like a book for fast, easy servicing. 


The RAYMOND CORPORATION 


7 4638 MADISON ST., GREENE, N.Y. 7 

G : T « ) Please send Bulletin 830 describing 2,000 Ib. cap. Tiering — 

( ) Please have your representative call. . 

* PATENT NO CITY STATE 
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ELECTRIC 
HAMMER DRILL 


The only Electric Hammer Drill on the market with auto- 
matic, self-rotating drill bit. Drills holes in concrete or 
masonry ten times faster than with ordinary methods. 
No slow, laborious hand turning of the drill chuck. 
Operates continuously at high speed for fast, clean pro- 
duction drilling on any construction or maintenance job. 
Driven by powerful electromagnets rather than a con- 
ventional motor. Only moving internal part is the driving 
piston. 


Syntron Electric Hammer Drills require little or no servic- 
ing, even after constant usage on the toughest drilling jobs. 
Powerful—light weight—operate from any standard elec- 
trical circuit. Reduce time and job costs to an absolute 
minimum. 


A Compete Line Of Power-packed 
SYNTRON HAMMERS For Industry 


GASOLINE 


ELECTRIC DIESEL 
HAMMER HAMMER PILE 
3600 blows per min- HAMMER 
PAVING ute for Cametet 
BREAKERS ping, pointing, scal- 


need no auxiliary 
power equipment, 
Develop 4300 to 16000 
ft. Ib. blows for low 
or high frictional re- 
sistance. Easily set 
up for driving con- 
crete, steel or wooden 
piles. 


ing, etc., on almost 
any concrete or ma- 
sonry job. 


ROCK DRILLS 


2000 powerful blows 
per minute for dig- 
ging, tamping, bust- 
ing, drilling. Self - 
contained, needs no 
auxiliary equipment. 
Drill has self-rotat- 
ing bit. 


Write today for complete tool catalogue - FREE 


‘SYNTRON COMPANY | 


Homer City, Penna 


packed in a dispenser-carton, the 
belting comes in 100-foot lengths, is 
said to stretch less than the round 
belting and to resist slippage, oil, 
and heat. 


Screw thread inserts that lock 
themselves in place are now being 
made by Heli-Coil Corporation, 
Danbury, Conn. Called “grip-end” 
inserts, they are formed at the base 
as shown so that they will embed 


themselves securely in the parent 
material. Made of stainless steel, 
they're suggested for use on power 
tools, air hammers, and other equip- 
ment subject to vibration, particu- 
larly when periodic inspection tear- 
down or interchanging of attach- 
ments makes it necessary to remove 
and insert screws frequently. 


A new palletizing press that is 
said to eliminate need for a tension- 
ing tool for securing banding wires, 
has been introduced by The Amer- 
ican Baler Company, 204 Ohio 


Street, Bellevue, Ohio. The press 
platen, controlled by push-button, 
exerts pressure on the load. Wire 
bands are then passed around and 
pulled snug. When pressure is re- 
leased the bands tighten. The press 
is adjustable for floor level or con- 
veyor height operation. 


THE ‘‘WHIPPET‘’ MARKER 


Automatically dates, codes, or marks production runs of 
cartons, packages, filled bags, boxes, rolls, cans, etc. For 
candy manufacturers, food packers, distillers, oil com- 
ponies, etc. Send for free catalogue. 


THE INDUSTRIAL MARKING 
EQUIPMENT COMPANY, INC. 
— 454 Baltic Street, Brooklyn 17, N. Y., Dept. DR — 


KEEP YOUR EYES ON SALES 


Use monthly sales graphs that tell 
you day-by-day how you stand 
against quotas, monthly compara- 
tives, etc. Annual sales thermome- 
ters, full color map U.S.A. plus 
date and space for important meet- 
ings. Full year control pad $3.85. 


THORNTON CO. Dept. DR-9 
1036 Peachtree Atlanta, Ga. 


REALTY INVESTMENTS 
565 FIFTH AVENUE + NEW YORK 17,N. Y. 


BALFOLDS 


139 PENN AVE. SCRANTON,PA. 
| WHOLESALE ONLY 


Dun’s Review aNd Mopern 
INpustry will appreciate early 
notices of change of address. 
Usually, it is necessary to have 
four weeks’ notice. Please in- 
clude the old address. 


STARTZMAN, 
BARCLAY 


“Handling Consul 
, MOVEMENT STORAGE 


MATERIAL 


“AL East 42nd Street ‘Mew York 17, 
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STANDING IN AUSTERE BEAUTY IS THE CAPITOL BUILDING IN AUGUSTA~~—MAINE DEVELOPMENT COMMISSION PHOTOGRAPH 


USHING AWAY FROM the 
Northeast corner of the United States, Maine 
tends to be forgotten by many Americans, ex- 
cept when they are planning their Winter or 
Summer vacations, and at election times. Tour- 
ism is probably the foremost industry in this bul- 
wark of conservative stability and it is a year 
round concern to the inhabitants. In Spring and 
Fall the call of the wild beckons the sportsman 
interested in hunting and fishing. Summer visi- 
tors seek the ocean breezes and beaches or inland 
lake areas with the surrounding greenery, and 
with the advent of Winter, the outdoors set looks 
with longing eyes upon the snowclad slopes and 
ice-covered lakes. 

This is quite nice for the general economy, 
but unfortunately, it does not go nearly far 
enough. Like the rest of New England, Maine 
is currently suffering from a lack of industrial 
blood. The first important industry there, which 
was established almost as soon as the first French 
settlers landed, was ship-building. By the time 
the Civil War had finished, this industry was on 
the decline. Graceful wooden sailing ships had 
given way to efhicient iron steamships. Now, the 
industry must get by on a rather limited pro- 


MAINE 


BURTON M. Cross, 6Qevexnax 


duction of small craft, except during national 
emergencies such as World Wars I and II. 
Since 1945 another big industry, textiles, has felt 
the ground giving beneath its feet and despite 
the fame and taste of Maine lobsters, the fish- 
eries are currently experiencing a decline. 

But all is not as bad as it seems in Maine. 
The Pine Tree State still leads the nation in 
potato and blueberry production and holds a 
fairly good agricultural balance. Paper and wood 
products also contribute to the economy. With 
four-fifths of the region being wooded there is a 


NORSE ADVENTUR- 
ERS UNDER THE COMMAND OF LEIP ERICSSON 
MAY HAVE BEEN THE FIRST TO SIGHT THE ROUGH 
SHORES OF MAINE ABOUT 1000 A.D., BUT HISTORY 
CAN GIVE NO CONFIRMATION. . INSTEAD, W! 
MUST ASSUME THAT SEBASTIAN CABOT WAS THE 
FIRST IN 1496. SCENE OF MANY BATTLES BETWEEN 
INDIANS, FRENCH, ENGLISH, AND AMERICANS, 
MAINE FINALLY BECAME A PART OF THE UNITED 
STATES, BUT WAS NOT ADMITTED AS A STATI 
UNTIL 1820 WHEN TIES WERE BROKEN WITH 
MASSACHUSETTS. AT THAT TIME IT BECAME THE 
23RD ADMISSION, AND NOW RANKS 38TH IN AREA, 
35TH IN POPULATION. MAINE FORESTS AND 
BEACHES LURE MANY HOLIDAY-MAKERS, BUT 
OFFICIALS HOPE THAT PRODUCT-MAKERS WILL 
COME AS WELL. ; 


lot of lumber up there, and Maine supplies a 
great deal of wood and wood products. to the 
country. 

There is a feeling that Maine lacks mineral 
resources. True, there are no oil or coal fields, 
but there are deposits of feldspar, beryl, mica, 
quartz, manganese and other industrially impor- 
tant minerals. Of greatest importance, however, 
is a natural resource that many another state 
envies—water power. Stemming from the moun- 
tainous lakes, the hundreds of rivers and streams, 
and the coastal tides, this water power holds a 
great potential for cheaper hydroelectric power. 

The hopes of many a Maine native lie in the 
often mentioned Passamaquoddy tidal power 
project. Through this they would attempt to 
harness the tides of Passamaquoddy Bay, in co- 
operation with Canada, and thus lure more in- 
dustry into the boundaries of the State. From 
that point on it will be up to the citizens of 
Bangor, Portland, Augusta, Pittsheld, Skow- 
hegan, and Calais to keep it there. And the feel. 
ing is that they can, for they will point with 
pride to the many other advantages they feel 
they have, especially the hard-working Mainers 
themselves. 
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RAILROADS ARE DOING 
REMARKABLE THINGS 


with [T&T signalling 
and communications systems 
for greater operating 
simplicity, safety, efficiency 
and economy. 


A vital new development is the [T&T Sequence Switch 
Interlocking System for railroad signalling. Used by the 
Rock Island at Gresham, Ill., one of the most complex net- 
work of rail lines in the world, ane towerman controls the 
whole area merely by turning knobs on his control panel. 


With Federal’s mobile train radio systems, compact trans- This system, available now through Federal Telephone and 

_mitters and receivers in engines, cabooses, wayside sta- Radio Company, a division of ITaT, provides quick auto- 
tions, towers, give railroads instant communications with matic dependable route-setting — handling greater traffic 
moving trains. Stations, engineers, conductors, towermen, faster and with full protection against conflicting train 
yardmen can all be in touch with each other at any time movements. 


to pass information and instructions. Passenger-car public 
address and entertainment systems are also provided by 
Federal Telephone and Radio Company. 


Hecusne in the development of electrical. 


and electronic telecommunication systems, 


ITaT and its divisions contribute every day 


to progress in our railroads and other 


4 


(cigtetat 


industries. A wide range of products for 


industry, business and the home benefit from the 


skill, resources and facilities that have made 


IT&T a great American trademark. 


Closed-cireuit TV systems, manufactured by Farnsworth 
Electronics Company, division of IT&T, use television to 
provide eyes for yard operators, inspectors, clerks. With 
cameras located at important yard points a clear visual pic- INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION 
ture of conditions is transmitted to tower or station receivers. 67 Broad Street, New York 4, N. Y. 


For further information address 


Federal Telephone and Radio Company, Clifton, N. J. 
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HEYER CORPORATION, THE........... 93 
Frank C. Jacobi Advertising 

Edwin Bird Wilson 

HOLLANDER, ALLEN, CO., INC.......... 143 


DuFine-Kaufman, Inc. 

HUDSON PULP & PAPER a 24 
Lewin, Williams & Saylor, I 

I-T-E CIRCUIT BREAKER CO. 20 
The Richard A. Foley Advertising Agency, Inc. 


INDUSTRIAL MARKING IPMENT 
CO., THE 


Rea, Fuller & Co. 

INDUSTRIAL OVENS, INC...... 146 
Meermans, Inc. 

INLAND STEEL ee COMPANY. 162 
Hoffman & York, 


. 164 


133 
Cecil & Presbrey, Inc. 
INTERNATIONAL STEEL CO............ 145 


Keller-Crescent Company 
INTERNATIONAL TELEPHONE & 


166 
J. M. Mathes, Inc. 
IRONS & RUSSELL COMPANY.......... 154 
Knight & Gilbert, Inc. 
ISLAND EQUIPMENT CORP.. 


Givaudan Advertising, Inc. 
J.J. K. COPY ART PHOTOGRAPHERS... 134 
Arthur Pine Assoc. 


JANETTE ELECTRIC MFG. CO........... 149 
Lloyd M. Rosenow, Inc. 

KINNEAR MFG. CO., THE............... 33 
Wheeler-Kight & Gainey. Inc. 

Lewis Edwin Ryan Adv. 


Keystone Advertising 
LUBRIPLATE DIV., FISKE BROS. 


M. Freystadrt Associates, Inc. 
LUDWIG, F. G., INC. 
The Charles Brunelle Co. 
DIVISONS—AVCO MFG. 
69 
Benton & Bowles, ‘Inc. 
154 


Rossi & Co. 

MANIFOLD SUPPLIES COMPANY ....... 163 
Richard & Gunther, Inc. 

MARATHON CORPORATION 


(CHEMICAL DIVISION)............. 14 
J. A. Cormack, Advertising 
MARCHANT CALCULATORS, INC........ 110 


Doremus & Company 


Herald Advertising Agency, Inc. 
MARSH & McLENNAN, INC............. 70 
Doremus & Company 
MARSH STENCIL MACHINE CO... 110 
Krupnick & Associates, Inc. 
MATHEWS CONVEYER COMPANY .. 158 
Meek & Thomas, Inc. 
McBEE COMPANY, THE. 109 
C. J. LaRoche and Company Jacorporsted 
METAL ARTS COMPANY, INC.. 152 
Hutchins Advertising Co., Inc. 
MILLS COMPANY, THE..... 81 
Meermans, Inc. 
MILWAUKEE DUSTLESS BRUSH CO. 163 
Al Herr Advertising Agency, Inc. 
MOLINE TOOL CO...... 168 
Ross Llewellyn, Inc. 
MONARCH ALUMINUM MFG. CO..... 31 
Lang, Fisher & Stashower, Inc. 
MONROE CALCULATING MACHINE 
L. H. Hartman Company, I 
MORAINE PRODUCTS DIV. GENERAL 
Campbell-Ewald Co. 
MOSLER SAFE COMPANY, THE....... 95, 105 
Stockron-West-Burkhart, Inc. 
MOTOROLA COMMUNICATIONS & 
ELECTRONICS, INC.. 
Ruthrauff & Ryan Inc., Advertising 
NATIONAL ACME COMPANY, 153 


Baker, Jones, Hausauer, Inc. 
NATIONAL BUSINESS & PROPERTY 
EXCHANGE 
Byron H. Brown and Staff 
NEEDHAM, LOUIS AND BRORBY, INC... 56 
Needham, Louis and Brorby, Inc. 
NEENAH PAPER COMPANY ............ 96 
Burnet-Kuhn Advertising Company 
NEW YORK STATE DEPARTMENT OF 
COMMERCE....... 
Batter, Barton, Durstine & Osborn, Inc. 
NEW YORK TERMINAL WAREHOUSE 
Bruce Angus Advertising Agency 
NICKEL PLATE ROAD (INDUSTRIAL 


DEVELOPMENT DEPARTMENT).... 146 
Fuller & Smith & Ross, Inc. 
OHIO CRANKSHAFT CO., THE.. 
Carr Liegett Advertising, Inc. 
ORAVISUAL COMPANY, INC............ 97 
OTIS ELEVATOR COMPANY ..... 18 & 19, 155 


G. M. Basford Co. 
OXFORD FILING SUPPLY CO., INC..... 110 
Joseph Reiss Assoc. 
OZALID (GENERAL ANILINE & FILM 
McGivena & Co., Inc. 


PANAMA CITY, FLORIDA............... 64 
Bacon, Hartman & Volbrecht, Inc. 

PEERLESS PHOTO PRODUCTS, INC...... 130 
John Mather Lupton Co., Inc. 

PITNEY-BOWES, INC.......... 90, 97, 128, 132 
L. E. McGivena & Co., Inc. 

PLYMOUTH LOCOMOTIVE WORKS. 16 
Howard Swink Advertising Agency 

RAINBOW ART CO., THE............... 168 


John J. McCormack Advertising 
Taylor M. Ward, Inc. 
RECORDAK (SUBSIDIARY OF 
KODAK COMPANY). 
J. Walter Thompson Co. 
RELIANCE ELECTRIC & ENGINEE on 
oh 8 & 59 
Meldrum & Fewsmith, Inc. 


REMINGTON RAND, INC.. 74 


Leetord Advertisine Agencv. Inc. 


REVERE COPPER & BRASS, INC... 8 


St. Georges & Keves, Inc. 
REVO-FILE (DIVISION OF THE MOSLER 


SAFE COMPANY 105 
Stockton-W est-Burkhart, ‘Inc. 
REVOLVATOR COMPANY... . 64 
LaPorte & Austin, Inc 
RISING PAPER COMPANY... 131 
Gordon Baird Associates, Inc. 
RITE-LINE CORPORATION .......... 114 


E. M. Freystadt Associates, Inc. 
a NS, ALFRED, ORGANIZATION, 
NC. 


G7 
en & Bruck Advertising 
RONALD PRESS COMPANY THE. 14 
RYERSON, JOSEPH T. & SON, INC. 50 
Calkins & Holden, Carlock, McClinton & 
Smith, Inc. 
SCHMIEG INDUSTRIES CO., INC. 26 
Alfred B. Caldwell, Inc 
SHAW-WALKER 129 
SHREDMASTER CORP., THE... 138 


Cayton, Inc. Ac ivertisine 

SIGNODE STEEL STRAPPING COMPANY. 536 
The Buchen Compan} 

SOUTHERN NEW JERSEY 


DEVELOPMENT COUNCIL. ._ 154 
The Cowan Advertising Agency 
SPECIAL DEVICES, INC. 7s 
Nathan H. Miller 
STANDARD REGISTER CO. THE 84 & #5 
Geyer, Newell & Ganger, Inc. 
STOW & DAVIS... 114 


The Jaqua Company 
SYLVANIA ELECTRIC PRODUCTS, INC. Rs 
Cecil & Presbrey, Inc. 


SYNTRON COMPANY 164 
Servad, Inc 

TELAUTOGRAPH CORPORATION 130 
Gotham Advertising Company 

TEXAS COMPANY, THE Cover IV 
Erwin, Wasey & Company, Inc. 

— BANKING COMPANY 29 

. McGivena & Co., Inc 

COLLATORS, INC 93 
Wehner Advertising Agency > 

THORNTON CO.. 164 
Mitchell WerBell, Advertising ; 

TODD COMPANY, INC., THE 112 
The Merrili Anderson Company, Inc. 

TOLEDO SCALE COMPANY .. 57 
Beeson-Reichert, Inc. 

TRAVELERS INSURANCE, THE.. i9 
Young & Rubicam, Inc. 

UNDERWOOD CORPORATION .. 98 & 99 
Marschalk & Pratt Co., Inc. 

UNION PACIFIC RAILROAD. 64 
The Caples Company 

UNITED CHROMIUM, INC..... 26 


Rickard & Company, Inc. 

UNITED STATES ENVELOPE COMPANY 134 
Wm. B. Remington Inc 

UNITED STATES GYPSUM COMPANY x9 
Fulton, Morrissey Company Advertising 

UNITED STATES RUBBER COMPANY 

(FOOTWEAR DIV.—U. S. ROYALITE). 144 

Fletcher D. Richards, Inc. 


VICKERS INCORPORATED... 17 
Witte & Burden Advertising 
VIKING CORPORATION, THE.. 70 


The Jaqua Company 
VIRGINIA ELECTRIC AND POWER 


COMPANY .... 54 

Advertising Incorporated 

VISIRECORD, INC. 106, 107 
Hiram Ashe Advertising, Inc. 

WAGNER ELECTRIC CORP. 150 
Arthur R. Mogge, Inc. 

WASSELL ORGANIZATION, INC 128 
James R. Flanagan Advertising Agency 

WATSON MFG. CO., ROL-DEX DIV... 104 


Griffith & Rowland 


WEBER LABEL AND MARKING SYSTEMS 
(DIV. OF WEBER ADDRESSING 


MACHINE CO 116 
Irving J. Rosenbloom Advertising Agency 
WEBSTER ELECTRIC COMPANY... 136 
Reincke, Mever & Finn, Inc 
WEST BEND EQUIPMENT CORP.... 12 
Morrison-Green-Seymour, Inc. 
WEST-DEMPSTER COMPANY .. 104 
Wallace-Lindeman, Inc. 
WEST DISINFECTING COMPANY 7 il 


G. M. Basford Co. 
UNION TELEGRAPH CO., 
E 


113 
Albert Frank-Guenther Law, In 
WEST PENN ELECTRIC CO. . 142 
Albert Frank-Guenther Law, Inc 
WIBERG, M., & CO. 136 


WHEELDEX & SIMPLA PRODUCTS, INC. 108 
Posner & Zabin 
WILLYS MOTORS, INC. (INDUSTRIAL 
ENGINE DEPARTMENT). 10 
Lloyd Mansfield Company 


WIREBOUND BOX MANUFACTURERS 


ASSOCIATION ... 150 
Waldie & Briggs, Inc. 
WOOD CONVERSION COMPANY ...... 71 
The Buchen Company 
G. M. Basford Company 
ZIPPO MANUFACTURING CO........... 141 


N. W. Ayer & Son Incorporated 
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4 IS YOUR FLEET 
, COST OVER 
6° A MILE? 


INCLUDING GAS, OIL, MAINTENANCE 
INSURANCE, TAGS, DEPRECIATION 


is Cutting Costs 
ing Firms FLEETS OF 25 TO 1,000 BRAND NEW 1954 
for Leading FORDS, PLYMOUTHS, CHEVROLETS READY FOR 


IMMEDIATE DELIVERY AT LOW COST RENTALS 


U.S. Coal ‘& iron CO PLAN A 
se 
Atlas Cement in. PLAN B 50 
surance and T onthly Rental 
— Homes Sse ¢ i Mile “4 
Pont ile Annual 
ANictor CorP: (Slightly Higher in West) 
'n. 
« Factory '"s- neg Certified facts prove that General Auto Rental plans cost 


less than company-owned or salesmen-owned car plans. 
And — entire cost is tax deductible no capital tied 
up in frozen assets. 

All plans include immediate replacement in case of fire, 
theft or serious damage; new cars every 12 months. 
Special plans to meet specific needs. 


HIGHEST PRICES PAID FOR YOUR PRESENT CARS 


GENERAL AUTO 


| COAST-TO-COAST 
©. Robinson: + Livingston 8-5000 


6610 N. BROAD ST., PHILA 26, PA. 


Markel Service, 


Write- Phone- Wire 


NAME TRADEMARK SLOGAN 

Builders of Goodwill for old or 

NEW CUSTOMERS & FRIENDS 
and Truly “Your Own” 
to be Used for Years 
reminding your services 


AMERICAN 
oso E rtinguisher ey 
company 


little Cost” 


SAFE TY SNUFFER 
FOR CIGARETTES 


leader in 

COMBINATIONS. 

ASK FOR FREE LAY-OUT & QUOTATIONS. property valuation : 
The RAINBOW ART CO, Inc. 


BOX 9088 «~HUNTINGTON. W.VA. DEPT. 6-9 


Over 3,000 select Businesses, 
Farms, Ranches and Income 
Properties for sale thruout 
the United States and Alaska. 


Money Making Opportunities 
from $3,000 to $1,000,000! 


Retail, Wholesale, Industrial Plants, 
Factories, Ranches, Groves, large and 
small. Contains vital information, 
prices, terms, earnings, lease, rent, 
names, and addresses so you can deal 


MOLINE “Hole-Hog cal. No 
M 


book absolutely free and advise own- 
ers of your requirements. 


National Business & Property 
Exchange, Inc., Dept 165, 5400 
Wilshire Blvd., Los Angeles 36, 


industry. | 
MOLINE: ILLINOS : | | Calif i 
alifornia. 


QUIZ ANSWERS 


Ouiz starts on page 60 


Workmen's compensation 
2. No. Only those engaged in, or 
affecting, interstate commerce. 

3. An unlimited number 

4. Yes. You are liable for an acci- 
dent, regardless of the route, if the 
driver is making a delivery for you 
at the time. But if he had finished 
his deliveries and was on his way 
to a ball game, you would not be 
liable for any accident the driver 
might have, regardless of the cir- 
cumstances, 

5. c. is probably the best course. 

True when obsolescence rather 
than wear governs the machine life. 
When wear is the principal factor 
in machine life, night work may 
cost more than it saves. Night 
workers rarely handle machines as 
carefully as day men; night repairs 
are likely to be of the chewing- 
gum and baling-wire variety—not 
in the best interest of 
tenance. 

7. You would probably be better 
to promote Mr. Xyz and try to hire 
a replacement for him. If he is 
strongly ambitious, failure to pro- 


good main- 


mote him might precipitate his 
resignation, leaving you to make 
two replacements. 

8. Statement analysis—a tool ot 
financial, rather than sales execu- 
tives. 

9, 25 per cent. There is no Census 
figure, but it has been variously 
estimated that one out of four 
workers is so covered. 

10. $5,000. The actual figure has 
been quoted as $4,788. 

11. a-1, b-2 

12. False 

13. The partnership, as such, pays 
no income tax. The partnership 
files a tax return (Form 1065), but 
this is only to report how much of 
the year’s profits belongs to each 
partner. Each partner includes his 
share of the partnership profits in 
his personal tax return. 

14. 6. Even though a. sometimes 
seems easier and cheaper. 

15. 6—Once the shareholder has 
accepted the dividend, he cannot 
subsequently attack the legality of 
that dividend because he has ac- 
quiesced in it. 
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REVIEW 
ai Modern Industry 


FOURTH QUARTER 
EXPECTATIONS... 


In the highly competitive atmosphere of 
today’s business climate, the Monday morn- 
ing quarterback is usually without much 
honor. successful executive today 
can’t afford to spend much time in looking 
hback—he must constantly look to, and plan 
for, the future. 


Here at Dun & Bradstreet we regularly 
question a group of forward-looking exec- 
utives about their expectations for business 
and industry for the coming quarter. Such a 
survey has just been completed for the 
fourth quarter of 1954. 


While the complete survey covers many 
areas, a few selected indicators tend to 
point up the overall pattern of optimism 
among these men. A glance at the chart 
below will quickly show you the predomi- 
nant expectations for manufacturing sales, 
corporate net profits, and non-farm employ- 
ment. We have also included the actual 
figures for the fourth quarter of 1953 and 
the second quarter of 1954 for comparison. 


Percentage Expecting 
4th Quarter [2nd Quorter | 4th Quarter ‘54 to: 
1954 


1953 Equal ‘53 Exceed ‘53 


MANUFACTURING 
SALES $74,566 [$71,473 | 31% | 48% 


(MILLION $) 


CORPORATE 


speed be $15.4 | $17.8 | 43% | 39% 


(BILLION $) 


NON-FARM 


EMPLOYMENT 55.3 54.4 79 Vo 9% 


(MILLIONS) 


WHAT ABOUT ATOMIC POWER... 


The editors of DuN’s REVIEW AND Mop- 
ERN INDUSTRY cover a lot of territory—they 
see and talk to a lot of people—and they get 
a pretty good idea of the thinking that is 
current among top management men in 
business and industry. Some of this thinking 
appears to be wishful. 


A case in point: Despite the most obvious 
signs of the tremendous expansion of the use 
of electricity in the plant and office over the 
past 25 years; and in the face of the strong- 
est indications of even greater use in the 
coming years; many top executives are 
maintaining a “‘wait and see” attitude re- 
garding their own electrical expansion plans. 


Perhaps the major factor contributing to 
this procrastination is a pie-in-the-sky hope 
about nuclear reactors and an anticipation 
of better things to come. Too much talk 
about the development of atomic energy 
with too little understanding may be caus- 
ing many companies to put off electrical 
expansion and modernization which is now, 
or shortly will be, needed desperately. 


It seems to us that the producers of elec- 
tric power and equipment might do them- 
selves and their customers and prospects a 
service by pointing out that atomic energy 
is only another fuel which will replace coal 
or oil or water power. Electricity generated 
by nuclear power plants will flow through 
the same wires and into the same equipment 
as the power now generated by conventional 
fuels. For the next ten years at least, the 
only difference between the two is that 
atomic power is likely to be a good deal 
higher in cost. 


Since we feel so strongly that industry 
must be jolted out of this “‘wait and see” 
attitude, the November 1954 issue of DuNn’s 
Review AND MoperN will in- 
clude a Special Emphasis Section reviewing 
recent progress in electrical products for in- 
dustry and the consumer. This section will 
note the opportunities that lie ahead, and, 
at the same time, point up the probleins 
that must be solved if the full potential o: 
this electrical expansion is to be realized. 


ONE WAY TO INCREASE PROFITS... 


We heard some interesting survey figures 
the other day about sales results in relation 
to advertising. According to this source, 
average salesmen only produce 9.2 orders 
per 100 calls. But when calls are follow-ups 


on advertising-produced inquiries, the aver- 
age jumps to 38.4 orders. 


Since it is fairly well established that 
average sales calls cost about $17.00 that 
means effective advertising can reduce the 
cost of securing an order from $184.78 to 
544.27—a saving of $140.51 per order. 


Surely the advertising dollars required to 
produce inquiries is considerably less than 
$140. In fact, one magazine we are partic- 


ularly familiar with can show examples of 


inquiries secured at only $19.35 each. An 
increased profit-by-saving of $121.16. Good 
business? If you agree why not ask us for the 
details. 


ADVERTISING AND TOP 
MANAGEMENT . . 


We have just printed an eight page book- 
let discussing advertising in relation to exec- 
utive interest in the areas of sales, produc- 
tion, product development, finance, em- 
ployer relations, effects of legislation, exec- 
utive methods, and business. conditions. 


Many people actively concerned with 
selling to top management in business and 
industry have found this booklet very help- 
ful. We think you will also find this booklet 
helpful in planning sales strategy if you sell 
to top business and industrial executives. 


You may have a copy of *“*Your advertis- 
ing and top management” and/or a copy of 
the fourth quarter “Survey of Business 
Men’s Expectations” upon request to the 
Promotion Department of Dun’s Review 
AND MopeErRn INpustry, 99 Church Street, 
New York 8, N. Y. We will be happy to send 
them without obligation. 
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y Long Distance Rates Are Low. These are the daytime 
Station-to-Station rates for the first three minutes. They do 
not include the federal excise tax. Long Distance rates are 
even lower after 6 o'clock every night and all day Sunday. 


LONG DISTANCE IS THE CHEAPEST, 
SPEEDIEST ROAD TO EVERYWHERE 


There is hardly any limit to the time, money and waste motion 
Long Distance telephone service can save in a single business day. 

In Sales, for example, it can help you follow up inquiries. Make 
appointments for personal visits. Keep in touch between trips. Clear 
up questions and complaints, quickly and tactfully. Save sales that 
might otherwise slip away. 

‘There's another important reason for using Long Distance. The 
tates are low—much lower, as shown above, than most people think. 


Long Distance Doesn’t Cost—It Pays. We have some specific suggestions for 
the profitable use of Long Distance in Sales, Purchasing, Administration, 
Traffic, Production, Engineering and Accounting. A call to your Bell Tele- 
phone Business office will bring a representative to discuss them with you. 


BELL TELEPHONE SYSTEM 
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NO SCREWS LOOSE HERE ! 


Put screws and nuts in bags made of film 
produced from Bake ite Polyethylene. 
Strong. Easily sealed. Keep moisture away. 
Attractive. “See-what-you-buy” appeal. Easy 
to stock, display and inventory. 

Quite a material— Bake ire Polyethylene. 
All sorts of uses . . . in just about every indus- 
try you can think of. Manufacturers employ 
polyethylene for film, moldings, extrusions, 
castings, coatings, laminations. Better look 
into it. Could be just the material to get a 
new product winging. 


BAKELITE 


TRADE-MARK 


BAKELITE COMPANY 


A Division of Union Carbide and Carbon Corporation [qq 


80 East 42nd Street, New York 17, N. Y. 
In Canada: 


Bakelite Company, Division of Union Carbide Canada Limited 
Belleville, Ontario 
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CATERPILLAR TRACTOR CO. 


is commemorating throughout 1954 the fiftieth anniversary of 
the track-type tractor . .. and Texaco is happy to join the cele- 
bration. For nearly twenty-five of those “Fifty Years on Tracks,” 
Texaco Lubricants and Lubrication Engineering Service have 
been helping Caterpillar keep its production high, its costs low. 


TOUGH JOBS 
10 10 


N MACHINING, for example, Caterpillar has 
long used Texaco Soluble Oils. They assure 


ful factors in achieving maximum machining effi- 
ciency. 


better cutting, better finish and longer tool life 
because emulsions are more stable, and cool and 
lubricate better. They also assure a cleaner plant 
and lower oil consumption. 

In addition, the know-how of Texaco Lubrica- 
tion Engineers and their interest in keeping 
abreast of Caterpillar’s problems have been help- 


Why not enjoy the benefits of Texaco Lubri- 
cants and Lubrication Engineering Service in 
your plant? They are available everywhere. Just 
call the nearest of the more than 2,000 Texaco 
Distributing Plants in the 48 States, or write: 

The Texas Company, 135 East 42nd Street, 
New York 17, N. Y. 
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